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of leading business concerns 


the world over 


SMARTER packaging means greater profits 
to you means faster turnover, more im- 
pulse buying. The New Star Brand Type- 
writer Ribbon Box attracts the eye. It’s 
neat—trim as a compact. 

But more important to business men is 
the fact that each Star ribbon now comes 
wrapped in moisture-proof cellophane. 
There is no longer any danger that the 
enemies of even the best ribbons—dust and 
dry air—will destroy the efficiency of the 
ribbon before it reaches the machine. 

In accordance with a consistent F. S. 
Webster Co. policy, these great improve- 
ments will be advertised extensively to 
consumers in such magazines as The Satur- 


day Evening Post, Time and Management 


Methods. This means more customers for you 
and more customers mean more profits. 
Again the F. 5. Webster Co. proves its 

leadership, demonstrated time and again 

over a period of 44 years. No wonder busi- 
ness men—and dealers—the world over 
have steadfastly stood by Star Brand 


ribbons through thick and thin! 





~ CAMBRIDGE, MASS. 














{ OFFICE APPLIANCES 
is a news and technical 
trade journal, serving 
the entire industry of of- 
fice equipment. It covers 
the manufacture and 
distribution of office 
machinery, officedevices, 
office furniture, office 
supplies and the entire 
range of commercial sta- 
Its comprehen- 
sive news reports of the 


tionery. 


industry and its valuable 
special articles upon sub- 
jects germane toits field 
have given it unusual 
prestige. It serves a cli- 
entele composed of man- 
agers and agents for the 
various office machines, 
devices and supplies, 
commercial stationery 
dealers and many of the 
largest corporations in 
the United States. It 
also reaches some deal- 
ers in fifty-four other 
countries who deal in 
American office equip- 
ment. 

{ No person, firm or cor- 
poration, either directly 
or indirectly connected 
with the industry the 
journal represents, has 
any share in its owner- 
ship or voice in shaping 
its policy, which has in 
view at all times the best 
interests of the field it 
serves. It aims to dis- 
cuss all subjects fairly, 
and to furnish its read- 
ers reliable information 
concerning the progress 
and development of the 
office appliance industry. 
It will answer any ques- 
tions germane to its field 
to the best of its ability, 
and it asks its readers in 
all parts of the world to 
aid it with inquiries and 
suggestions, to which it 
will give prompt and 
earnest consideration. 
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{ COPYRIGHT. Con- 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- 

facturers in each division of the industry. Because of the ground 

for honest differences of opinion, the publishers obviously can- 

not undertake to guarantee transactions between advertisers and 

customers. They do, however, offer their service in resolving 

any disagreements which result from relations established 
through the journal. 


A Loose Leaf Metals Co 134 
Acco Products In 86 M 
Acme Staple Co 100 Manhattan Stencil Corp... 96 
Adams Brothers Co 128 Manifold Supplies Co 56 
Aigner, G. J., Co 131 Marchant Calc. Mach. Co 81 
Allen & Co : 124 Markilo Co. 129 
Alma Desk Co... L21 Martens Type Cleaner Co.130 
Amer. Autom. Typew. Co. .131 McLeod Furniture Co sone 
American Embossing Co. .134 Metal Office Furn. Co .109 
Amer. No, Machine Co . 97 Metalstand Co , 130 
Amer. Writing Machine Co. 96 Meyer & Wenthe 128 
Ames Supply Co 118 Mimeograph, The. 43 
Art Steel Co., Inc 125 Mimeo Service Bureau . 90 
Ault & Wiborg... 50 Mittag & Volger, In 16 
Automatic File & Index Co. 97 Mohican Pencil Co 126 
DO CI occcoccscece OF OE EE See 135 
Auto-Typist, The 131 Moore Push Pin Co. ‘ .130 
Azora Rubber Co 98 Munson Supply Co .101 

B Myrtle Desk Co eoobus 


Baltimore Index Mfg. Co. .130 N 
Nat'l Vulcanized Fibre Co.123 


Bankers Box Co : : 17 
Bassick Company.... 136 Neely, Fred W 96 
Berger Mfg. Co 61 Neidich Process Co.... .135 
Bridgeport Pen Co., The 131 Neva-Clog Products, In« 78 
Bridges, F. W., Ltd 134 N. Y. Silicate Bk. Slate Co.121 
Bristow, Stanley R 128 
Bushnell, Alvah, Co 111 Office Appliance Co., The.. 99 
Cc Oxford Filing Sup. Co ae 
Canton Art Metal Co... 128 Pp 
Carpenter, E. W., Mfg. Co.129 Pacific Cb. & Rib. Mfg. Co. 69 
Carter's Ink Co 73 Parker Pen Co 113 
Clarotype Co., The nee . 99 Parrot Speed F astener Cp.101 
Clip-on Corp a 125 Peerless Key Co., Ins 89 
Codo Mfg. Corp : 130 Pelouze Mfg. Co . - 99 
Columbia Rib. & Carb. Co. 48 Perfect Peerless Calendar 
Columbia Steel Eq. Co 115 ca « : on ane eeemee 
Conklin Pen Co., The ‘ 133 Phillips Process Co., Inc. .119 
Cook, H. C., Co... 124 Phillips Ribbon & Carbon 
Corona Typewriter . 45 Co. ‘ : ocoskee 
Corry-Jamestown Mfg a i Mae CRs 6 a . ockee 
Corp. . 91 Post-O-Graf, In TTT TT ae 
Crown Ribbon & Carb. Co.120 Prym, William, of Amer. .119 


D Q 
Defiance Sales Corp .126 Quality Park Envelope Co.127 
Dick, A. B., Co 13 R 
Downey, The ©. L., Cr 128 Redigraph Duplicator Co 99 
Duplicator Paper & Sup ply ; teliable Tw. & A. M. Corp. 99 
COL cece veees 98 Remington Rand, Inc . 8 
E Roberts, Weldon, Rubber 
Eagle-Ottawa Leather Co.106 Ce banesecencece cece eS 
Elliott Fisher tack Cover Rockwell-Barnes Co anne 
Engraved Stationery Buf- Royal Typewriter Co... 79 
iD ace kn eee ee 6 svennenee 
Evansville Desk Co 118 Schollhorn, Wm., Co.... 91 
Fr Scripto Mfg. Company... ..108 
Faber, A. W., Inc : 62 Shaw-Walker Company... 63 
F. B. Mfg. Co 125 Sheaffer, W. A., Pen Co... 55 
Fulton Specialty Co .129 Sheppard, The C. E., Co 131 
G Shipman-Ward Mfg. Co...100 
General Fireproofing Co.., Paal yg4 wy Inc + 
The ’ 57 4 n " ° J Oo _ ° ~~ 
. . Smith, L. C & Corona 
cil - ‘ ‘ oO 68 pon 6 e 
Graft, pag agg 114 sypewriters, Inc....... 45 
Graphic Duplicator Co. 101 ——— mW ite C Ne tri + 
Guide System & Supp. Co.116 apoed ACY fg. Waseeess if 
Gunlocke, W. H., Chair Co.125 Steel Fixture Mfg. Co.....132 
P , — . Stein Bros. Mfg. Co. 100 
0 , ‘ Storms, H. M., Co ave .133 
Bm. A Ink-Eradi ator Co 130 Sturgis Posture Chair Co.131 
Hall-Welter Co........... v0 Sundstrand Adding Ma- 
- ansot Seale C Co ' R ee ... Back Cover 
a ison cale Oo ae ) 
benenaite = 
Herriman-Welts ‘Products. Tenacity Mfg. Co.....-...123 
~—-— Duplicator Co eh Toledo Metal F urniture ¢ Oo. 85 
Higgins, Chas. M.. Co 127 rriner Scale & Mfg. Co... 97 
ao a ae Turner & Harrison Pen 
hy OS at eles 
we — Sao we . Tybon Corporation ..129 
, r Typo Trading Co.... , 110 
Imperial Desk Co... : 49 U 
Imperial Mfg. Co 59 . =, » 
Imperial Methods Co 126 «= Und duenebeeege. “~ -4" 
Indiana Desk Co 122 Co... Back Cover 
Ink Specialties Co Rf) UL. S. Tw. Ribbon Mfg. Co.131 
Intl. Prtg. Ink Corp 50 Vv 
z Varityper Incorporated... 89 
Jasper Chair Co 107, 132 w ‘ 
Jasper Desk Co 132 Wabash Cabinet Co....... 66 
Jasper Seating Co 120 Webster, F. S., Co... 5 2 
Josephson Mfg. Corp 121 Weis Mfg. Co... 51, 2, 3, 4 
x Wholesale Typewriter Co. 98 
Kor-Rect-O Company 99 ha The John B., Co. ey 
Wilson-Jones Company... 
L 
Leatheroid 127 Y 
Leipzig Trade Fair 129 Yawman and Erbe Mfg. a 
Little, A. P., In 122 Co coves cdl, 72 


For the benefit of the subscribers the lines advertised are here 

classified. Many of the requirements of the modern business 

office are represented. Should subscribers be interested in any 

article of office equipment not listed here, they are cordially in- 

vited to communicate with the service bureau, through which 

the information will be promptly and cheerfully furnished by 
letter, without obligation. 


Adding Machines Weis Mfg. Co 61. 2. 3. 4 
Marchant Cale. Machine Co. 81 Yawman and Erbe 41, 72 
Sundstrand Add. Mch.Back Cover Cash Boxes 

Adding Machines, Rebuilt Art Steel Co., Inc ; 125 
Reliable Tw. & A. M. C . 99 Cope, Glides, ete. 

Adding Machine Rolls and Paper gassick Co. 136 
Rockwell-Barnes Co... ..-114 Celluloid Envelopes 
Adding Typewriters _Markilo Co. .. 129 
Underwood, Elliott - Fisher Chairs : ee 
A : ... Back Cover General F ireproofing Co oO 

Adhesives Gunlocke, w. H. Chair Co 125 
(See Inks, Adhesives, etc.) fa Chair Co. : 107 = 

asper Seating Co.. .120 

Arch and Clipboards McLeod Furniture Co "412 
Globe-Wernicke Co. . 68 Sturgis Posture Chair Co.. .131 
pone sara “s. 1i4 Toledo Metal Furniture Co.. 88 
Shaw-Walker Co he 63 Chairs (Posture) 

Autographic Registers Gunlocke, H., Chair Co..125 
Hanna Register Co.. 90 Jasper Se ie Go . -120 

Automatic Typewriters Sturgis Posture Chair Co...131 
Amer, Automatic Typewr. .131 Toledo Metal Furniture Co. 88 

Bankers’ Note Cases Check Protectors & Writers (Mfr.) 
Art Steel Co... eer Hall-Welter Co. . 90 
Canton Art Metal Co . 128 Check Protectors we w riters, U sed 
General Fireproofing Co.. . 57 Reliable Tw. & M. C... 99 
Globe-Wernicke Co ‘ 68 Checks, Stamped Metal 
Metal Office Furn. Co 109 Meyer & Wenthe. : 128 

Billing Machines Clips, Paper (See Paper Clips) 
Elliott-Fisher Back Cover Coin Bags, Trays and Wrappers 
Underwood-Elliott-Fisher Art Steel Co., ot ‘ . 126 

Co Back Cover Downey, The L., Co 128 

Binders, Catalog and Periodical Coin Counters 
Acco Products, Inc.. 86 Downey, The C. L., Co 128 
Aigner, G. J., Co ee 131 Comatins Devices 
Wilson-Jones Co. . sienna’ Oe Neely, Fred W.. 96 

Blackboards Continuous Forms (Roll, Fanfold) 

Y. Silicate Book Slate Co.121 Hanna Register Co . 90 

Blank Books Copyholders 
Rockwell-Barnes Co é 114 Acco Products, Ine > an 
Wilson-Jones Co. . 64 Sikes Ak Co. ‘< ; ee +4 

> ice ppllance Oo . OF 
ay ay ~ ane 5 . ~ File Cc ahtn® Copying Sevtess end Supplies, 
A - ie Co wees 31 awman and Erbe 71, 72 
Canton Art Metal Co... . 128 Coqguanens Metal C on 
Columbia Steel Equip. Co..1 LS pt Ht Pe song By - is 
coe Ww ae ae ee ee 68 Me ‘Leod F urniture Co ° .112 2 
Metal Office Furn. Co ** "109 Currency Racks and Straps a 
Shaw-Walker Co., The 63 Downe y. The C. L., Co 128 
Yawman and Erbe 71, 72 Dating Stamps 
en ° ver Amer. Number. Mach. Co. 97 

aoe Steet Co 125 Fulton Specialty Co 129 
Canton Art Metal Co 128 Bak SS nthe 128 
Corry-Jamestown Mig. Corp. 9} Defiance Sales Corp 126 
Globe-Wernicke Co. 68 Perfect Peerless Cui re 192 
Metal Office Furn. Co 109 woees Sees Vas. LO. 25s 
Weis Mfg. Co......51, 2. 3, 4 Typo Trading Co 110 

Book Cases a te amps Ine 46 

‘ree g ‘oO 6 . ai , 
we oe an Mei al Co 128 Desk Pads, Blotter 
General Fire proofing Co 57 McLeod Furniture Co 112 
Globe-Wernicke Co 68 Desk Pending-Letters Holders 
McLeod Furniture Co 112 Acco Products, Inc 86 
Metal Office Furn. Co 109 0 -: Desk _- Trays 
Shaw-Walker Co 63 art Steel. Co., Inc 125 
Weis Mfg. Co 51, 2, 3, 4 seneral Fireproofing Co 57 
Yawman and Erbe 71, 72 puobe_Weralcne Co. . 68 

Reokheltere mperial Methods ( o 126 

— <o Products. Inc R6 ae Furniture Co 112 
~~ ” Com ‘ . Metal Office Furn. Co 109 

Book Rinse .. w. Mic. Co.. 129 Shaw-Walker Co., The 63 

- hee ~- Fe Spehinen a Desk Work Distributors 
DORRCCPIRE MACNN nn Bristow, Stanley R 128 
Elliott-Fisher Back Cover Globe-Wernicke Co 68 
Underwood, Elliott Fisher Desks F a ° . 

Co. Back Cover Alma Desk Co. 7 121 

Box Letter Files = Berger Mfg. Co 61 
Art Steel Cc oe oe . 1 = Canton Art Metal Co 128 
Globe-Wernicke (¢ oO 68 Columbia Steel Equip. Co..115 
Rock well Barnes Co . 114 Corry-Jamestown Mfg. Corp. 91 

Brief Cases ' Evansville Desk Co. 118 
Stein Bros. Mfg. Co 100 General Fireproofing Co 57 

Bulletin Boards : Globe-Wernicke Co. . 68 
N. Y. Silicate Book Slate Co.121 Hoosier Desk Co f 6h 

Calculating Devices Imperial Desk Co 19 
Reliable Tw. & A. M. C 99 Indiana Desk Co 122 

Caleulating Machines Jasper Desk Co 132 
Marchant Cale. Machine Co. 81 McLeod Furniture Co 112 
Sundstrand Add. Mch.Back Cover Metal Office Furn. Co... 109 

Calculating Machines, epatte Myrtle Desk Co ; 117 
Reliable Tw. & A. M 99 Shaw-Walker Co 63 

Calendar Pads and Stands Steel Fixture Mfg. Co 132 
Defiance Sales Corp 126 Weis Mfg. Co. . 51. 2, 3. 4 
Perfect Peerless Calndr. Co.122 Yawman and Erbe 71, 72 
Typo Trading Co ‘ 110 “a Machines 

Carbon Papers Dick, A. B., Co 3 
(See Ribbons and Carbons) Graphic Duplicator Co... 101 

Case Index Boxes and Trays Heyer Duplicator Co 137 

Art Steel Co F 125 Ink Specialties Co 80 
Berger Mfg. Co 61 Mimeograph, The . 43 
Canton Art Metal Co 128 Post-O-Graf. Inc . 98 
Columbia Steel Equip. Co 115 Redigraph Duplicator Co 99 
Globe-Wernicke Co., The... 68 Dupl. Mach. Stencil Tracing nae 
Guide System & Supply Co..116 Smith, W. S., Co 
Imperial Methods Co 126 Duplicating wT Supplies" 
Metal Office Furn. Co cocmee Dick, : , : 
Shaw-Walker Co. ........ 63 Duplicator _ a & Sup Co. 98 
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Graphic Duplicator Co... 101 
Heyer Duplicator Co...... . 187 
Ink Specialties Co......... 80 
Kor-Rect-O Company . <a ae 
Manhattan Stencil Corp.... 96 
Mimeo Service Bureau. . 90 
Post-O-Graf, Inc = CL 
Redigraph Duplic ator Co... 99 
Smith, HB. B., Co........- 91 
Engraving, Copper Plate 
Wiggins, John B., Co...... 121 
Envelopes 
Bushnell, Alvah, Co... 111 
Globe-Wernicke Co. . scale 
Josephson Mfg. Corp 121 
Oxford Filing Supply Co 58 
Quality Park Envelope Co..127 
Wilson-Jones Company .... 64 
Envelopes, Celluloid 
Markilo Co. .... , TT: 


Envelope Sealers 
Office Appliance Co., The.. 99 


Eradicators, Ink 
H. A. Ink Eradicator Co... .130 


Erasers (Blackboard) 
N. Y. Silicate Book Slate Co.121 


Erasers (Chemical) 
H. 


A. Ink Eradicator Co... .130 
Erasers (Rubber) 
Faber, A. W., Inc... . & 


Roberts, Weldon, Rubber Co. 70 
Exhibitions, Shows, Ete. 


Leipzig Trade Fair........129 
Expense Books 
Defiance Sales Corp.. 126 
File Boxes, Collapsible Corrug. 
Bankers Box Co. . 47 
Guide System & Supply Co. .116 
Oxford Filing Supply Co 5S 
Shaw-Walker Co., The..... 63 
File Boxes, Metal 
Art Steel Co. rT 
Berger Mfg. Company. , oe 
Canton Art Metal Co ‘ 128 
Metal Office Furn. Co.....109 
Rockwell-Barnes Co. ... 114 


Filing Cabinets, Metal 
Art Steel Co.. — | 
Automatic File & Index Co. 9 


7 
Berger Mfg. Company..... 61 
Canton Art Metal Co......128 
Columbia Steel Equip. Co...115 


Corry-Jamestown Mfg. Corp. 91 


General Fireproofing Co —_ 
Globe-Wernicke Co ‘: os 6 ee 
Metal Office Furn, Co......109 
Shaw-Walker Co., The. . & 
Steel Fixture Mfg. Co.. . 132 
Yawman and Erbe... 71, 7 
Filing Cabinets, Wood 
Globe-Wernicke Co. .... 68 
Imperial Methods Co. oo 
Weis Mfg. Co......51, 2, 3, 4 
Yawman and Erbe......71, 72 
Filing Supplies 
Acco Products, Inc.. .. 86 
Baltimore Index Mfg. Co.. .130 
Bushnell, Alvah, Co....... 111 
Globe-Wernicke Co. ...... 68 
Guide System & Sup. Co... .116 
Imperial Methods Co......126 
Josephson Mfg. Corp......121 
Oxford Filing Supply Co.... 58 
Quality Park Envelope Co..127 
Rockwell-Barnes Co. . .114 
Shaw-Walker Co., The..... 63 
Wabash Cabinet Co om. 
Weis Mfg. Co......51, 2, 3, 4 
Yawman and Erbe... 71. 7 
Folders 


(See Filing Supplies) 
Fountain Pens 

Autopoint Co ‘ 67 

Carter’s Ink Co.. 73 

Conklin Pen So.. She. «« 133 

Parker ~~. ‘ .113 

Sheaffer, _ Pen Co.... 5 
Furniture Pelle 

Globe-Wernicke Co. . cos 
Gummed Cloth Rings 

Graff, Geo. B., Co.. ae 
Index Card Signals 


ook, H. C., Co.. .. 124 
Graff, George B., Co. oosene 
Moore Push Pin Co. ..130 

Index Tabs 
Aigner, G. J.. Co : P 131 


Baltimore Index Mfg. Co.. .130 
Guide System & Supply Co..116 


Markilo Co. .. -sawews 129 
Inks, Adhesives, Ete. 

Ault & Wiborg .......... 50 

Carter's Ink Co.. a. 

Harriman-Welts Prod. Co..130 

Higgins, Chas. M.. Co.... 27 

Ink Specialties Co........ 80 

Parker Pen Co : Se 

Sheaffer, W. A., Pen Co.... 55 
Inkstands 

Defiance Sales Corp.. eS 
Lamps, Electric 

Silverglo Lamps, Ine . 60 
Lead for Mechanical Pencils 

Faber . Ine. 5 aio. ae 
Leather Goods 

Stein Bros. Mfg. Co.. 100 


Leather Doteiotered Furniture 
Gunlocke, ‘ Chair Co..125 
Jasper Chair i. «: 107, 132 
McLeod Furniture Co.. 112 

Leathers, Upholstering 
Eagle-Ottawa Leather Co.. .106 

Letter Distributors 
Bristow, Stanley R........ 128 
Globe-Wernicke Co. . . 68 
Neva-Clog Products, Inc.... 78 


Library Equipment 


* Polk, R. L., & Co.. 131 
Lockers and Storage Cabinets 


Moisteners 


om Trays Conklin Pen Co., The...... 133 
See Desk Trays) Parker Pen Co........08: 113 
actiechends Sheaffer, W. A., Pen Co.... 55 
American Embossing Co... .134 Scripto Mfg. Co.......... 108 
Engraved Staty. Buffalo .134 Pens, Lettering and Show Card : 
Lettering and Show Card Pens 7 Bridgeport Pen Co........ 131 
Bridgeport Pen Co... . 131 Pens, Stee’ 


Turner & Harrison Pen Co. .129 
Picture Hooks 


Art Ste a Oe e074 Moore Push Pin Co........ 130 
General Fireproofing Co. . 57 a 2 ~~? es 126 
Globe-Wernicke Co. ...... 68 ance Sales VOorp 

Prym, William, of America. 119 


Platens, Typewriter 
Amer. Writing Machine Co.. 96 
Ames Supply Co 118 





eel o -0 
Berger Mfge. Company. 61 Peau = Mfg. Co... .100 
Corry-Jamestown Mfg. Corp. 91 Hanson Scale Co 101 
General Fireproofing Co., ... 57 Pelouze Mfg. Co......... 9 
Globe-Wernicke Co. ...... 68 Triner Scale & Mfg. Co.... 97 
Shaw-Walker Co., The..... 63 punches : a 
Yawman and Erbe... 7a, 72 Acco Products, Inc........ 86 
Loose Leaf Books and Systems Defiance Sales’ a Se 126 
: Mfg. Co. 2 Globe-Wernicke Co........ 68 
She ppard, The C. E., Co... 1: 31 Publications 
Tenacity Mfg. Co......... 123 Bridges, F. W., Ltd....... 134 
Wilson-Jones Company .. . 64 Be NE co veccovscese 135 
Loose Leaf Envelopes, Celluloid Push Pins 
Markilo Co. ........00+5. 129 Moore Push Pin Co....... 130 
Loose Leaf Metals Ribbon Dispensing Machine 
Carpenter, E. W., Mfg. Co.. .129 Tydom Corp. ....cccssers 129 
Loose Leaf Metals Co......134 Ribbons and Carbons 
Tenacity Mfg. Co....... 123 F 0 Ul OY Oe 
Wilson-Jones Company .... 64 Ault & Wiborg.... ee 
Mail Distributors Carter's Ink Co 
Bristow, Stanley R........128 Codo Mfg. Corp. : 
Map Tacks Columbia R. & C. Mfg. Co.. 48 
Graff, George B.. Co...... 114 Crown Ribbon & Carb. Ce.. 120 
Matched Office Suites Imperial Mfg. Co iy) 
General Fireproofing Co. . 57 Internat’! Prtg. Ink Corp. 50 
McLeod Furniture Co.. 112 Fe * “Seer "122 
Yawman and Erbe...... 7a, Va Manifold Supplies cen es 56 
Memorandum Books Mittag & Volger, Inc....... 46 
Rockwell-Barnes Co. . cocune Neidich Process Co........ 135 
Memorandum Devices Pacific Carb. & Rib. Co.... 69 
Bristow, Stanley R... .128 Phillips Process Co., Inc... .119 


Phillips Ribbon & Carbon 
Co 126 


Downey. The C. L., Co.....128 «—§«-_—§_ ne ne ewe ewe e neers 
Numbering Machines Remington Rand Bus. Serv. 87 
American Num. Mach. Co.. 97 Rockwell-Barnes Co....... 114 
Office Partitions and Railings Storms, H. M., Co........ 133 
Globe-We e Tybon_ Corp. .......+..;:; 129 
rnicke Co. . 68 
Office Machine U. §. Typwr. Rib. Mfg. Co..131 
Clarotype Co 99 Webster, F. S., Co........ 2 
Defiance Sales Corp....... 126 Rubber Bands = 
Rockwell-Barnes Co... ::114 Faber. A. W.. Inc.......-. 62 
— miMeyer. & Wenthe 128 
e * e80e088 ~ 
rm. __ _— ek waaaiee 114 Rubber Type Outfits 2 
Acco Pr ~ i Mee oe 86 Pe a Specialty Co....... 129 
Paper Clip a : - ee ee re 61 
be roducts, Ine... tees 86 General Fireproofing Co.... 57 
Soe ee ghesaveyeses 125 Globe-Wernicke Co. ...... 8 
- C., Co..-.......124 Metal Office Furn. Co...... 109 
Graff, George B., Co.......114 Shaw-Walker Co., The 63 
Rockwell-Barnes Co. ......114 Yawman and Erbe ‘ar 7 
Paper Fastening Machines Sales and Order Books 
Acme Staple Co......... 100 Adams Brothers Co....... 128 
Defiance Sales Corp........126 Seales 
Hotchkiss Sales Co........ 88 Hanson Scale Co.......... 101 
Parrot Speed Fastener Corp.101 Pelouze Mfg. Co.......... 99 
Paper Staple Extractors SrnerS Seale & Mfg. Co..... 97 
Schollhorn, Wm., Co....... 91 Sealing Wax 
Higgins, Chas. M., Co...... 127 
(See Inks, Adhesive, etc.) Seals, Notary and Corporation 
Pen and Pencil Clips Meyer and Wenthe........ 128 
Defiance Sales Corp...... 126 Shelf Boxes 
Pencil Sharpeners PT} OL Pee 125 
sraff, George B., Co...... 114 Globe-Wernicke Co. ...... 68 
Pencils, Cedar Shelvin 
.. FSR AS Qs Art Steel Pc ctivbavcons 125 
Mohican Pencil Co... .. 126 eee Bee, Ges s ce ccsees 61 
» Mechanical Canton Art Metal Co...... 128 
Autopoint Co. ....... eC General Fireproofing Co., 
Carter’s Ink Co....... a. , rere ry arr Pe 5 





THE SERVICE BUREAU! 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of desirable agents and 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways per- 
forms useful service, all without charge. Subscribe 

in every land have made, and are making, good use 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. Subscribers’ 
requests for catalogues to bring their files up to date, 
or to replace the file in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 

mailed frequently to leading manufacturers. 








Globe-Wernicke Co. ....... 
Yawman and Erbe Mfg. oe 
Sign Markers 
—y - a Gee cvese 129 
Signe, Pate 
ton Specialty Co....... 129 
Meyer & Wenthe......... 128 
Rockwell-Barnes Co. ...... 114 
Stands for Office Machines 
McLeod Furniture Co...... 112 
Metalstand Co. ........+. 130 


Sturgis Posture Chair Co.. .131 
Toledo Metal Furniture Co.. 88 
Stationery, em may Form 
Hanna Register Co....... Pg 
Stationery, Embossed, Engrav 
American Embossing Co... .134 
Engraved Stationery But- 


alo 
Wiggins, The John B., Co.. 121 


Stencils 

Meyer & wee. pees. .. 128 
Stenographers’ Note 8 

Rockwell-Barnes Co. ...... 114 
Stools 

Toledo Metal Furniture Co.. 88 


Are Oteel OO... -cccessess 125 
Bankers Box Oo keaekesuse 47 
Berger Mfg. Co........++> 61 
Oxford Filing Supply Co... 58 
Rockwell-Barnes Co. ...... 114 
Shaw-Walker Co., The..... 63 
Weis Mfg. Co... ...51, 2, 3, 4 
Store Fixtures and Reuipment 
Metal Office Furn. Co.....109 
Swinging Typewriter Stands 
Globe-Wernicke Co. ....... 68 
Weis Mfg. Co...... 51, 2, 3, 4 
Tables 
Art Steel Co... ..ccesrcese 125 
Berger Mfg. Co........+-- 61 
Canton Art Metal Co....... 128 
Geperal Fireproofing Co., er 
Gicbe- Wesntshe Go. ........08 
McLeod Furniture Co...... 112 
Metal Office Furn. Co...... 109 
Shaw-Walker Co., The..... 63 
Steel Fixture oe. eee 132 
Tablets 
Rockwell-Barnes Co. ...... 114 
Thumb Tacks 
Gra , George B., Co......-- 114 
Moore Push Pin Co......-. 130 
Transfer 
Art mag Figg ane errors. 196 
Be i. OO..-cescceee 
Canton Art Metal Co...... 128 


Columbia Steel Equip. Co..115 
General Fireproofing be 
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Mimeo Service Bureau..... 0 
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Speed Key Mfg. Co......-- 100 
Typewriter Cushion Knobs & Feet 
Ames Supply Co........+- 118 
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Peerless Key Co........++++ 89 


writer Parts and Tools 

at xvetting a Co.. 96 

Ames Supply 118 

Shipman-Ward Mie. eS 
Typewriters, Mfrs. of 

7Kmerican Automatic Type- 


writer Co. .....eeees6% 131 
Amer. Writing one Co.. 96 
Corona T writer .....:+>. 
huminaton Rand Bus. Serv. 87 
Royal Typewriter Co...... 79 


Smith, L. C., & Corona Tws. 45 
Underwood, Elliott- sage 
(sean tates ¥enn Bac m Cover 
Typewriters, Rebuilt 
perv Writing Machine Co.. 96 
Reliable Tw. & A. M. Co... 9 
Shipman-Ward Mfg. Co.. ‘100 
Wholesale Typewriter Co... 98 
Visible Index Systems a 
Automatic File & Index Co.. 97 
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APPLIANCES 


OFFICE 


_WANTS AND tOR SALE 


The rate for classified advertisements is eight cents a word. 


Minimum charge, $1.60. 


SITUATIONS WANTED 


COMPETENT SALESMAN with twenty years successful expe 


rience sé ne teel per for manufacturer stationers in mid 
die westert tate open for new connection Qualified to 
handle any line sold in stationery or office equipment store. 
Well acquainted with the dealers and familiar with all trade 
practice \r nter ew and references will be sufficient to 
demonstrate abilit Address A-S83, care Office Appliances 
Chicago 

OFFICE SPECIALTY SALESMAN seeks new connection in a 
southern or middle western city or as traveler in South o1 
Southwest Hi nad unusually broad experience as branch 
manager, dealer, spe« foreign representative, and later as 


di sion manager adding and 
references, 
foreign 
also as dire 


Experience includes typewriters, 
calculating machines, filing equipment, etc. Best of 
Because of su n foreign field will also consider 
repre ‘apabl sa personal salesman 
tor of salesmen. Ready to give 


first-class service to some 
nterested manufacturer who is seeking a new sales producer 
Address A-&89 ire Office Appliances. Chicago 


SALES EXECUTIVE for several years had charge of national 


sales organization lirecting sales, advertising and production 
of one of largest manufacturers in stationery industry. Now 
associated with another industry in same capacity. Wishes to 
return to stationery field where he has national acquaintance 


familiar with modern methods 

represent high class manufac- 
preference Central West or Pacific 
Office Appliances, Chicago 


and finest contacts. Thoroughly 
of merchandising Wishes to 
turer in iny territory 


t. Address A-92, care 


teen years’ static 
d ded between Chicago 


nery 
and the 


store 


experience 
South, is open 


for mila nnection Has been in different industry ten 
poraril but lined to return to the stationery field. Ref- 
erence ivailablk \ddress ,-9] care Office Appliances 
Ch 


SALESMEN WANTED 


FINANCIAL INDEPENDENCE AND INCOME § for Life 
through const t. ever increasing repea mmissions without 
ill-backs The busing made rich by the depression Bus 
ness and professional men buy on sight 10 initial profit 
Commonwealth System Publishers, 508 S. Dearborn. Chicago 
SALESMEN WANTED t sell new $4.00 office appliances as 
t Sick ne direct t onsumers Liberal commissions Ex 
clusive territory open for men proving ability. Give refer- 
ences and other t irried Address N-108, care Office Ap- 
pl inces «*} ix 
SALESMAN wa 1 t ravel midwest territory for stationer 
in ne of tl malle enters Territory includes several 
unt I ‘ Must own a ul Reasonable salary 
ind KX pense G é omplete informatior neluding exper 
nce a l ) " I feret Address N-110, care Office \l 
| if tT 


SALESMEN WANTED, with following 


imone stationers in 


Middle West and other territor es, t irry a side-line of Desk 
Pads Commis n basis State particulars Address N-106, 
care Office Applance Chicago 


REPRESENTATIVES WANTED 


REPRESENTATIVES contacting the 
it profitable, handling “Copibox” the 
duplicator 7 Office 


duplicating field will find 
new, all steel gelatins 


Address N-107, care Appliances, Chicago 


MANUFACTURER OF STATIONERS’ WIRE GOODS seeks 
sales representatives in the Middle West, the Pacific Coast. 
ind the West Indies. In reply mention territory covered and 
ines irried All information confidential. Addres N-109, care 
Office ApI inces. Chicago 


REPRESENTATIVES AVAILABLE 


OFFI lable for one 
good line for 
ind Kansas 
dling just one 
cialties on the 
establishments and 
pliances, Chicago 


‘E SPECIALTY SALES organization is ava 
Kansas City territory including most of Missour! 
Excellent record through period of years. Han- 
line which is not competitive with other spe 
market. Excellent contacts in offices, industrial 
institutions. Address A-84, care Office Ap- 


SALESMAN well acquainted with office specialty field seeks 
one line or perhaps two which can be sold direct to users in 
western Pennsylvania Has been in another industry for four 
years but plans to return to office appliance field shortly afte 
the first of the vear. Address A-S5, care Offices Appliances 


Chicago 


American manufacturers of add- 

additional office spe- 
excellent record since 
Will consider any 
line 


FRENCH SALES AGENT for 
ing and calculating machines seeks one 
cialty for French market Has made 
business was established several years ago. 


office appliance of merit not competjtive with present 
Equipped to cover field thoroughly and efficiently Address 
A-87, care Office Appliances, Chicago. 

SALESMAN with headquarters in Minneapolis seeks office 


sold direct to users or to dealers, according 
Well acquainted not only in 
part of the Northwest Has 
and sales 


specialty of merit 
to the policy of the manufacturer. 
Twin Cities but throughout a large 
a combination of experience, reliability, acquaintance, 
abiiity. Address A-88, care Office Appliances, Chicago. 


SUCCESSFUL SALESMAN who has had years of experience 
as factory representative plans to return to the industry after 
an absence of several years Will establish headquarters in 
Tulsa to sel] two or three specialty lines direct to users. Qual- 
ified to do a real sales job Address A-86, care Office Ap- 
pliances, Chicago 

SALESMAN AND SALES EXECUTIVE with excellent record 
in Chicago and surrounding territory seeks new line on either 


commission basis. A young man with approximately 
ten years’ experience in office machines and supplies. Has sold 
direct in city territory and directed other salesmen, and has 
built attractive dealer business as well While particularly 
qualified from experience for mechanical line will consider 
iny article for office use which will respond to intensive sell- 
ing. Has initiative to meet changing conditions and to develop 
new, successful sales programs. Prefers Chicago but will con- 
sider other cities Address A-90, care Office Appliances 
Chicago 


salary or 


who has represented the Henderson Litho. 
Co., for 10 years in the Northwest, is in a position to represent 
greeting card line in this territory in 1933: a large 
is assured for a strong line G. M. Willig, 710 North 
Falls, S. D. 


GEORGE WILLIG 


i strong 
following 
Duluth, Sioux 


FOR SALE & WANTED TO BUY 


bookkeeping machines bought 


508 S. Dearborn, Chi 


billing and 
Gilmore Co., 


ELLIOTT-FISHER 
ind sold Maloney 


aRO. 


1.000 IVI 
Addressing 
Kardexes 


ith 20 books 8x5 card 
What are we bid? 
Ediphones 


INDEX CABINET w 
panels 24 inch for 6 inch card. 
machines, Comptometers, Dictaphones 


POST 


Mimeographs, Multigraphs, bought and sold Hanover Office 
Equipment Co., 80 Greenwich St., New York City. 
ELLIOTT-FISHER Machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis 
MIMEOGRAPHS, ADDRESSOGRAPHS, Typewriters, Calcu- 
lating, Dictating and Adding Machines, Multigraphs. Bought, 
sold Office Machine Exchange, 1420 Olive, St. Louis, Mo. 


FISHER MACHINES 
ALL OFFICE 
Appliance Co., 533 So. 


TYPEWRITERS, ADDING 
EQUIPMENT, bought and sold. 
5 Dearborn, Chicago. 


ELLIOTT 
MACHINES, 
Chicago Office 


MULTIGRAPH RIBBONS re-manufactured 
quick service 
reel 
Lewis Co 


(;uaranteed work, 
Send us your old ribbons today Also 144 yard 
typewriter ribbon fabric, of any inking, a specialty 
951a N. 4th Street, Milwaukee, Wis , 
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PATENTS 


‘opies of patents shown here can be obtained 
fre ym the Commissioner of Patents, W ashington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 

personal checks not accepted 

No. 1,888,696. Typewriting Bw Pm my No- 
vember 22, 1932, by James H. Rand uffalo, N. Y. 
(assignor to Remington it. %, ‘Gonenne. +77 
N. Y., a corporation of New York). Serial No. 586,3 

No. 18,674. Register; patented November 29, oan 
by Harry A. Foothorap, Harrisburg, Penna. (assignor 
te Elliott- deg a’ Company, a corporation of Delaware). 
Original No. 1,576,961, dated March 16, 1926, Serial 
No. 710,803, filed May 3, 1924. Application for re- 
issue filed April 25, 1931. Serial No. 532,968. 

No. 1,889,230. Loose leaf binder; patented Novem- 
ber 29, 1932. by Paul O. Unger, Glen Ellyn, Ill. (as- 
signor to Wilson-Jones Company, Chicago. Ill., a cor- 
poration of Massachusetts). Serial No. 626,919 








~ 
No. 1,889,315. Electrical rs machine: at- 
ented November 29, 1932, by Elias H “enderson. hi- IBIOI43 
cago, tll. Serial No. 393,335. 


No. 1,889,635. Card index system; patented Novem- 
ber 29, ~_" ak Dennis A. Casey, New Orleans, La. 
Serial No. 445,032. 

No. send sil. 
December 6, 1932, by pevere E. 
Rapids, Mich. Serial No. 436,377. 

No. 1.889.914. Typesetting machine: patented De- 
cember 6, 1932, by Clifton Chisholm, Cleveland, Ohio - 
(assignor by mesne assignments to Multigraph Com- Fae 4 


Wood desk construction; patented 
Richardson, Grand 


pany, Wilmington. Del., a corporation of Delaware). a Fy 
Serial No. 334,200. jf Sey) 
No. 1,889,920. Card interpreter; patented December —_ / 2) 
6, 1932, by Thomas E. Hurns and Art hur Y. Lestie, > rang 
Detroit, Mich. (assignor to ae Rand Inc., Buf- pe at 
talo, N. Y.). Serial No. 497,585 ES. ead 
No. 1,889,958. Machine for preparing mailable mat- Ke } 
ter; patented December 6, 1932. by Jacob B. Frech, > ah a 
Eimer J. Frech, and Wesley S. Cox, Cincinnati, Ohio. ip 
Serial No. 313,454. Y ‘ena 
No. 1,890,143. Desk tray: patented December 6, | } 
1932, by James E. Bales, Aurora, Ill. tegtoner to t - | 
Lyon Metal Products, Incorporated, Aurora, III., a cor- : q 
poration of Iilinois). Serial No. 450,357. — m-amewen hes 
No. 1,890,149. Reading machine; patented December 74 
6, 1932. by Bradley A. Fiske, New York, N. Y. Serial 8,6 
No. 497,405. 
No. 1,890 395. Price posting machine; patented De- . » 
cember 6, 1932. by Fred W. La Chance, Chicago, III. 7 7 7.7.1.1 


Serial No. 447,352 

No. 1,890,547. Manifolding device; patented Decem- 
ber 13, 1932, by Lewis C. Myers, Freeport. and George 
F. Handle, Glendale, N. Y. (assigncrs to Royal Tyne- 
writer Company, Inc... New York. N. Y., a corporation 
of New York). Serial No. 546,858. 

No. 1.890.564. Typewriting machine; patented De- 
cember 13, 1932, by Bernard J. Dowd, West Hartford, 
Conn. (assiqnor to Royal Typewriter Company. Inc.. 
New York. N. Y.. a corporation of New York). Serial 
No. 605,734. 

No. 1,890,776. Calculating machine; patented De- 
cember 13, 1932, by Carl F. Friden, Oakland, 
Calif. (assignor to Marchant Calculating Machine 
Company. Emeryville. oa. a corporation of Califor- 
nia). Serial No. 303,3 

No. 1,890,915. Sommemne means and method; pat- 
ented December 13. 1932, bv Louis J. Sauer. Oak Park, 
ill. (assignor to Charles H. Joy, Sr., Chicago, IHil.). 
Serial No. 576,736 

No. 1,891,037. Binder for loose leaves or sheets: 
patented December !3, 1932. by Hubert Auburn, Mount 
Healthy, Ohio. Serial No, 573,911. 
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No. 1.891.375. Card index; patented December 20. 
1932. by Roland A. Furlong and James R. Clark 
Rochester, N. Y. (assignors to The Yawman and Erbe 
Manufacturing Company. Rochester. N. Y., a corpora- 
tion of New York). Serial No. 317,179. 


No. 1.891.413. Typewriting machine: patented De- he 
cember 20, 1932, by George F. Handley. Glendale. and wae oa 
Lewis C. Mvers, Freeport, N. Y. Keseigacre to Royal Tw See 
Typewriter Company. Inc... New y . &@ cor- ere a a 


poration of New York). Serial No. 547.694 ‘ 

No. 1.891.522. Index card compressor: patented De- 
cember 20. 1932, by Earle C. Bullock, Grand Rapids. 
Mich. (assignor to The Metal Office Furniture Com- 
pany, Grand Rapids. Mich., a corporation of Michi- 
gan). Serial No, 557,577. 

No. 1.891.558. File folder; patented December 20, 
1932. by Frank E. Rupf, Kansas City, Mo. (assignor 
to Wilson-Jones Company. Chicago, IIl., a corporation 
of Massachusetts). Serial No. 594,421. 


No. 1.891.590. Typewriting machine: patented De- 
cember 20, 1932, by Bernard Joseph Dowd, West Hart- 
ford, Conn. Cqnetenet to Royal Tyvewriter Company, 
Inc.. New York. Y., a corporation of New York). 
Serial No. 562, 788. 

No. 1.891.656. Marking machine: patented December 
20, 1932, by George Stiegler, Cincinnati, Ohio. Serial 
No. 455,392. 








Hongkong Trade, 1930-32 


The United States Department of Commerce, division of regional infor- 
mation, has issued Special Circular No. 250, on ‘‘Analysis of Hong Kong’s 
Trade for the Fiscal Years 1930-31 and 1931-32.’’ This is a mimeographed 
report which can be obtained by manufacturers interested from the Wash- 
ington office of the bureau, or from its branches. Neither office machines 
nor commercial stationery items are segregated in the tabulations con- 
tained in this circular. 

———_~ 


Britain to Require Origin Mark on Laths 


Commerce Reports] The British Board of Trade has recommended that 
hand riven or split laths be required to bear the mark of the country of 
origin, stamped or stenciled conspicuously in indelible ink crosswise around 
each bundle. This mark is to be required both on importation and on sale 
in the United Kingdom. Stocks imported prior to the time to be specified 
may be marked on the container or on a label securely attached to the 
goods. 





oe 


1883696 r 


188 93/5 







ao 


Luxury Tax by Yugoslavia 


Commerce Reports] Writing paper is included in a list of manufac- 
tured and natural products which are taxed on entry into Yugoslavia. 
The luxury impost is ten per cent of the price of the goods. 


—— 


United States Pencil Slat Exports in 1931 

Commerce Reports] United States exports of cedar pencil slats in 1921 
totaled 9,798,420 pounds, valued at $970,977, as compared to 12,011,004 
pounds valued at $1,369,135 in 1930. Exports recorded through San 
Francisco customs were valued at $595,298 in 1931; out of Virginia, 
$131,756; out of Georgia at $126,851; practically all of the remainder 
went out of eastern and northeastern customs. 

Japan, Germany and the United Kingdom were the leading markets in 
1931, Germany leading in value and Japan in quantity. France, Canada, 
Brazil, Italy, Belgium and Denmark were purchasers in amounts ranging 
from $65,000 in value down to $15,000. Mexico’s purchases increased 
in 1931, but remained small. No new trade developments of consequence 
appeared in 1931. 
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CONFIDENCE 


@@ Make confidence the Piper and dollars will be lured from their places of con- 
cealment. The measure of confidence expressed in action will determine the ex- 
tent of progress in the New Year. The hope that somehow and from somewhere 
outside will come a force to actuate industry is as futile as it is beguiling. “The 
way to resume,” said Senator John Sherman in Congress long ago, referring to 
the resumption of specie payments after the Civil War, “is to resume.” 

Confidence may be defined to be that measure of faith in the outlook which is 
sufficient to put us in action. The confidence of the individual is determined by 
his words, his attitude, his method and his bona fides. A practical expression of 
confidence may be borrowed from our friends the British—“Business As Usual.” 

Increasing confidence on the part of the manufacturers in the office equipment 
industry is apparent in their production of many new things, in improvements in 
older numbers of their established lines, in their advertising, in the efforts and 
optimism of their sales representatives. 

The increasing confidence of the dealers is equally apparent in the number who 
have taken new premises or enlarged old quarters, increased the scope of their 
activities and planned more intensive cultivation for business. 

Confidence impels initiative and enterprise to search for opportunity. The other 
day a salesman commenting upon a fine achievement for the month, said: “It was 
easy because I had an open field. IF guess my competitors concluded that there was 
no business to be had in the territory.” 

Confidence in our national institutions and in the future of our country—con- 
fidence that our national problems will be solved—confidence in the ultimate re- 
covery and continued expansion of U. S. business—confidence in the future of the 
industry in which we are engaged will give impetus to progress. 

“Confidence—the Pied Piper of 1933.” 


WILL THIS PLAN RESTORE PROSPERITY 


Note.—A booklet presenting the Clair plan in detail may be had upon request 
to the National League for Economic Stabilization,* 205 Wacker Drive, Chicago. 

What is here presented is but an interpretation which may be faulty through 
misunderstanding of the plan. 
@@Put agriculture on a paying basis by adopting the Francis J. Clair plan for 
stabilizing minimum prices for certain major indispensables consumed in this 
country and a sound national prosperity will be restored, says the National League 
for Economic Stabilization. 

The plan, it is important to observe, does not propose to stabilize market prices. 
It is equally important to observe that it is concerned only with indispensables 
consumed at home. 

Up to a comparatively few years ago man fared very well without automobiles, 
railroads, telephones and very many of his “time and labor saving” devices. With- 
out them he can survive. Without certain food products and certain fibers he 
perishes, 

“*In the Chicago group of the National League for Economic Stabilization, are two 

well known members of the office equipment industry—Benjamin Kulp, president of 
Wilson-Jones Company, and William J. Goodman, vice-president of Horder’s, Inc. Mr. 
J. Soule Warterfield, president Chicago Real Estate Board, and George C. Lytton, 
president of Henry C. Lytton & Sons, are also members. 
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Wheat, corn, cotton and wool, or substitutes, are indispensables. These 
things must be grown and must be consumed. A vast area is devoted to their 
production. The annual per capita domestic consumption is known. Their de- 
mand is perpetual. The crop is annual. They are the most important factors in 
the foundation of the economic structure. Upon them depends individual and na- 
tional well being. Being indispensables they are the source from which 
springs all streams of trade and industry. Proper control of this source will en- 
sure steady, even flow through many of these channels. Such control, which vio- 
lates no economic law, is possible through the Clair plan, affirms the National 
League for Stabilization. 

lo stabilize a minimum price for the major indispensables would, says Mr. 
Clair, start five billion dollars on their way through the channels of commerce 
each year. Each dollar turning seven times, it means thirty-five billion trade dol- 
lars. Starting annually from the same source. 

These dollars sent forth by the agriculturalist go direct to the nation’s factories, 
whence come his shoes, shirts, cook stoves, lamps, clocks, automobiles, tools, etc. 
His wheat returns to him through the cereal packer, and the corn which made his 
meat, from the packing houses. 

The attempt to stabilize a minimum price for dispensables of whatever kind 
typewriters, tobacco, automobiles—would be artificial and bring disaster. But a 
stabilized minimum price for indispensables would, say the advocates of the Clair 
plan, introduce no artificiality and make for permanent activity and security. 

Putting agriculture on a paying basis by stabilizing a minimum price for major 
indispensables will make the factories of the country flourish. Through the pros 
perity of industry of all kinds, other agricultural products will be advanced to 
profitable price 

To put such a plan in effect would, says the “League,” require no bond issues, 
no increase in taxation, no addition to the government's instrumentalities. In 
every town and village is a representative of the government functioning as post 
master. The Department of Agriculture has its representatives throughout the 
country. All of the means for creating an organization now exist. 

For our utilities we have set up rate making bodies establishing by law prices 
to pay fair returns upon investment. Example: telegraphy, telephony, railroad, 
express rates, etc. Practically over the whole field of transportation and com- 
munication. For labor we have immigration laws and workmen’s compensation. 
Through trade unions, we have set standards of wages commensurate with insur- 
ance rate, interest rate, home rentals, etc. 

“In all sorts of ways we have regulated, protected and subsidized very many 
endeavors to build the nation and its industry greater.” 

There are tariffs, to be sure, to protect certain farm products, but in the broader 
sense the farmer must operate on his own. He cannot take account of the eight- 
hour day nor daylight savings. 

Ensure the farmer prices for the major indispensables at which he can get by 
and employment in all other divisions of labor naturally must follow. 

Any plan for stabilization of a minimum price for certain major indispensables 
consumed in this country would, naturally, have to take into account control of 
the area devoted to each of the products. Perhaps allotment by state and in turn 
by county and township, control of elevators by government license. 
~W. A. Sheaffer, president of the W. A. Sheaffer Pen Company, Fort Madison, 
lowa, has presented his views upon some such plan to a number of public men. 
Mr. Sheaffer’s comment contains some interesting suggestions. In referring to 
the subject generally he says: “There are, of course, some difficulties to work out, 
but it would seem that if it could be put into effect on at least wheat, corn, oats, 
cotton and wool, it would be very stabilizing. Should the world market go above 
the minimum price, the plan would temporarily be inoperative.” 


ANNUAL SPECIALTIES SECTION 


On page 78 of this issue is the opening of the Annual Specialty Section 
which is particularly designed to impress distributors with the possibilities of 
specialty machines and devices and their influence upon the expansion of the 
commercial stationer. 

The section presents the views of several prominent dealers upon this 
important subject. It also contains interesting and convincing articles from 
two leading manufacturers upon specialized selling of two lines of general 


utility. 
Readers of articles in this section are bound to be impressed with the views 
there expresse’ and with suggestions and recommendations there made. 
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“MA” most difficult 
sale’ was more 


than two years in the 
making. Its achieve- 
ment was the result of 


a persistent campaign to 
convince the prospect of 
the desirability of 
tain equipment for their 
usage. I knew that this 
equipment would afford 
convenience and econ 
omy and that it would 
function in every way to 
their satisfaction. 

The culmination of 


céer- 


MY MOST 
DIFFICULT SALE 


How Patience, Determination, Exact 

Knowledge and Careful Planning 

Over a Period of Years Won an Order 

That Rewarded the Effort Necessary 

to Close It.—By F. Rae Suprenant, 

Glens Falls Commercial Sales, Glens 
Falls, New York. 
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week. Some of them a 
month apart, depending 
upon the position held 
by the officer or director 
addressed. Whenever 
possible, the mailings 
were timed so that they 
would be received on the 
same day of each week 
or of each month as the 
preceding letter. This 
was not very difficult, 
and I am convinced that 
it increased the effec- 
tiveness of the messages. 

By every means pos- 
sible I livened up my 
personal contacts in the 


my campaign into the 
sale came partly 
through favorable cir- 


cumstance which almost 
invariably influences 


such transactions. The 
result is pretty gener- 
ally determined by the 


extent of the prepara- 
tion to make the most of 
any opportunity that 
may be presented. 

My experience in this 
sale common- 
place in the telling, as I 
can only recount the 
steps in preparation. MR 
The conversations were 
too many to record. 
There was nothing dra- 





seems 


matic about them. Most 
of my many interviews 
were pleasant. The re- 


sistance that I encoun- 

tered was that apparently determined disinterested- 
ness that is so hard to overcome, the friendly “turn 
down” which provides no opening for discussion. 

My prospect was a large insurance company, upon 
which I had been calling for several years with the 
hope of interesting them in steel furniture. The 
total result of my efforts was some small sales of 
supplies. With most of the officers of the company 
and the office employees I was acquainted. They 
granted me frequent interviews but were unrecep- 
tive to my recommendations. I seemed unable to 
overcome their prejudice or rather, to change their 
attitude. 

Then came the favorable circumstance. 

A rumor reached me that the directors were plan- 
ning a large addition to their building. 

A larger building meant more floor space, which 
would logically lead to a need for more equipment 
and furnishings. I determined to get this business. 

What I had to achieve was to establish the de- 
sirability of steel furniture and while doing so to 
so convincingly present the quality and special fea- 
tures of the line I had to offer that it would be 
chosen. There would be competition aplenty, | 
knew. Three years passed before the new build- 
ing was in process of construction, and during all 
that time I was after that order. 

First, | spent several evenings preparing my plans 
for an impressive sales-advertising campaign that 
would reach every officer and director of the in- 
surance company. Some of the mailings went each 
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Eleventh of a Series of Articles on 
Adverse Sales Conditions That Were 
Successfully Overcome. 


company’s organization. 
I attended every meet- 
ing of any kind where | 
could meet and talk 
with the officers and di- 
rectors of the company. 
Always I was particular 
to present something of 
genuine interest. I let 
no opportunity slip, 

Regularly I called 
upon each director at 
the office of his other 
business with the object 
of impressing them with 
the quality, appearance 
and efficiency of the 
lines I represented. 
Soon I expanded my 
calls to include the off- 
cers and directors ac- 
tively connected with 
the insurance company. This part of my campaign 
was building up to the time when decisions would 
be made. 

As the time approached for commencing erection 
of the building, I concentrated my attention on the 
president of the company and other officers who 
would have any voice in the choice of equipment 
to be purchased. 

About two years before actual construction was 
started, in anticipation of an eventual need for par- 
titions, I obtained the selling rights in my territory 
from a metal partition company in which an ac- 
quaintance of mine had purchased control. When 
partitions came under consideration, I was pre- 
pared. 

After a few interviews with the president of the 
company, a date was set for me to bring a factory 
representative for a conference and demonstration. 
[ was able to arrange with a vice-president, with 
whom I had a close contact, to be present at the 
conference. His knowledge of the partitions I was 
offering, made evident by his sincere and honest 
statement of approval, was an influential factor in 
closing the sale for me. 

Competition was very keen. Other manufacturers 
sent their best salesmen; some brought impressive 
photographs. Others even supplied attractive color 
sketches of the proposed installation. Each had a 
chance to present their claims. But my careful pre- 
paratory work gave me an advantage. I was per- 
sonally known to the president and others with in- 
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fluence ; my partition line was of the highest qual- 
ity, and with the help of my factory representative, 
I was able to overcome all obstacles and secure the 
order for some $40,000 worth of metal partitions. 

Immediately after this order was placed, I fol- 
lowed up the president and other officers for the 
purpose of selling them new office furniture. With 
the impetus of the good will and confidence estab- 
lished in the partition sale, | was able to prevail 
over a large field of competition, successfully dem- 
onstrating my line of aluminum chairs and metal 
desks. The result was an order for twenty execu- 
tive desks, an item that listed at $300; thirty-five 
typewriter desks, listed at $95 each; twenty alumi- 
num swivel chairs; sixty-five aluminum side chairs; 
a special directors table, and some other small orders 
for steel equipment. 


HOW NOT 


Note.—The incident here described was not a bit of 
fancy to illustrate a point. It actually happened. We 
submit it as an outstanding example of how to destroy 


confidence. 


N THE morning mail to a residence a couple weeks 

ago, there Came an envelope containing a four-page 
folder 15x10% inches. On the four pages at least 
twenty items were described, illustrated and priced. 
The title of the folder occupied one-fourth of the front 
page and presented in bold type the statement “Just 
look at these bargains, then hurry over to your nearest 
Public Service Store.” 

Within one hour after receipt of the advertisement, 
the woman of that household entered the Public Serv- 
ice Store. “I’ve come early to get one of those $3.45 
waffle irons shown in the special advertising I received 
this morning.” 

The salesman: “The $3.45 waffle irons are all sold 

The customer: “All sold!! W’y, I received the an- 
nouncement only an hour ago. You certainly cannot 
have sold them all so soon.” 

Salesman: “Announcement? What announcement ?” 

Customer: “A big four-page sheet which came to 
me by mail this morning.” 

Salesman: “Oh, those are just enclosures we put 
in with bills to remind people of the articles.” 

Customer: “Enclosure? This was no enclosure 
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It is my firm conviction that this order was se- 
cured through careful planning in advance and 
building up confidence in the equipment I had to 
offer. 

As I stated in the beginning, the experience 
seemed simple in the telling, but it wasn’t. It was 
spread over a long period through which I had to 
keep interest alive and hold my position against the 
influence of intelligent competition. 

The determination to get the order kept me alert 
to any source from which I could increase my 
knowledge of the products and for any information 
that would be of advantage to my prospect. My 
desire was to give the customer the fullest measure 
of value and the advantage of my years of experi- 
ence in the office equipment industry without regard 
to my personal financial gain. 


TO DOT 


with a bill. This was a large sheet printed in sepia 
brown with four pages and many illustrations. <A 
special mailing with nothing else in the envelope. Let 
me see some of the other special items shown on the 
sheet.” 

Salesman: ‘“I—er—I—haven’t seen that sheet. Let 
me go back and I'll get one. (Disappears in a back 
room. Returns in a minute or two.) I can’t find one. 
Nobody seems to know anything about it.” 

Customer: “Such disregard of expense and cus- 
tomer interest is amazing. You went to considerable 
expense for that circular to get me and others to come 
here. And yet you say no one knows anything about 
it. There is certainly something wrong with your busi- 
ness practice.” 

Salesman: “I agree with you, but I haven’t any- 
thing to do with it.” 

Customer: “But these things at special prices to 
secure which persons are urged to hurry?” 

Salesman: “Well, we have specials all the time.” 

Customer: “But you can’t show me any of those 
advertised on the four pages?” 

Salesman: “Well, er—” 

Customer, interrupting: “This experience destroys 
the faith I have had in the advertising of your com- 
pany. You have convinced me that it is deceiving. It 
may seem unimportant to you, but the public’s loss of 
confidence is serious to a public service company.” 


HOW SALES ARE LOST 


HE feature from the standpoint of instruction 

which was given at a dinner to the Typewriter 
Dealers Association by the Shipman-Ward Manufac- 
turing Company on November 7 was a talk by Harry 
N. Tolles, president of the Sheldon School, Chicago, on 
How Sales are Lost, which is a companion address to 
another entitled How Sales are Won. 

Mr. Tolles illustrated his talk with rapidly drawn 
diagrams and his remarks were listened to intently. 
They were characterized by sound sense and humor. 
Some of the high lights are given below. 

Your sale and my sale, like our lives, are governed 
by immutable laws. If we harmonize with them, we 
succeed. If we violate them, we fail. Salesmen have 
grown up like Topsy. They have gone along without 
charts or plans and sometimes with very poor guidance 
they gathered a lot from experience but the cost was 
tremendous. 

There is a science of selling. 


Salesmanship has been 


defined by Sheldon as follows: “Salesmanship is the 
power to persuade people to purchase a product tan- 
gible or intangible at profit.””. When we speak of the 
question of profit, bear in mind the law of mutuality, 
namely, that no transaction is a good transaction un- 
less it is mutually profitable to both parties concerned. 
Everyone is selling something all the time. “I do not 
believe in high pressure selling” said Mr. Tolles. “I 
believe in the low pressure selling, the kind that gets 
down under the proposition and lifts it so high that 
when the price is mentioned, the prospective customer 
sees the advantage of immediate service. Salesman- 
ship must come from the inside of a man. We are 
living in an era in which we are experiencing the 
thinker’s market. Salesmen are groping around try- 
ing to think their way out. The road to personality 
lies in the direction of better selling. Too many men 
in these times are whipped and naturally, are doing a 
poor job of selling. The way out is through a gradual 





JANUARY, 1933 


development of better selling along constructive lines. 
One of the greatest salesmen in the country, now re- 
tired, said: “It was over twenty years ago that I 
learned that all human progress is made positively and 
not negatively and is in direct conformity to Nature’s 
law. When I learned that big truth, it revolutionized 
my thinking and laid the foundation for genuine suc- 
cess.” 

Every good salesman needs to be equipped with the 
three I’s: information, illustration and inspiration. 
There are only three things out of which a sale can be 
made. The salesman is the one who does the persuad- 
ing. The goods are the articles or materials or ideas 
which the salesman has to sell and finally, we have the 
customer or prospect to whom the goods must be sold. 
When the mind of the salesman and that of the cus- 
tomer meet over the proposition, the sale is made. To 
sell successfully a man must sell his goods to himself 
and sell himself and his goods to the prospective cus- 
tomer. 

Nobody can answer a letter better than he can 
analyze it. One is persuaded by points not by words. 
The verbal cyclone of salesmanship has passed out. 
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Mr. Tolles then pointed out the benefits of talking 
about the service offered to the user and quoted Shel- 
don’s phrase “He profits most who serves best.” Build 
a great fire of service and great results will ensue. 

The world contains four kinds of people: the in- 
different, the students, the adepts and the masters. 
About sixty per cent are indifferent ; twenty-seven per 
cent are students seeking to learn; twelve per cent are 
adepts or skillful at their work, and only one per cent 
are masters. The reason why there is so much room at 
the top is because there are so few who have the 
courage and fortitude to get there. 

The difference in the main lies in the different stuff 
they put into their time. The speaker stressed the im- 
portance of ability, reliability, endurance and action. 
If we are tempted to think this is our picture, let us be 
sure there is a bright side to it. Man’s success lies not 
so much in his perfection as in his perfectibility. Every 
deficient quality has its corresponding efficient quality. 

With a good proposition and a likely prospect, sales 
are lost through weakness of the salesman; improper 
presentation of the proposition; failure to understand 
a customer and his needs. 


1955—-WHAT OUTLOOK? 


By John A. Zellers, Vice-President and Chairman, Machines Group, 
Remington-Rand, Inc. 


HE economic world is still trying to right itself. 

For fifteen years there had been dislocation, de- 
struction and rehabilitation on a scale that is wholly 
without precedent in modern times ; and when, three 
years ago, the physical restoration was fairly com- 
pleted, we suddenly found there was not as much to 
do as there had been in that unparalleled period of 
activity which culminated in 1929. Basic and or- 
dinary commodities could not be utilized at the rate 
they had been. Surplusses accumulated and prices 
crashed. A new era of capitalization had kept pace 
with expanded demand. With lessened activity this 
new capital shrunk to its required size. It did more 
than that; it shrunk far below its required measure. 
Perhaps this abnormal shrinkage has come to an 
end. There are manifestations in all capital centers 
of a recovery in market values that more nearly re- 
flect current values and requirements. 

But losses and shrinkages have been enormous. 
The mental readjustments of individuals and of peo- 
ples have been slow and exceedingly painful. Phi- 
losophers may argue that it was inevitable; that we 
had traveled too fast and had builded recklessly. 
But the individual had little to do with it. He rode 
the tide, prospered if he was diligent and lucky, and 
on the whole began to think well of himself. How- 
ever, when carried high on the strand by the highest 
of tides, he found himself somewhat in the situation 
of a Robinson Crusoe and had to begin all over 


again. That which he thought to be marble was 
found to be mostly paper, which crumpled in his 
hand. 

But the human animal is made for punishment. 
He is most adaptable. As long as he lives he strug- 
gles to better his condition and to surround himself 
with conveniences, comforts, luxuries and the means 
of agreeable diversion. This process continues and 
will continue. All progress is an alternation of tear- 
ing down and building up. New faces are con- 
stantly seen in the arena. They are the youth which 
enter fresh and eager. They have lost nothing, have 
no fears or inhibitions, and will struggle for every- 
thing they desire, and attain it. 

For this reason, if no other, there is no place for 
pessimism in this bountiful world. When the past 
three years have been stretched out into history they 
will appear as a very short period of rectification and 
readjustment. Progress in all lines of endeavor, and 
in scientific research and practical development con- 
tinues as much as ever—perhaps more. It is these 
recessions that stimulate ingenuity, arouse deter- 
mination and generate substantial momentum. 

Probably the worst is over, and each day’s prob- 
lem will be attacked with new vigor and under- 
standing. 

There seems every reason for anticipating that 
1933 will be a year of substantial progress. 


APPRECIATION 


For the thought of us in connection with the Christmas and the advent of the 
New Year and for the cards and letters which serve as messengers of your good 
will, we thank you, friends here at home and friends in many lands. 

May our several contributions to the common cause of happiness and well-being 
be bigger and finer in the New Year than they have been hitherto. 


“Not in our stars but in ourselves.” 


Words and deeds are warp and woof. 


Fate is but weaver at the loom of Life. 
The threads we furnish determine the 


nature of the fabric and the beauty of the pattern. 
Honesty and kindness universally expressed, individually and collectively, would 
realize all reasonable wishes and make old Earth a place of joy. 
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CAMPAIGN THAT SOLD AND IS STILL 
SELLING GOOD OFFICE FURNITURE 


ARLY LAST YEAR,” 
son, manager of the 
ment of the Verstegen Printing Company, Sioux 
City, Ia., “I convinced myself that despite a general 
inclination to drop to lower standards of office equip- 
ment, good othce furniture could be sold. A mental 
survey of the concerns in our territory, considera 
tion of their class and character gave me a feeling of 
that those among the number who would 
be in the market for furniture would be interested 
in that quality which insures the fullest measure of 
satisfaction, and which in the long run proves the 
most economical. ‘The record of our sales during 
the year pr surmise to have been correct. 
“In the Norman FE. Anderson, our adver 
tising manager, and I formulated an advertising plan 
for months ahead, with office furniture of high 
standard as the predominating feature. The argu 
ments presented were sound. The illustrations at 
tractive, The furniture offered was the product of 
manufacturers who have achieved high prestige for 
art and artistry. We kept steadfastly to our pro 
gram and got gratifying results notwithstanding 
general condition 
Mr. Isaakson speaks from thirty-six years’ experi 
equipment placed 
advertising program confined 
Results, the one accurate 


says Mr. E. L. Isaak 


office furniture depart 


assurance 


ves my 


spring, 


ence in the office business. He 


his confidence in an 


exclusively direct mail 


measuring stick of the effectiveness of any kind of 
advertising, proved his judgment correct 
Because the advertising campaign involved the 


developing a good mailing list cov 
and sixteen surrounding counties 


use of mail only. 
ering Sioux City 


was a primary concern. The first step was consol 
dating individual lists of customers and prospects 
that each of the seven salesmen employed by the 
company had been calling upon. This resulted in 
about 3,000 names. By checking the Sioux City di 
rectorv 1.800 more names were added. From a list 
house 3,200 additional names were secured, making 


the total about 8,000 


working list 


After 


was 


a careful weeding-out 
reduced to 5,000. 


process, the 


E. L. Isaakson, in Charge of the 
Office Furniture Department, and 
Norman E. Anderson, Advertising 
Manager of the Office Service Divi- 
sion, Verstegen Printing Company, 
Sioux City, Iowa, Conduct Effective 
Local Advertising Program. 


divided equally between city and country territories. 

The period between January 1 and May 1 was ex 
perimental. The mailing list was in a state of flux 
and ideas as to what the mailings should be or say 
were in the process of development. One experi- 
mental bulletin, mailed in March, four-page, 
letter-size folder carrying a general sales message 
on the front page. On the inside spread, under the 
heading, “Here Are the Best Investments for Your 
Office,” fine half-tone illustration of the 
Hampton matched suite of Leopold office furniture 
and descriptions of several other Leopold suites, and 
a diagrammatic picture of the Milwaukee Health- 
Comfort chair. The appearance of this bulletin was 
enhanced by splashes of brilliant green on the front 
and back pages, and orange on the inside spread. 
Its success paved the way for the enlarged program 
that was eventually adopted. 

In May the plan took final form. It consisted 
of “Better Office Bulletins” mailed every other 
month to the 5,000 included in the revised mailing 
list. With each bulletin was a colored insert on 
which were listed special sale items. The bulletins 
were all four-page folders. 8% by 11 in size 

On the front page of the first bulletin were the 
words. “Introducing the New Standard Measuring 
Stick for Efficiency Buying of Printing and Office 
res in the Sioux City Territory at Ver- 
stegen’s,” backed by an appropriate reproduction of 
a ruler bearing the name and ad ical of the com- 


Was a 


were a 
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pany. The first pages of succeeding bulletins were 
more like standard letter-heads in design and carried 
sales messages in typewriter style type. At the bot- 
tom appeared the astute statement, “The character 
of our customers indicates the character of our 
ser\ ice.” 

Printed in sepia ink on the inside pages of the 
“Measuring Stick” bulletin were eight illustrations 
of actual office installations by Kittinger, one of the 
manufacturers represented by Verstegen. Each in- 
stallation was referred to by a choice phrase such 
as “A Minister’s Quiet Study,” “Stock Brokers Dis- 
play Confidence,” “The Doctor Has Privacy Here,” 
and “The Attorney’s Office Simplicity.” The theme 
of the text matter was “economy,” leading up to the 
suggestion that the Verstegen “Better Office Lay- 
out Service” be tried. 

Another bulletin was devoted to Yawman and 
Erbe visible record equipment, filing cabinets, shelv- 
ing, etc. The schedule called for featuring office 
furniture and kindred lines alternately with office 
machines, stationery and other merchandise. On 
the back pages of all bulletins were advertisements 
concerning the Verstegen printing service. 

An extra supply of each bulletin was printed 
without the sales letters, to be used as regular letter- 
heads, particularly in answering inquiries. In ad- 
dition, the furniture department has an individual 
four-page letter-head which is used for general cor- 
respondence and when making quotations on fur- 
niture. On the inside page of this letter-head are 
illustrations of the Leopold Senator suite, one a re- 
production in natural colors. 

Tabulation of results indicates a steady gain in 
the effectiveness of each issue of the Better Office 
Bulletins. Results thus far warrant a continuation 
of the advertising program for at least a vear. In the 
words of Mr. Isaakson, “We will continue to use 
the bulletins in an improved fashion this coming 
vear.” 

Tanning Upholstery Leather 
issued by the 
Haven, Mich, 
The 


studious and responsible mem- 


The foregoing is the title of a brochure 


Eagle-Ottawa Leather Company of Grand 
combining interest and instruction in a high degre¢ 
booklet, intended for the 
bers of the office equipment trade, contains in its 78 pages 
carefully written description of the 


(including index) a 


leathers of Eagle-Ottawa manufacture, a dis- 


in and treatment of the different leathers 


upholstery 
cussion of the orig 
and an explanation of their several uses 

We learn how the hides are received at the tannery; how 
the hair is removed; how by a process known as “bating,” 
the lime remaining from the unhairing process is removed: 
then we are told how the tan liquor is made—from ground 


hemlock bark 


leather is split and treated with a final tannage in a liquor 


Following the tan bark treatment the 
made from the flowers of the Sicilian sumach plant. 

We learn that the tanned hide of a cow or steer, for in 
stance, is about a quarter inch thick, which is the reason 
why leather must be split in order to be used for uphol- 
stery and other purposes. There is an instructive discus- 
sion of the different cuts of leather, each cut being care- 
fully described as to its uses and characteristics. There is 
a chapter on the coloring of leather and the types of fin- 
Another 
chapter describes the application of the grain or pattern. 
Still another is entitled Special Upholstery Methods, which 
include calfskin, high grade cowskin, Morocco leather, pig- 
skin, etc. It is of interest to note that Chippendale became 


.cquainted with Morocco leather on a trip to Morocco, and 


ishes, and a warning against improper finishes. 





VIEWS OF PART OF CARDINAL'S QUARTERS AT MUNDELEIN COL- 
LEGE, CHICAGO, ILL.—The upper picture is the Cardinal’s reception 
room. The lower picture presents a view of another room for the use of the 
Cardinal at Mundelein College. The reader is asked to make note of the 
rare beauty of the wood paneling of which only the bare suggestion is 
possible in this black and white reduced reproduction. The furniture 
supplied by The Louis Conklin Company of Chicago presents an excep 
tiona’ly fine example of the upholstery leathers produced by The Eagle 
Ottawa Leather Company of Grand Haven, Mich 


on his return to England, introduced it there for upholstefy 
use. True Morocco is made from goatskins and its tanning 
has been brought to a high degree of perfection. Sheepskin 
is not suitable for upholstery work, but it has in other fields 
a wide range of usage. 

And did you know, dear reader, that the pigskin from 
which this sort of leather is produced comes from Austria 
American pigskin is so fat that it 
In Austria and 


and Czechoslovakia? 
cannot be used at all for leather purposes. 
Czechoslovakia, however, pigs have more liberty and de- 
velop tough skins. One valuable feature of this booklet is 
the comparison chart of Eagle-Ottawa upholstery leathers. 
By an ingenious arrangement of squares and paneis at the 
left of the squares, with letters and numerals, the reader 
can determine at a glance the kind of leather necessary to 
obtain the best results for a given purpose. 

There is a final word on bookbinding leather followed 
by a glossary and an index. 

The brochure, in short, is an understandable explanation 
of how and why upholstery leather is tanned. It includes 
much usable information and the valuable chart already 
referred to. The book is helpful to makers, sellers and 
users of leather upholstered furniture, clarifying the dis- 
tinctions between different leathers. 

“Tanning Upholstery Leather” may be had in a paper 
bound edition, or bound in red leather with gold lettering 
with a pocket containing cards bearing samples of the 
products described in the book. 

The Eagle-Ottawa Leather Company is to be congratu- 
lated on having produced a brochure of singular merit, 
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The Masspro Portable Typewriter 
The Masspr 
ing developments 


sponsored by the Mass Production Corporation, 150 Broad- 


interest 


portable typewriter is one of the 


which has just been announced. It is 









2 ORATION 





THE NEW MASSPRO PORTABLE TYPEWRITER 


> 


which was organized in January, 1932, 


way, New Y« 


to produce a « 


irk City, 
mpact and simply designed portable type- 
writer to be manufactured of high standard materials in 
such quantities as to bring the cost within the reach of the 


greatest possible number of people. The machine is en 


tirely new in all its parts and is said to contain fewer work 
ing parts than the average, yet is fully equipped with every 


accessory necessary for the accomplishment of complet 


letter writing Novelties and have been 
avoided and the 


practices in the 


experiments 


builders have adopted conservative and 


accepted manufacture of the machine, 


which was designed and is being manufactured under the 
supervision of George F. Rose, who, with his father, in 
1902 conceived the idea of creating a portable typewriter 


using the standard type bar mechanism commonly em 


ployed in office typewriters Out of this idea was devel 


oped the Standard folding typewriter, considered the first 


practical portable type bar produced in the 
United States 


typewriter field are well known and the general popularity 


typewriter 


Subsequent developments in the portable 


of this class of machines is established 


During the period from 1902 on to the present time, Mr 


Rose has been identified with the typewriter industry and 


for ten years he has been working on models of a portable 


problems of efficiency and low cost 


The Masspro is the result 


The machine is designed and constructed so as to 


typewriter t meet 


of his labors 
adapt 


to its manufacture and assembling punch press and auto 


matic screw machine work. The parts have been stand 


ardized as well as the materials so as to enable the com 
pany to manufacture a machine of quality at low cost 
without sacrifice of essential features 

[The Masspro portable weighs 5'% pounds without its 
straight-line carrying case and 734 pounds with it. The 


ae 


United States is $25.50 including case. 


kevs and 


typewriter has thirty 


ninety characters and its accessories include back spacer, 


margin stops, two margin warning bells, 


two adjustable I 


automatic carriage lock, single and double spacing work- 


ing automatically with carriage return, line space release, 


paper release, manually operated ribbon reverse, adjustable 
paper fingers, capital and figure shift keys and shift lock, 
carriage release and rubber suction feet. It uses a standard 
full length ribbon and has a carriage wide enough to take 


standard size letterheads and standard No. 10 envelopes. 


The Masspro is obtainable in a choice of four colors, 
black, red, blue, and green in crinkle finish with decorative 
metal parts of chromium 

— 
A New Copyholder 


Mass., an 


This new 


The Office Appliance Company of Boston, 


nounces a new copyholder known as the Dandy 


copyholder is low priced but satisfactory, and was de- 
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DANDY COPY HOLDER 


Dandy 
Appliance Company ot 


signed and is being made by the Sealer Corpora 
Office 


features include a solid enamel base 


tion, a subsidiary of the 
Boston. The main 
supporting in front a nickeled plate of spring steel which 
bears against the guide above. This guide is reversible 
and the upper arm prevents note book leaves from falling 
forward over the work being transcribed. The Dandy is 
finished and retails at a moderate price 
— oe — 


Two New Sheaffer Pens 


\. Sheaffer Pen Company, Fort Madison, Iowa, 


handsomely 


The W 
is offering a fine looking pen in “Balance” design, priced at 
$2.75. The pen is made in black with smart chromium trim 
It is designed to give dealers an appealing product to in- 
terest the parents with children in school. 

The other new Sheaffer product is a jet black “Lifetime” 


oo th y ——_ | 


THE NEW SHEAFFER SCHOOL PEN 


pen trimmed in chromium. It is especially suitable for 


gifts to men or women. The contrast between the bright 
chromium and the polished jet black gives it a distinctive 
pencil in chromium and black 
matches the new “Lifetime” pen. The latter lists for $7.00 
and the pencil for $3.50. If bought in combination the re- 
is $10.00 and includes a desk stand and 
filled with Skrip, in addition to the pen 


appearance. A “Balance” 


tail price a safety 
Skrip container 


and pencil. The set is packed in velvet and gold gift box. 











THE NEW EL 
APPEARS 
LOOKS WHEN A SHEET IS BEING 
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Wilson-Jones Announces New Type Binder 
The Wilson-Jones have 
brought out what they have named the 
This is a compression type 


Chicago, 
El Rey binders, 


Company, Inc., of 


flat opening and close bound. 
binder which is declared to have exceptional features. It 
light weight 


is flat opening and permits the use of very 








REY 
CLOSED 


BINDER AS IT 
AND AS IT 


CHANGED 








paper stock such as onionskin, news print and low grade 
catalogue stock. The company claims that it is a close ap- 
proach to the permanently bound thread sewed book. The 
sheet body rests compactly against the back of the book, 
eliminating waste. An expansion of sixty per cent beyond 
the minimum capacity is entirely practical with this new 
binder, which requires a binding margin of less than one- 
half inch, 

This new binder is declared to be a capital device for 
binding catalogues, price lists, sales manuals, insurance 
rate books, legal files or any printed or typewritten mate- 
rial when loose leaf binding with narrow margins is de- 
Sheets may be inserted or removed at any point 
The construction 
consists of a telescoping angle back with 
locking lever operated from the lower end of the binder. 


sired. 
without disturbing the other contents. 
steel sliding 
Teeth on the sliding lever engage the rack on angle back 
when slight pressure is applied to top of binder and hold 
contents with perfect security. This binder has neither 
springs nor screws. 

The binding mechanism, of H bar type, has three flat 
posts in both top and bottom covers in staggered relation 
which fit into the slotted punching of the sheet body, thus 
providing perfect alignment when sheet body is split for 
removal or insertion of pages. The binder is declared to 
be light, compact, sturdy and easy to operate. 


ate ae 
Graff Company Announces New Line of Index Tabs 

Recently the George B. Graff Company of Boston, Mass., 
announced a new line of removable adjustable index tabs 
known as the Cellu-Vise index tab. This is a patented de- 
vice, the outstanding feature of which is that the top or 
index portion is made entirely of transparent celluloid per- 
mitting complete visibility. 

The Graffco people announce that these tabs have been 
further perfected by making the clip part grip more tightly. 

The company further announces outstanding improve- 
ments in production of the new Cellugraf signals. This isa 
celluloid signal for all visible records. It has achieved a 
very large sale in a few months due to the interest and co- 
operation of manufacturers of and dealers in visible equip- 
ment. Deliveries can now be made immediately upon re- 
ceipt of orders. 
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New Bridge Pencil Sold with New Contract Score 

The new official contract bridge scoring method is being 
utilized by the American Lead Pencil Company to help 
dealers market the new bridge pencil No. 285 SC Trumps. 
This scoring system has been printed on a large card on 
which is also mounted the Trump pencil. Quite appro- 
priately the card reads “New Scoring—New Pencil.” The 
score card is perforated and can be easily removed from 
the larger card if desired. The pencil is hexagonal in 
shape, three inches long, either black or red in color with 
striped corners of a contrasting color. It is finished with a 
gilt cap, silk cord and tassel. 


———_——_—~<__- 
Heyer Announces Another New Duplicator 

The Heyer Corporation, 911 West Jackson boulevard, 
Chicago, Ill, has placed on the market a new gelatine roll 
duplicator called the “Super-Efficiency.” This machine is 
equipped with a roll eight inches wide by fifteen feet long 
—a standard size gelatine roll. 

The outstanding feature of the “Super-Efficiency” is that 
it has a positive paper feeding and stripping device. Blank 
paper is fed into the paper guide and the copy made by 
a forward and backward movement of the feed carriage. 
In this way fifty or sixty copies may be made in the same 
time required to make only a few carbon copies, and every 
copy is an accurate and neat facsimile. 

On the “Super-Efficiency” machine several different col- 
ored inks may be used and the original copy may be made 
with duplicator pencil, carbon paper, typewriter ribbon, or 
ink, 

In the new machine dead weight has been cut down toa 


minimum. Complete with its gelatine roll the machine 





DUPLICATOR 


THE ‘“‘SUPER-EFFICIENCY”’ 
weighs only twenty-one pounds. It has an attractive wal- 
nut finish. It is low in cost and upkeep, and is efficient in 
operation. 

The manufacturer states that the “Super-Efficiency” has 
already met with approval for school use. Several large 
school supply houses have catalogued it and report it as a 


fast moving item. 


— 
Shaw-Walker Announces New Short Depth Ledger 
Trays 

Shaw-Walker has developed and is now marketing a new 
line of short depth steel ledger posting trays which they 
offer in various sizes to take standard forms commonly 
used in modern bookkeeping systems. 

These trays are made entirely of steel, electrically spot- 
welded throughout, with hand holes cut in the tray ends 
for carrying convenience, and with felt-covered bottoms 
to prevent marring or scratching desk or table tops. 

Trays are provided with tilting follower blocks operat- 
ing on rollers against the inside bottom and with tilting 
front plates that are designed to give compression in lock- 
ing the ledger for night storage. 

The right side of the tray is open and is fitted with a 
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bronze rod arm that drops down to the level of the tray 


bottom to provide 
media into the ledger 


permit Sstulmneg posting 


oe 
Comfortable Seating by A-M 


Che Addressograph-Multigraph Corporation, Euclid Pos 
tal Station, Cleveland, Ohio, has brought out the A-M 
Efficiency” chair This f metal construction, employ 


3 


\-M “EFFICIENCY CHAIR-—Showing how it conforms to tall, mediun 
ind short figures 

ing a one-piece aluminum atloy base,and was designed espe- 
cially for the mfort of operators of the machines pré 
duced by the rporatior It has a double curved back 
rest, with spring tet I rrectly adjusted to provide con- 
tinuous back support The seat is upholstered in green, 
and pr dee ventilation; it is die formed to giv 
uniform distribution of weight over its entire surface An 

proved swivel mechanism is used, and the silent 1 
inch composition casters are self lubricating 

Che seat can be adjusted to any height from 16% inches 
to twenty inch for any position of the chair seat a 
height adjustment of 27g inch of the backrest is possible. 


Che chair back moves through a small arc, which move 


} 


ment is retarded by means of a spring tension controlled 


\ complet 


by a hand wheel under the front of the seat 


five-point adjustment provided 


On the back of every chair is an identification plate, 


it possible tor each user to retain her chair after 


making | 


adjusted to her individual requirements 


> 
A New Neva-Clog 


has been 


Neva-Clog P1 Inc., of Bridgeport, Conn., an 
nounce a new Model B Neva-Clog stapling plier which 
functions in the same manner as the Neva-Clog stapling 
plier which has been on the market for several years with 
the difference, however, that it is heavier in construction 
and is designed for heavy duty work, such as stapling coke 





NEW MODEL B NEVA-CLOG STAPLING PLIER 


heavy fibre board, etc. It uses 


B 3 Neva-Clog staples, which ar 
than Neva-Clog staples A-1000. The company will be glad 


t furnish further intormation on 


broader and longer 


request 





offset outside of the tray and also to 
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Autopoint Offers Three New Desk Sets 
Che Autopoint Company, 1807 Foster avenue, Chicago, 
Ill, has made an interesting departure from its pen and 


Three desk sets 
market, each with double utility. 


have been placed on the 


Each is made of Bake- 


pencil lines 


lite, in black only, with nickel trimmings, and equipped 
with a standard 4x6 inch memo pad. 
Style PF-130 has in addition a receptacle for pen or pen 


cil, and a perpetual calendar. This calendar will never 
need replacing, as the month and date cards are arranged 
readily for the current month. 

Style PS-131 


compartment 


combines the memo pad with a smoker 


When open, a handy rest for a cigarette or 
smoth- 


cigar 1s exposed When closed, the cover acts as a “ 


erette,” and prevents ashes being blown around. This 
makes a very desirable feature for parties, and a long 
sought “bridge prize for men.” 

Style PC-132 combines the memo pad with a three- 


month calendar—the preceding, current and next month 
are always visible for handy reference 
For the 


memo pad on the Bakelite 


dealer’s pad stock, a metal clamp holds the 


base, easily released to allow 


replacement of a new pad. When desired a metal frame 


\ 

¥) 
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THREE DOUBLE UTILITY 
DESK SET FROM THE AU 
TOPOINT COMPANY The 
sets are designated re pec 
tively (from the top down) 
as PS 131; PF 130, and PC 
132 Each of the sets is 
fly described in the ac 
companying item 


brie 





is supplied in place of the clamp, on which the name of the 
recipient (in white or gold) on black Bakelite, or uniform 
printing of the advertiser’s name and address, etc., appear. 
Che reminder value is 100 per cent—for the pad is always 
before the recipient 

The Autopoint desk set line has already had a hearty 
proof that 


filling a real and definite 


welcome from the stationery trade—conclusive 
at the $1.00 retail 


want, both for the 


price, it is 


home and for the business man’s desk. 


> 
Combination Envelope Invented by Portland 
Woman 
An adjustable envelope for first or third-class mailing 
has recently been invented by Mrs 
East Forty-eighth street, Portland, Ore. She 


for a patent on this new type of letter covering, 


Charles Harrison, 351 
has applied 
designed 
to save both time and money. Correspondence within the 
envelope is written or printed on the inside, with flaps de- 
signed to hold contents or enclosures without danger of 
loss or extraction, and yet one of the flaps may be speedily 
torn off for a second-class mailing so that inspection by 
be made if desired —CML 


the post-office may 
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Rand McNally Combination World Globe and 
World Atlas 


Described as an ideal geographic reference for the home 
or office, a world globe, world atlas and globe handbook 


and index, all in one compact unit, is offered by Rand Mc- 








COMBINATION 
GLOBE, WORLD ATLAS AND GLOBE HANDBOOK 


NEW RAND MCNALLY WORLD 


Nally & Company, 536 South Clark street, Chicago, Ill. 
The atlas fits into the base on which the globe is mounted 
so that both globe and atlas are always at hand when they 
are needed. The diameter of the globe is 12 inches and 
the over all height of the combination unit is 20% inches. 
The base is of walnut finished gumwood. 

The Rand McNally world atlas contains 304 pages, in- 
cluding large, detailed, colored maps of every state, foreign 
country, and United States’ possessions, as well as com- 
new census population figures, and descrip- 


ple te indexes, 


tions of all foreign countries. Included with the atlas is a 
The complete volume 
is bound in brown fabrikoid, stamped in gold. The com- 


-retails for $20.00. 


32-page globe index and handbook. 


plete set—globe, atlas and globe index 


ke ee 
Wide Range of Wabash Form Card Outfits 
The Wabash Cabinet Company, Wabash, Ind., has de- 
veloped an extensive line of form card outfits for general 
and specialized business use. Each outfit is furnished with 


a convenient reinforced fibre card tray, and provided with 
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WABASH FORM CARD OUTFIT 


The different units are packed 
customer to 


the necessary guide cards. 
in transparent Cellophane, permitting the 


handle the individual outfits without danger of soiling the 
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merchandise. All indices are celluloided. The Cellophane 
also keeps the contents of the tray clean when used in 
window displays. 

Following are the items in this line. 
Printed Ledger, double entry——4x6 
Pen Ruled Ledger Cards—3x5 
Pen Ruled Ledger Cards—-4x6 
Journal or Single Entry Ledger 


Automobile Sales Followup—3x5 
Catalogue Card Record—3x5 
Followup Card Record—3x5 


Fire Insurance Expirations—3x5 


Optician’s Case Record—3x5 3x5 
Physician's Call Record—-3x5 Journal or Single Entry Ledger 
Quotations Given and Received 4x6 

3x5 Sales and Credit Record—4x6 


Printed Ledger, wide item column Dentist’s Record of Operations 


3x5 4x6 


Printed Ledger, wide item column Employee's Service Record—4x6 


4x6 Income Record of Employees——4x6 


Printed Ledger, double entry—3x5 Inventory Card Record—4x6 


The Wabash Cabinet Company has prepared this new 
line to afford the dealer a variety of card forms and outfits 
which can be stocked as required, and which will remain 
clean until the customer has ordered his requirements. In 
many cases customers can apply the stock forms to their 
records, saving the cost of printed forms, and reducing the 
investment in stationery supplies. The company can sup- 
ply additional cards for any of these outfits in either hun- 
dred or thousand lots. Often a customer will come into a 
stationery store to buy a few hundred blank or ruled cards 
for his records, and will be pleased to find that there is a 
stock record which meets his requirements—thus jumping 
what might be a sale of from fifteen to thirty cents to one 
ranging from $3.00 to $5.00. 


> 
The Stencilscope 
The Stencilscope is offered by its makers, W. S. Smith 
Company, Brooklyn, N. Y., as a new and different device 


for tracing on stencils or master papers. It is fully en- 









CLIPS 


ELECTRIC 
BULB 










-CLEAR GLASS 
| AIR CHAMBER 
| GROUND GLASS 
L___ REFLECTOR 
THE STENCILSCOPE—A NEW DEVICE FOR STENCIL 
PREPARATION 


closed so that light is emitted only through the writing bed. 
A double glass with a dead air charmber between is said 
to prevent heating of stencils. The indirect light is re- 
flected by a ground metal mirror, diffusing it through the 
ground glass on the whole writing surface. 


<> 
Improvements Announced in Sturgis Posture Chairs 

The Sturgis Posture Chair Company of Sturgis, Mich., 
has announced an improvement in the back assembly unit 
which is standard on all Sturgis posture chairs. This im- 
provement has appeared on chairs shipped since the first 
of December and assures even quicker and more positive 
adjustments. 

A non-wobble feature is standard on the company’s 
aluminum base models. This they declare to be exclusive 
in the Sturgis chair and will be included on all Sturgis 
chairs as soon as possible. 

Eagle-Ottawa genuine leather is now standard on all up- 
holstered chairs of the Sturgis design. While this is more 
expensive, the Sturgis people regard it as the best all- 
around material for leather upholstering. 

Sturgis all-metal stands may now be had in brown lino- 
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leum as well as in green. Heretofore the company has 
furnished only green linoleum on top, but dealers now have 
their choice of brown or green at the same pric Phe 
former goes well with walnut or mahogany finish 


> 
“Ever Ready” Introduces Four New Desk 
Calendars 
mpany, 65 Duan 


street, New York 
desk 


rhe Typ 


Litvy, manutacturer i Ever 


Trading 


Re idy” calendars, 





FOUR ATTRACTIVE SMALL SIZE CALENDARS RECENTLY INTRO 
DUCED BY TYPO TRADING COMPANY 
bridge and met pads, are introducing to the trade four 
attractive ill size desk calendars Chey are distinctive 
in de n and permanent in construction, The pages of 
the pads are printed in two colors, red and black. Th 
stands are modern in appearance, having a simple lock 
ing mechanism f spring steel, polished nickel prongs, 
which lay absolutely fat. They are furnished in lacquered 
bronze which harmonizes with any desk whether it is oak, 
mahogany or walnut The stands also have a curved ex 
tended base which is designed as a pencil rack Other 


finishes can be obtained if desired 


—_—> 
Tenacity Offers New Metals for Ring Books and 
Record Books 


The Tenacity Manufacturing Company, Lockland, Ohio, 
has announced two recently developed loose leaf devices 
for the book binding industry. One is a new line of ring 
metals for ring books and the other a metal hinge record 
book metal for unty record books. 


Che regular Tenacity ring metal line has been expanded 





SLIDE-FASTENER RING BOOK EQUIPPED 
WITH A SPECIAL TENACITY METAL 


styles of ring metals One is designed 


especially tor the popular zipper ring book. The manufa 


turer states that tl ncreased demand for ring books, pat 
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has made necessary the in- 


zipper books, 
f three huge automatic punch presses in the ring 


ticularly ring 
stallation 
metal department. 

Che record book metal, just patented, is strictly different 
from the former construction. The most important change 
is a steel backplate which is bound separately 


self-aligning 


from the 
tongues by the 
The metal operates by two 


cover and then attached by 
metal hinge mechanism itself. 
short pull rods and is equipped with a permanent locking 
device. The metal hinges can be either exposed or cov- 
ered with leather by the book binder as desired 
<> 

Security for Church Donations 
»sler Safe Company, Hamilton, Ohio, offers a new 
This takes 
wooden “poor and 
\ccess to the 


item in its donation depository for churches. 


the place of the conventional box,” 


places contributions in a steel container. 
contents is through a door protected by a modern Mosler 


mbination lock capable of 1,000,000 changes of combina 


tion, 

Some of the important features are: Substantial margin 
of endurance against burglarizing; interlocking door 
jamb; exclusive design of baffles sharpened to a razor edge 
to prevent withdrawal of contents through the coin slot, 
located at the top; constructed of heavy steel plates 
throughout; no cast iron parts used; no rivets or bolts 
used on outside of body or door; all plates electrically 
welded at joints from inside; door is constructed of extra 

















heavy plate steel same as used in Mosler safe deposit 
MOSLER CHURCH DONATION DE- 
POSITORY.—The door, with combi 
nation lock, is at the bottom. 
boxes; full strength ot body plates developed at all joints; 


depository can be bolted from inside to floor or wall, 
through bottom or side, as desired; heavy felt cushion on 
inside at bottom to prevent noise of coins striking the bot- 
tom plate; depository finished to harmonize with interior 
of church in which it is placed; painted pearl grey inside; 
crucifix etched on door, unless otherwise desired; holes 
drilled in top of depository to fasten sign or placard ex 
plaining purpose of donation. 
The Mosler donation 
inches high, six inches wide and six inches deep. 
—@>-__— 


Some Metal Desk Sets 


The Oakville Company division of the 


church depository is thirty-six 


Scovill Manu- 
facturing Company is offering a desk 
declared to differ from any ever before placed 


line of metal sets 


which are 


n the market. They are inexpensive, rich in appearance 


and can be had either in sets or single, according to the 


desires of the purchaser 
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Ink Specialties Company Announces “Hectopak” 

The Ink Specialties Company, 519 South Laflin street, 
Chicago, has placed on the market the “Hectopak” for pan 
type gelatin duplicating devices. 

The “Hectopak” has triple capacity because it is made 





THE THREE LAYER HECTOPAK 


When the 


been used to capacity it is simply lifted off and the next 


of three layers of gelatin pads. first pad has 


one put into use. Similarly the second pad is easily re- 
moved and when the last pad is used up it is lifted out of 
the pan and replaced with three new pads 

These refills the 


pouring a refilling compound. 


melting and 
bubbles 


that often form when refilling compound is not properly 


eliminate necessity for 


Pin holes and air 
heated and poured are also eliminated. Because of the 
ease and speed with which the “Hectopak” pads can be 
removed and replaced they permit considerable saving in 
The first cost of the three layer “Hectopak” pad 
is greater than for a pan full of compound, but the triple 
“Hectopak” pads makes the 
siderably less in the long run. 


time. 


capacity of the cost con- 


Improved Punch in Bernard Line 
The Wm. Schollhorn Company, New Haven, Conn., of- 
fers the new “Vacuum” punch No. 2600 as the latest addi- 
tion to the “Bernard” line. This is a strong, light weight 
punch, finished in full nickel plate, which offers important 


improvements in the punch art. The punch travels through 





NO. 2600 BERNARD “‘VACUUM” PUNCH 


a stripper, which does not pinch the paper, and handles 


up to sixteen sheets of No. 70 substance paper. The manu- 
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facturer cites as exclusive features of this punch that 
(1) it is strong enough for a quarter-inch paper punch; 
(2) light enough for a ticket punch; (3) visible dies—clear, 
open sight for accuracy; (4) stationery stripper, full ca- 
feed; (5) control—duplex 
(6) open handle position—easily grasped by small hands, 
and having a limited handle action of one-fourth inch; 
(7) profile design—channeled construction; (8) fully nickel 
plated and polished; (9) comparative weight per dozen, 
three pounds, two ounces, contrasted to three pounds, 
twelve ounces for solid punch; (10) punches round holes, 


pacity spring action stops; 


either 4, %4@ or 4% inch—also card pip dies for spade, heart, 
diamond or club; (11) packed one dozen in a box with 
display card—dealers to specify die assortment required. 

The 


This punch has a flush riveted modern profile joint. 
full opening of the handle is 2%g inches. 


ancuniatiiiiaaladads 
China Ink Fountain Pen—Graphos 

The Pelikan Werke (Gunther Wagner), Hanover, Ger- 
many, announce the Pelikan Graphos fountain pen for use 
with China ink. The makers state that in the past users 
of China ink have been confronted with the difficulty of the 
ink supply being rather quickly. The new 
Graphos is said to eliminate this trouble, and thus permit 
uniformity of line and color. 


exhausted 


A range of various pen nibs 
The 


Ease in mak- 


makes possible the drawing of fine or heavy lines. 
pen may also be used for other purposes. 
ing angles, curves and circles is cleaimed.—ERB. 


—__—_—_—~<>——- 
Webster Brands in New Dress 
F. S. Webster Company are featuring their Star and O. 
K. brands in handsome 


new dress. The moisture-proof 


cellophane wrapping enhances the appearance of both the 





NEW TYPES OF PACKAGING RECENTLY PERFECTED GIVE WEB- 

STER LINES UNIQUE APPEAL.—Being in monotone the above illustra- 

tions of ribbon boxes loses much it would retain if reproduced in the 
original hues 


design and attractive colors of the containers. The com- 
pany, ever alert to public demands, are not hesitant to ef- 
fect improvements or new ideas of convenience and utility. 

i a 

The “Giaratipo” 
This machine was invented by Tullio Giara 

name from its inventor, an Italian. A phrase which well 
signifies the many practical applications of the “Giaratipo” 
was proposed by the inventor himself and is as follows: 








taking its 


“It renders a service in the sphere of writing that the tele- 
phone performs in the sphere of speaking.” The phono- 
gram, however, is not the true and original letter of the 


transmitter. Without considering the possibilities of dis- 








turbances 


ind alterations, independent from the wish 
the transmitters, there is alwa me possibility of mi 
understanding of v es and nals in the transmission 
The “Giaraty consists a typewriter with two key 
boards The uy r keyboard perates dir y, that is tl 
types operate by normal mechatr iction. In using t 
wer ke tre machine - perates ciectri il 
Every ur the lower k« ird is transmitted | 
electri the rr ndir types of the uppe 
kee hye : ] ent ‘ } ' ‘ =f ke) the ’ 
dividual k« to execute w ~ ng and capital let 
ters thr ] c il act I 
The tw nes may be wo different kind 
tf work and rated from a < INceé In such a wa 
that eacl rt i trans! tir ! vhat er 1 
ture t t another 
When tw hines are thus ur d, the upper keyboar« 
s used f \ ne texts that i e the machine in a 
t I the ve I ird, t he ther hand s used t 
rite ft ti e the I hine als 
It { t efore that | writi at a en moment 
n botl nes with the lowe vyboard, a regular and 
nstat i ( ponder ( be established betwee 
he VI ill Bang iT 1 \ ter we may < ill — 
| I LO il " I 
~~. 
Carter’s “Midnight” Package Improved 
I udis vuthoriti n the art I pa kaging make thi 
ju l nt that ar ed package will in 
ea f product. Often this indicates that 
ther ( ul to tl ile of the new package, whil« 
the ’ t! proved e itself will actually at 
tract tl \\ h wa | inge works depends et 
t ely i I the pa | ive Believing that this 1S 
A Sol I Carter’s Ink Company has instituted a 
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IMPROVED PACKAGE FOR CARTER’S ‘“‘MIDNIGHT’’ CARBON PAPER 
The lower half lone silv which does not photograph well, and 
thus th istration gi only a nparative lea of the effective handling 
box 
I ‘A é it , 
t ‘ 1 ned at d I ad 


a new double pedestal desk, 40x22 1 
inside l 


and having 
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I tte ~ ecent the irrent design may have been 
put into productio1 
\n illuminating example of the application of this policy 
s found in the repackaging Midnight” carbon paper, 
vhicl has cen n the I irket ab ut eighteer nths. It 
vas felt tha the utside t the package should indicate 
the nature {f the contents, and the design used on the 
roduct Accordingly the pa kage sl wn here has beet 
adopted Che bottom ha f this box is in striking silvet 
Che top half reveals the “Midnight” design which appears 
n the reverss f the sheet I dentified carbor paper.” 
[he company reports favorable « iment on this change, 
nd so fart bjection has been made that a package so 
recently introduced should be changed in appearance so 
oe 
Victor Announces Four New Mak-ur-own Shield 
Tabs 
Four new die-cut shield tabs have been Ided te the 
Mak-ur-own index line by the Victor Safe & Equipment 
Company, Marietta, Ohi The new tabs are economical 
where uniform tabs of predetermined size are required be 
ause they eliminate the labor of cutting six h strips t 
So > 
UNIFORM EXTENSION of all tabs 
is assured by this patented fold. 
Push tab ALL THE WAY onto index 
sheet or card---it stops automatically. 
THE NEW MAK-UR-OWN SHIELD TABS 
the required size The shield tabs have X I h extension 
r two lines of indexing and are made in %& inches, 1 inch, 
] inch and 2 inch lengths, and are made in six colors 
range, green, yellow, blue, pink and clear. They are mad 
f transparent celluloid and the label inserts are remoy 
able Flexible gummed linen skirts form a shield which 
sticks instantly and reinforces the index sheet or card on 
both sides. All sharp angles and corners that might havea 


tendency to tear the index sheet have been eliminated in the 
design of the new tab 

In packing the new shield tabs are offered in ten of one 
color and size in an attractively desig1 ed modern box, or in 


Che tabs 
indexing catalogs, pric 


ls and lite 


a bulk package of fifty tabs of one color an 


cularly recommended for 


ks, sales manuals and similar recor rature. 


Evansville Announces New Desk 
ll Evansville, Ind... has 
m¢ he ‘ | oO 


walnut Fronts 


The E 


vansville Desk Company of 


p, ends and 


panels are ol butt 


eight 


yenuine 
| he re 


Ir ulded top. thre: 


atched walnut. Back is quartered gun are 
ur 


»¢ de 


egs, It 


| 
a 


T 
te | 


in each pedestal, drawers in 


she d 


and ieg fit 


stal and one center drawer, a inside 


rnamental pulls, base rail itings with 


very attractive turned legs. 
A singel pedestal desk is als offered, size 6x20) ops 
ire genuine walnut or mahogany veneer with edges 


inded Chere 


are six legs, all turned, three drawers in 
he pedestal and a center! drawer These little desks may 
had in either walnut or mahogany finisl 
The foregoing desks are said to be very reasonably 
ed, but are not cheap, certainly n lity 
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Sheaffer Develops Special HB Pencil Skrip 
The W. A. Sheaffer Pen Company is marketing a special 
HB pencil Skrip—a lead that is specially impregnated with 
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SHEAFFER'S SPECIAL 
H. B. PENCIL SKRIP 


wax, worked through and through each stick. The wax 
gives greater resiliency and is thus a safeguard against 
snapping under writing pressure. Skrip leads are round 
and consequently have greater tensile strength than those 
of other shapes. Pencil Skrip is packed eighteen sticks to 


a box. The retail price is fifteen cents 


Duo-Val Transfer Case Offered by Globe-Wernicke 

\n illustration of the Duo-Val transfer case announced 
Globe-Wernicke Cincinnati, 
The new case is finished in 


recently by the Company, 
Ohio, accompanies this item. 
green enamel, dipped and baked. It is light in weight, 
thus minimizing transportation expense and is shipped 
knocked down, permitting 


storage economy by dealers. 





THE G-W DUO-VAL 
TRANSFER CASE 


The cases, which are easily set up, are furnished in letter, 
cap and bill sizes, with or without follower inserts. Leg 
bases are provided when required. 

The new case is being backed by vigorous advertising 
and sales campaign conducted by the manufacturer. A 
detailed description of the Duo-Val transfer case appears 
in the December issue of Office Appliances on page 25. 
A New Ink in a New Package 
That has been the cry of 
Ault & Wiborg Com- 
Pen-Ink in a 


“Dress it up,” “Dress it up.” 
smart merchandisers for years. The 
pany heard it and brought out their new 
package in keeping with the fine appointments of milady’s 
desk and the modern office. 

The mouth of the bottle is extra 
smudging of the pen-holder. The label is small and dainty 

more like a fine seal than an advertising message. The 
bottle carton is printed in the color of the ink inside. 

[ests show that the ink itself is comparable to the quality 


large to eliminate 


of the package. It is permanent, free-flowing, non-corro- 


SIVE 
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For more complete information about Pen-Ink in the 2 
oz. as well as the larger sizes, address The Ault & Wiborg 
Company, Subsidiary of The International Printing Ink 
Corp., Cincinnati, Ohio. 


a 

Ingenious and Useful New Catalogue Binder 
The G. J. Aigner Company of Chicago has just brought 
out an automatic catalogue binder possessing features of 
Its binding is of imitation leather in black, blue 
Genuine 


interest. 
or green, as desired, either plain or decorated. 
leather and fibre covers are also available. 

This binder is obtainable in various capacities from 34- 
inch minimum—one-inch maximum to four-inch minimum 

six-inch maximum, 

The regular punching is of the Kalamazoo style or any 
size and any post centers desired. The binder is regularly 
supplied in 11 by 8% size and is particularly adaptable for 
catalogues or sheets where frequent changes are necessary. 

Changing sheets is a simple process. To open, press 
lever at top, remove cover and change sheets by lifting off 
Remove sheet, replace it with new one, re- 
The cover locks 


the top bar. 
place top bar and cover and press down. 








AIGNER’S NEW AUTOMATIC CATALOGUE BINDER 


positively by compression. The binder will stay open at 
any point, and writing or printing can be read from margin 
to margin of sheets. 

The binder is made under the Buchan patent. 

\dditional information may be had by applying to the 
G. J. Aigner Company. 


ee 

New Packaging of Codo Ribbons and Carbons 

The Codo Manufacturing Company, Coraopolis, Penna., 
have redesigned the boxes for their various typewriter rib- 
bons and carbon papers during the past year. Most of 
these new packages already have been announced to the 
trade. 

New attractive boxes for their Keen-Rite ribbons and 
carbons were completed in December, too late for illustra- 
tions to be used this month. The new packages are quite 
attractive and should be of definite help to dealers in their 


retail sales efforts. 


imeipiliiiaeimatin 
Gunn Furniture Company Working on New Office 
Furniture Line 

The Gunn Furniture Company of Grand Rapids, Mich., 
has completely reorganized its office, factory and sales 
management and is now working on a new line of office 
furniture which the company hopes to have ready for the 
trade about January 15. The styles are declared to be 
individual. The company’s recognized quality will prevail 
throughout, with prices to meet the present day market. 
Dudley A. 
before the trade soon after the first of the year, 

More New Machines and 
Devices on Page 62 


Cox, sales manager, expects to put the line 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 


offices of this journal their headquarters. 


The staff at the main office, 417 South Dearborn Street, Chicago, 


and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 


to cultivate the British market. 


In subscription matters, 


Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, December 9, 1932 
First, apologies! In October, on referring to that live 
body of men known as the Typewriter Traders Federation, 
[ stated that the was Mr. J 
Mr. Haye has retired from these onerous duties and Mr 
Harry Crafts is the secretary. Mr. Haye 
are A. K.) is now vice-chairman. You see, on the com 


secretary Have. Sorry, but 


(whose initials 


paratively few occasions I have met him he has stamped 
his personality so much on me that I couldn’t think of the 
r. T. F. without A. K. H.! 

Then again, reference should have been made in the re- 


Mr. J. Adams 
Keene has 


Steenberg, chairman of 


port on the Manchester Exhibition that 
Keene 
been unlucky! 
the Ofhc« 


at short notice to 


chairman at the opening. Mr 
As you know, Mr 
Trades Association 1931-2, had to leave 
Keene as 


into harness again 


was the 


Appliance 
take up duties in Sweden. Mr 


the previous year’s chairman had to go 


and finish the remainder of the chairman’s term of office, 
ending last October. One of his duties for the second 
year running, was to preside at the Annual Business Eff- 
ciency Exhibitior 


\ prominent American Manufacturer (and a reader of 


Office Appliances) was on a visit here last October. On 
his return he wrote the managing director of one of our 
leading office equipment and stationery manufacturers, and 


referring to a visit to that company’s factory, he said, “I 


have been through quite a number of plants here in the 
States but there are none that compare to your complet 
layout. After seeing how you all work I can readily appre- 

ite why y have built up such a business.” Thank you, 
Sir, for your mpliment to a British factory, which, I 
happen to know, for all its size, breeds craftsmen. 

During the last few weeks the general topic of conversa 
tion has centered on two things—the Australian vs. Eng- 


land cricket (test) matches and the United States vs. Eng- 
land debt Ce rtainly, the cricket 
“has” it—at least up till this week. Now that we all have 


the next test match, we 


war arguments! news 
to wait until December 30 before 
There has 
The 


saner elements recognise the difficult position of your con- 


can resume exchange of news on the war debts 
been a bit of newspaper “ramp” both sides of course. 
gressmen. We believe that your leading financiers and 
economists fully recognise the folly of continuing the inter- 
national payments resulting from the Great War and that 
sooner or later your people, of the Eastern States partic- 
ularly, will be brought to realise the benefits that they and 
the rest of the world will receive from sane adjustments. 
For the office appliance industry over here, the question 
of tariffs plus exchange presents a serious problem to the 
Some of the 


uurse of united action in seeking some 


majority importers, I gather, are pursuing 
the c 
office appliances which are definitely specialties and which 
could not be economically produced over here. Nothing 


Personally, I do not think 


relief for such 


can be gained without trying. 
they have much hope of success and I know many—some 
who hail from your country—who feel the same. 

Whether an appliance costs £200 or £275 will not effect 
What is having a reactionary effect, is the 
whole aspect of office appliances in relation to employ- 


many sales 
The banks, whose mechanisation has been almost 
hold up on 
as “labour 


ment 
spectacular the last few years, are inclined to 
further installations. To sell office appliances 
saving” is a wrong policy. By all means cut out wastage, 
eliminate errors, get quicker and fuller records, exercise 
more control, but, with all this, as a first consideration must 
It can 


be done in many instances especially with the decrease in 


go plans for increasing business, creating demand 


If every business house set to work to see how 


imports 
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many more people they could employ, the need for office 
appliances will follow. 

I heard of a case the other day illustrative of the right 
way of tackling this employment question. New machines 
were installed in a factory extension, and the directors de 
cided to dispense with automatic feeds. This means the 
employment of additional hands, one attendant at least 
per machine, instead of the normal method of one operative 
merely watching a battery of three or four “robots.” This 
is a comparatively small contribution to decreased unem- 
ployment, but it is the right spirit. 

You will probably have a full report from your con- 
tinental correspondence relating to the recent meeting in 
International Union of Office Appliance 
Trades Association. Mr. J. Adams Keene (National Loose 
Leaf Company, Ltd.), has be re-elected chairman I hear. 
The union is still waiting for U. S. A—‘the home” of Office 
Appliances, one might say!—to come into the union. It 


is quite all right, it is not the League of Nations so why 


Paris of the 


don’t you folk join us? 
Ee 
I was talking to Mr. William Dixon of the Dictaphone 
Company, Ltd., last week. He seemed very “cheery.” He 
of a very interesting time he had with the 
After a good lunch 


was telling me 
Blackburn Aeroplane Company, Ltd. 
in their canteen, Mr. Dixon suggested that Capt. Norman 
should retail one of his various Yorkshire yarns into the 
Dictaphone—which he promptly did. Here it is—taken 
down as near as possible in the dialect: 

After a recent colliery disaster in Yorkshire, there was 
one of the miners who, at great personal risk, had been 
down into the pit and rescued some of his friends who were 
entombed there. It was decided by a committee that he 
should receive for this brave deed, a medal from the Royal 
Society 
at the 


On the day appointed, he left his village to go up to Lon- 


Humane and should get it on a certain day ap- 


pointed King’s hand. 
don and arrived in due course at King’s Cross 

As he was going out of the station he met one of his old 
friends who had been traveling in London and the conver- 
sation went like this: 

“Hullo, Bob. What are tha doin’ in London?” 

“Nay,” he said. “I’ve coom oop for t’see t’King.” 

He said, “Tha’s what?” 

He said, “I’ve coom oop for t’see t’King t’get a medal. 
Tha remembers that bit o’ bother we had in t’pit, well the 
lads got together and gave me a medal and I'm t’go 
t'Bookinham Paalace to get t’medal from t’ King.” 

“Well, lad,” he 


celebrate.” 


says, “tha never says. Let’s go and 
So they went over to the nearest refreshment bar and 
started to have a drink. They had one and then another. 
Then tha’ll have one wi’ me and tha’ll have one wi’ me 
from the other fellow. 
And so they went on having drinks with each other until 
suddenly the bar attendant said, 
“Time, gentlemen, please.” 
The hero said, 
I ’ad t’be at Book 


This is a fair b r 


And it was three o’clock. 
“Three o'clock. 
Paalace at arf parst two. 
Well, lad,” said the hero, “what shall we do now?” 


“By goom,” he said. 
inham 

“Eh,” he said. “It’s best that I mun get back home with 
tha.” 

“Ay,” he said, “and what shall I tell t’wife?” 

“Eh, tha’ll think of something on t’way oop.” 

So on the next train the hero returned to his village and 
When he got back to 
the village he went to his house and there he found his 


he was thinking hard all the way. 


wife with all the neighbours sitting around to welcome 
home the hero 
“Now, lad,” said the wife. “Coom in. ’Ow did tha go on?” 
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He went in very sheepishly. 
“None so weel, lass.” 
“None so well. What dost tha mean? 
“Medal I ’aven’t got it.” 
“Tha ’asn’t got t’medal. 
“Ay, lass,” he said. “It were like this ’ere. 
to Bookinham Paalace at arf parst two as | had been told 
said, ‘What’s tha 


Weer’s t’medal?” 


Why, what ’appened?” 

I went oop 
and a floonkey coom t’door and he 
want?” 

“T said nay, an’ I’ve coom for t’see t’King.” 
coom inside, and I went in and after a bit o’ waitin’ they 
took me into a gert big room and there was t’King on 
t’'throne at one end and on t’throne at t’other end there was 
t’Queen Mary lass, and t’King he says, “Ow do, lad?” and 
And I nod to t'Queen. He said well 
what’s tha want. Nay, I says, I’ve coom for t’'medal, Oh, 
he says, was it thee then that did them brave deeds in 
t’pit? | Well lad, he said, I’m right proud o’ 
thee and to hand thee this ere medal. But, he said, I sup- 
post if same thing were to ’appen in pit tha’d do t’same 
I says, I what? Would I ’ell? And t’Queen 
He says would he ’ell? 


He said well 


I says, “Ow do?” 
say Ay. 


brave deed. 
she says, what d’he say George? 
Why, she says, don’t give him t’h——y medal then, 


amide 

Mr. and Mrs. W. H. Hartly are apparently spending 
Christmas over your side of the water, according to en- 
quiries I have made. I was hoping to tell you something 
of Mr. Hartly’s new activities in this country but that must 
wait. 

May I extend my personal Greetings and Good Wishes 
to all readers of the “Office Appliances.” May 1933 be a 
better time for all of you—VEJ 

a 

British Pen Dealer Wins Car in Parker Contest 

E. F. Lacey, a retail pen dealer of Ongar, Essex, Eng- 
land, recently won first prize in the 1932 sales contest 
staged by the Parker Pen Company, Ltd., of London, 





PRESENTATION OF PARKER GIFT CAR TO WINNER OF BRITISH 
SALES CONTEST.—Mr. Lacey is shown in the center receiving the keys 
to his new car from Viscount Molesworth, chairman of the Parker Pen 


At the left is A. R. Zoccola, managing director, Parker 


Company, Ltd. 
Pen Company, Ltd. 


The prize consisted of a Vauxhall saloon car 
The town of Ongar has a population of only 


England. 
(sedan). 
1,350 persons. 

The award was based on sales as compared with popu- 
lation, yet the winner’s sales volume per unit of popula- 
tion not only exceeded all others in cities below 100,000 
but with one exception was proportionately greater than 
that of any London dealer. 

Seventy-five prizes were awarded, including cash and 


merchandise to the value of more than $2,000. 





Brussels 1935 Exhibition Progressing 
1935 International Universal 


| he holding 


Exhi 


Preparations for the 


advance ( d 


bition at Brussels are already well 

ot the show coincides with the Fiftieth Anniversary of the 
founding of the Inde pe ndent State of the Congo, and for 
this reason the colonial section will be particularly interest 
ing. The exhibition will consist of six halls grouped around 


a central court There will be a Principal Palace, an an 
; 


cient art museum and a festival hall. Some of the buildings 


will later on serve for the Annual Brussels Commercial 
Fair 

Great attention will be paid to all kinds of machinery 
exhibits, including office appliances and materials of all 


Although there is but small demand for type and 


alculating machines in 


kinds 
Belgium at this particular time, 


Beigium will probably be one of the first countries to re 
cover from the crisis. Thus exhibitors at the 1935 show 
will probably reay nsiderable benefit from their exhibi 
tions, as every one will need to purchase new machines to 
replace the it that time. For the typewriter has come 

stay in Be { Whether the more costly calculating 
machines will continue to enjoy their post-war vogue is 
uncertain, although the average Belgian will make consid 
erable sacrifices to have a well fitted office, with handsome 


furniture and up to date appliances 


Many visitors from the Congo and South Africa gener 
ally will cl e the exhibition year for coming home. Thus 
machines sent to Brussels will appeal to vast overseas 
audien¢ is well as to an European purchasing publi 
LRR 





pernmee CHET! 
— 





S. GARMANN CLAUSEN OF OSLO, NORWAY, BEATS HARD TIMES BY 
SHOWING SPECIALTY MACHINES IN OPERATION IN A WAY TO 
INDICATE THE PRACTICAL ADVANTAGES OF THEIR USE The upper 
picture shows an exterior view of the Clausen store with a crowd of in 


terested spectat bunched around the window in which is the display 
shown in the lower picture In the upper part of the lower picture may 
be glimpsed the Clauser onogram, made up of the letters S G C, and 
the words L ¢ S th and Corona At the bottom the word Dictaphons 
stands out sharply The display itself is of a modernistic interior with 
a gentleman at a disk dictating to the Dictaphone At the right is a girl 
transcribing the dictated essages on an L C Smith typewriter. The girl 
at the left is demonstrating the automatic electric Dictaphone shaving 
machine In the foreground is a picture of the centralized Dictaphons 
department of Norway's largest insurance company Storebrand.’’ This 
company is now using teen Dictaphones which were purchased during 
the past year Hanging n the modernistic curtain are three posters Car 


rying short descriptions of the machine being demonstrated The display 


was highly successful The Clausen organization has found it profitable 
to do something a litthk it of the ordinary In this particular case the 
t! lisplay and giving the ad ynstration was not large 


cost of preparing € 
and the effect was far reaching 
others about it, functioning, in a sens¢ 


People who saw the display spoke to 
as Clausen salesmen 
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Watson Initiates Move to Equip Liners with Steel 
William Watson, 


ealer active in the 


prominent Scottish ofhce equipment 


d affairs of the Scottish National De 


velopment Council, Glasgow, whose activities in the dc 


velopment of industrial enterprises in the Clyde district and 


elsewhere in Scotland have been recorded from time to 
time in these pages, has sponsored a movement in advocacy 
f legislation to oblige shipbuilders to equip ocean-going 
passenger liners and other ships with metal interior deco- 
Chis 
the SS. “Ber- 
“Georges Phillipa,” and the SS “Hooft % 
initiated by Mr. Watson has the backing 


Lloyds’ Re gistry of 


Shipping and the 


rations and furniture as a measure of fire protection 


idea suggested by the recent fires on 


muda,” the SS 


Che movement 


Was 


1 shipbuilders, shipping companies, 


Shipping, the British Corporation of 


ficial Government departments concerned with the ship- 
ping industry. 
Mr. Watson hopes to develop a movement which will 


result in the laying down of plant for the production of 


a wide range of utilities in steel and other metals for the 


furnishing of equipment for ships, hospitals, public insti- 
tutions, offices, factories and homes. He wishes to make 
ntact with the manufacturers of all such lines in America 


with a view to securing their cooperation in the develop- 


under any one of the following pro 


ment of the industry 
posals 

(a) Under joint financial enterprise; 

(b) By supplying plant and equipment and other manu- 
facturing facilities in consideration of their participation in 
the enterprise; 


(c) By manufacturing under a royalty arrangement 
Mr. Watson has already sent inquiries to many manufac 


turers of the products referred to. 


Young Appointed Addressograph-Multigraph Sales 
Agent at Winnipeg 

On December 1, C. M 

graph-Multigraph 


Young was appointed Addresso- 
Manitoba, 


Winnipeg, 


Canada, succeeding former Multigraph Sales Agent J. R 


sales agent at 
Briggs. 
Mr. Young 


1923 as the Winnipeg representative. 


Addressograph Company in 
l | : 


Six years later, after 


started with the 


attending and graduating from the Chicago sales school, 
he returned to Winnipeg as Addressograph sales agent 
In 1931 he elected himself to the Hundred Club, selling 
112.1 per cent of his annual agency quota. Last spring he 
won the champion medal in his agency for the 


National Olympics contest 


agency 


a 
French Syndical Chamber Elects Officers 

The Chambre Syndicale de la Mecanographie of Paris, 

France, held its 

Maison des Centraux, Paris, and elected the fi 


general assembly on November 29 at 
lowing of- 


Messrs. 


Spatz; 


ficers President, G. Langlais; vice-presidents, 


Badel, 


treasurer, R 


Feigel and Queruel; secretary-general, A 
Mettee; archivist, J. L. Philipps 


a oe 
Canadian Production of “Boston” Sharpeners 
To permit its Canadian and British Empire dealers to 


merchandise “Boston” pencil sharpeners without the handi- 


Howard 


cap of the preferences in duties, the | 

Hunt Pen Company, Camden, N. J., is n 

Luckett Loose Leaf, Ltd., has the 
in production in its plant at Toronto. 

Transvaal Stationers Elect 

At the annual meeting of The Transvaal Stationers’ As- 


elected: F, King 
Durand (Durand & 


empire 
WwW producing in 


Canada. Hunt product 


sociation the following officers were 
Juta & Company, Ltd.), chairman; F. 


chairman: H. M 


Charles Hewitt is secretary 


Bowden) vice Guest and Geo. Constable, 


honorary chairmen 
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Bremner Joins Hortor Board 
Hortor’s Ltd., 
South Africa, announce the appointment of T. D. Bremner 


printers and publishers of Johannesburg, 


as a member of the company’s board of directors. Mr 


Bremner is well known in office equipment circles in South 





T. D. BREMNER 


\frica, England and America, and has been associated with 


the Remington Typewriter Agency for the last fifteen 


years. He has now relinquished his position as general 
sales manager for the latter organization to become an ac- 
tive director of Hortor’s Ltd., and to take part in the ad- 


ministration of the business 


aoneasiniiiaiaaidlenid 
The Great World Fair at Leipzig 

The Leipzig Trade Fair will be held on regular schedule, 
attracting exhibitors and buyers from all parts of the world, 
as it has for seven centuries. The Spring Fair will be five 
times the size of any pre-war Fair, comprising exhibits 
from thirty-two countries and buyers from twice as many 
to be held from March 5 to 12, will 
be the largest as it is the oldest industrial exchange in the 


lands. The next Fair, 
world 

The international character of the Leipzig Fair renders it 
invaluable to business in general in periods of industrial trial 
It assembles business men from some seventy 
The 


conceivable product can here quickly 


and unrest 
countries, and functions as a great clearing house. 
producers of every 
and cheaply find new markets. The buyers from all parts 
of the world find the newest products conveniently as- 
Three 


manufacturers and buyers have found it profitable to visit 


sembled for inspection. generations of American 
the Leipzig Fair 

Early reports indicate that moderate prices will be the 
keynote of the Fair this year. 
and craftsmen of all kinds have been striving to produce 


German artists, mechanics 
high-grade articles at much lower prices than formerly. 
The art products and the novelties have never been so 
varied and attractive. By regrouping and centralizing the 
exhibits, visiting buyers will be enabled to inspect the new- 
producing countries of the 
It is said that the Fair will be at- 
tended by about 150,000 buyers and will include over 8,000 
The 


unusually low 


est products of the leading 


world in a few days. 


exhibits Trans-Atlantic steamship lines have an- 


nounced rates which will increase the 


number of visitors to the Fair. The plan of offering free 
a refund propor- 
which proved so popular last year, 


trips to Leipzig and return, based upon 
tionate to purchases, 
will be repeated. For detailed information address the 
Leipzig Trade Fair, Inc., 10 East Fortieth street, New York 


Uity. 


SS eee 

Taylor’s Opens Another London Store 
Taylor's Typewriter Company, Ltd., has established an 
store for sale of accounting machines at 75, 


London, WC2. 


additional 
Chancery Lane, 


Public Typewriters in German Post Offices 

United States Consul John W. Bruins, Hamburg, Ger- 
many, reports that several post offices at Hamburg and 
Hanover have been provided with typewriters controlled 
by automatic coin releases. The typing service may be 
used by the public at a price of ten pfennigs (2.3 cents) 
for ten minutes. For an additional ten pfennigs, writing 
paper, an envelope, carbon and copy paper may also be 
had. 

The typewriters are installed on small black tables, with 
a seat in front, the latter chained to the table. 

As the plan was successful at Hamburg and Hanover, 
it is reported that it will be extended. It is stated that 
the coin released machines have already been installed in 
the main post office buildings at Cologne, Bielefeld, Leip- 
zig, Dresden, Chemnitz, Breslau, Magdeburg and Halle. 
Other German cities of over 200,000 population will soon 


have similar service. 


— ——$— — 
Mr. Froehlich Completes Two Decades as 
Typewriter Man 

January 15, 1933 will mark the twentieth anniversary of 
Arthur B. Froehlich’s connection with the typewriter and 
office machine industry. Mr. Froehlich’s first contact was 
with the western wholesale department of the American 
Writing Machine Company. Five years later he identified 
himself with the Manufacturers Typewriter Clearing House 
of Chicago. Under his direction during the succeeding five 
years this firm’s business was built up to a point where it 
was the largest retail sale and rental business in the United 
States, 

In 1922 Mr. Froehlich became affiliated with the Reliable 
Typewriter and Adding Machine Corporation, Chicago. At 
the time Mr. Froelich joined the staff the company entered 





A. B. FROEHLICH 


into the business of selling at wholesale typewriters, add- 
ing, calculating and other office machines. Just a year later 
the Reliable Manufacturers 


Typewriter Clearing House, whose business had been for- 


organization absorbed the 
merly managed by Mr. Froelich. 

Mr. Froehlich is well known in the industry. 
in association affairs and is at present president of the Na- 


He is active 


tional Typewriter and Office Machine Dealers Association. 
He is a well informed, progressive business man. Office 
Appliances congratulates him and the industry upon twenty 


years of progressive association, 


—__<———— 
Frank Olson Elected to Commerce Body 
Frank Olson, manager of the Seattle West-Made Desk 
Company, 1019 Second avenue, Seattle, Wash., has recently 
been elected a member of the Seattle Chamber of Com- 
merce. Participation in affairs of this large body of city 
leaders will broaden business horizons and open new con- 
tacts among those in important executive positions in 
Northwest industry—CML 








“OFFICE APPLIANCE CHAINS” 


We are not likely to think of retail branches of manufacturers 
of office equipment as “chain” stores. The use of the term in 
that connection by the Bureau of Census will impress some as 
odd 

The term “chain” signifies, in most minds, in various lines of 
business organized for retail distribution, and independent of 
particular sources of manufacture or other forms of production. 
With the term usually goes the pretty general impression of cut 
price. However that may be, the designation of manufacturer's 


retail branches in the office equipment field is a bit startling. 
4 i 






ALES at retail by the direct outlets of office applianc« 
manufacturers in 1929 amounted to $169,707,027, a« 
cording to direct reports received from manufacturers in 
connection with the first nation-wide census of distribu 
tion, which is a part of the fifteenth decennial census of 


the United States. There are forty-five groups or direct 


outlets, with 1,639 stores or units showing aggregate sales 
of $164,535,060. Of this number fourteen are sectional 
groups operating ninety-six units with sales of $10,452,226; 


twenty-six are national groups operating 1,510 units with 
sales of $151,194,479. The latter include the manufacturer- 
controlled outlets of the typewriter manufacturers 

Che office appliance outlets showed average sales per unit 
of $100,387 and an average store operating expense of $38.94 
per $100 of sales. Pay roll is $27.08 per 100 of sales. Of 
the 1,639 sales 1,454 are in leased premises for which the 
cost of rent averages 2.29 per $100 sales in such leased 
premises 

Dates Units Were Established 

Of the 975 outlets classified as to age, only 

cent were established in 1929, and ten per cent were estab- 


About seven 


three per 


lished in the four years from 1925 to 1928 
out of eight outlets in operation at the end of 1929 were 
1925. The relatively small number of 
between 1925 and 
most kinds of chains registering sub- 


established prior to 
outlets established 1929 is unusual in 
chain store retailing, 
stantial increases during that period. 

Of the 1,639 direct outlets analyzed, 1,082 are located in 
cities of more than 100,000: 430 in cities of 25,000 to 100. 
000; 113 in cities of 10,000 to 25,000; and fourteen in places 
of less than 10,000 population. The five East North cen- 
tral states, surrounding Chicago, contain 21.78 per cent 
The middle Atlantic states contain 
the South Atlantic states contain 11.78 per cent. Next in 
order are the West North central 11.41 per 
cent, and the West South central states with 9.64 per cent. 

Not all outlets do a The 
twenty-nine that report that credit 
operate 64.55 per cent of the total number of outlets and 
lo 72.98 per cent of the total sales of 
They 


$120,073,205, of 


17.75 per cent, while 
states, with 


credit business 


they 


appliance 


chains extend 


they all appliance 


1,058 outlets with aggregate sales of 


90.42 per $108,562,619 is 


sales operate 


which cent or 
credit business 

'ypewriters and accessories constitute more than twenty 
per cent of total sales of all chains in the appliance classi 
account for 


calculating machines 


hcation Adding and 
more than another twenty per cent, while general office 
equipment totals sixteen per cent 


Summary of Statistics 
Following is a summary showing number, volume, op 
erating expenses, pay roll and rent of the forty-five groups 


or direct outlets, including six typewriter groups, and 
school appliances 

Number of local outlets, 7 

Number of sectional and national outlets, 48 


outlets, 1,639 
1929. $164,.535.060 
$108,562,619 


Total number of 
Total net sale S, 
Reported credit sales, 


Average operating expense (per $100 of sales), 38.94 


Resume of a Report by the 
United States Bureau of the 
Census, Covering Sales 
Made Through the Branch 
Outlets of Manufacturers of 
Office Appliances, Equip- 
ment and Supplies, Includ- 
ing Products for School Use 


Average pay roll—20,521 employees (per $100 of sales), 


17.34 : 
Average rent cost, 1,454 leased stores (per $100 of sales), 
> »Q 


Following are sales by commodities, classified with the 
office appliance outlets, which include also school supplies 
and store mechanical appliances: 

Net sales, 1929 (coverage 100 per cent), $164,535,060 

Office and school supplies, 7.47 per cent 

Office and store mechanical appliances, 32.56 per cent. 

Details for the several classes of products follow: 

Adding and calculating machines, 23.83 per cent 

Addressing machines, 1.26 per cent. 

Check protecting devices, 1.09 per cent. 

Dictating machines, .66 per cent. 

Dictographs, .85 per cent 

Duplicating machines and supplies, 4.34 per cent 

Printing and autographic registers, .45 per cent 

Filing equipment, 2.71 per cent. 

Store equipment, .88 per cent 

Store furniture, 2.82 per cent 

Office equipment, 16.56 per cent. 

Office furniture, 1.23 per cent. 

Safes and vault doors, 1.09 per cent 

Typew riters and accessories, 21.23 per cent 

Repairs and service, 6.00 per cent. 

Sales to other retailers, .05 per cent. 

Second hand merchandise, 7.44 per cent. 

Store fixtures, 7.44 per cent 

Cash registers, 4.64 per cent. 

This report includes detailed tabulations permitting con- 
trasts of outlet distribution by size of city, geographic 
divisions, sales by volume, credit and installment sales, op- 
erating expenses, outlets classified by date of establishment 
and also by geographic divisions. Space for these figures 


The complete report can be secured for five 


is lacking. 
cents in cash, postal or express money order or certified 
check from the Superintendent of Public Documents, Gov- 
Washington, D. C 


——=— 


J. D. Hale Adds to Duties 

Joe D. Hale, in addition to continuing as secretary and 
sales manager of the C. E. Bradley Corporation of Brat- 
tleboro, Vt., will on January 1 next associate himself with 
the Rite Rite Manufacturing Company of Chicago, IIL, as 
vice-president in charge of sales. 

Each of the companies named is a pioneer in its branch. 
tee C. 
in the manufacture of penholders over four generations 
The Rite Rite Manufacturing Company was one of the 
first firms to recognize and develop the modern type of 


ernment Printing Office, 


sradley Corporation has extended its activities 


mechanical pencil in the popular priced class. Mr. Hale 
feels that he can be justly proud of both lines and that 
the dual association will afford more thorough sales repre- 
sentation to both companies. It is said that 
Hale’s family have been associated with 


successive 
members of Mr 
the stationery and drug field for nearly a century. 
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SEAWAY 


COL. PELOUZE 





HE St. Lawrence Treaty has been signed by the gov- 
ernments of the United States and Canada. The next 
procedure will be the treaty by the 
United States Senate and by the Canadian Parliament. 


Then will come the enabling act in Congress, providing for 





ratification of the 


the appropriation 
The St. 
waterways. 


Lawrence River is one of the world’s greatest 
It is destined to be one of the world’s most 
The Lakes-St. seaway 
means ocean going vessels. It means the long deep water 
haul, the cheapest in cost of transportation. What the 
has done for the Atlantic, the Gulf and 


will do for the 


useful seaways. Great Lawrence 


Canal 
coasts, the St. 


Panama 
Pacific Lawrence seaway 
great interior region of the United States. 

There has been some question as to whether the amount 
of water will be ample, that is to be diverted from Lake 
Michigan to the Illinois river, as sanctioned by the Supreme 


Court, and embodied in the St. Lawrence Treaty. 
Illinois Waterway Progressing 
The Illinois Waterway is being completed by U. S. Army 
engineers, with money appropriated by The 
chief of engineers has stated positively that the amount of 


Congress. 


water diversion provided for in the Treaty is sufficient to 
make the nine foot channel of the Illinois Waterway prac- 
tical for commercial navigation. He further stated that 
the average low water flow in the Illinois river will be 
considerably more than now pertains to the Monongahela 
river, the Ohio river or the Panama canal, with their enor- 
that the 


Illinois 


mous tonnage. It would be foolish to believe 


United States 
waterway, allow it to be operated five years, before the 


Government would complete the 
minimum diversion becomes effective, and then abandon 
its use. Besides, in an emergency, if an additional flow of 
water should become necessary, the terms of the Treaty 
provide for such increase. 

eo « 

When Cartier discovered the St. Lawrence river in 1534, 
and other explorers followed him lake 
across to Rainy Lake and Lake of the Woods, and then up 
the Saskatchewan thousand again 
through the Wisconsin valley into the Mississippi and by 
the Illinois route down to the Gulf of Mexico they marked 
out the main paths that traffic would follow in the civiliza- 


into the region 


another miles, and 


tion of the North American continent. 
* * * 

It was settled more than 100 years ago when Canada 
built the first shallow canal to overcome the St. Lawrence 
rapids. It has been more firmly settled with every passing 
year as the commerce of that great natural highway has 
steadily expanded. 

es 

The engineers tell us that there is no river on the Ameri- 
can continent that is so well known, so well understood 
from an engineering standpoint, as the St. Lawrence. They 
inform us that a survey made anywhere in the St. Law- 


29 


GREAT LAKES-ST. LAWRENCE 


Extracts from an Address 

by Col. W. N. Pelouze before 

the St. Lawrence Seaway 

and International Trade 

Conference, Held at Detroit, 

Mich., November 15-16, 
1932 


rence river today will be found to be practically the same 

twenty-five years hence. This condition does not prevail 

in most rivers, where variations occur from year to year. 
Free Channel to Atlantic 

From the city of Quebec to the city of Montreal, the 
entire distance is now open to deep draft ocean going ves- 
sels. In the distance of 182 miles between Montreal and 
Lake Ontario, about 138 miles are now open to practically 
unrestricted navigation. This would leave, therefore, ap- 
proximately only forty-five miles to be covered in com- 
pleting the St. Lawrence development. 

. 

There are two impediments to connecting the Great 
Lakes with the Atlantic Ocean by way of the St. Lawrence 
river. One is Niagara Falls and the other is the three 
groups of rapids just west of Montreal. 

_— 

The new Welland Canal is the fourth canal built by 
Canada since 1883. The length of the canal is twenty-five 
miles. All the lifting of ships will be done within a dis- 
tance of seven miles west of Lake Ontario. There are 
seven locks. These seven locks will lift ships 326 feet and 
will take the place of the twenty-six locks in the old Wel- 
land canal. While it has taken a ship drawing but fourteen 
feet of water sixteen hours to overcome Niagara Falls in 
the old Welland canal, it will only take a ship drawing 
from twenty to twenty-five feet eight hours to overcome 
the falls through the new Welland canal. 

. 6 -@ 

It costs almost precisely the same to ship a bushel of 
wheat by rail from Kansas City to St. Louis ($0.081) a 
distance of 277 miles, as it does to ship it from New York 
to Liverpool, a distance of 3,578 statute miles under normal 
conditions, 

oe 

There is more involved in the St. Lawrence Seaway than 
the saving of freight alone. New opportunities will be 
opened by the new line of communication, It will afford 
to the manufacturers of the central west a road to markets 
that is now closed to them, It will open avenues by which 
they can draw their raw materials from all parts of the 
world that are now inaccessible. Its benefits can be in- 
dicated, but they are beyond calculation. 


— ———— - - - 

Seattle Dealers Co-operate in “Advertising Night” 

A number of office supply equipment dealers in Seattle 
exhibited attractive displays at the recent “Advertising 
Night” of the Washington Purchasing Agents’ Association 
in Seattle, Wash. Among those with exceptional exhibits 
were the H & M Ribbon & Carbon Company, Lowman & 
Hanford Company, the Seattle Rubber Stamp Company, 
the Bostich Sales & Service organization, the Northwest 
Envelope Manufacturing Company, and the Biggs Co., Inc. 
In all there were fifty-two displays featuring the “Adver- 
tising Annual Event” with prizes for the most appealing 
—CML 





PRACTICAL AND ATTRACTIVE AR 
RANGEMENT OF THE REMODELED 
ESTABLISHMENT OF THE GUS 
TAVE FISCHER COMPANY, HART 
FORD, CONN The view on the 
right from the front entrance to 
the first floor The graceful stairway 
at the rear leads to a balcony display 
of executive office furniture and on to 
the econd floor where general lines 
fur ire grouped 





OF SPECIAL PURPOSE LOOSE LEAF 
IN SHOW WINDOW OF SCHWABACHER- 
STATIONERY COMPANY, LOS ANGELES, 
This display brought unusually fine results re- 
The photo is reproduced through the courtesy 
Wolcott of the Wilson-Jones Company of 

Chicago 


DISPLAY 
FORMS 
FREY 
CALIP. 
cently 


of George 
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Gustave Fischer Opens Remodelled Store 


Monday, November 21, 


1932. the 
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Fischer ( mpany at 237 
pany at & 


ischer 18 an ac 


remodelled store of the 
Street, Hart- 


pened with appropriat¢ 


Asylum 


direction of the Rotary 


‘ 


tive mem 


lled inside and out, pre 
Fischer business The 
stone, which has led to 
with the White Front.” 


he predominating whit 


any’s name and at the 
IT tive 

y modernized, living up 
tore front The man 


mmercial stationery, 
supplies and fountain 
steel 


the most modern 


Othce turniturs 
ith specia 
n the 


ched by i 


acquaintances 





On the third floor are located the executive offices and 
the accounting department. Part of the third and all of 
the fourth floors are used for storage of reserve stock 
The wholesale department for the distribution of school 


and educational supplies, maintained and operated inde- 
the 
where the receiving and shipping departments are also es- 
tablished 

Mr While 


attending the grade school he secured a job as a news boy, 


pendently of retail section, is located in the basement, 


Fischer started his business career early. still 


at first selling only the Hartford Times and the Hartford 


Courant. Shortly thereafter he enlarged his service to in- 
clude several New York papers. During his first year in 
high school Mr. Fischer’s business continued to grow 


rapidly and he soon was established in an office at 10 Ford 
street, Hartford, as a wholesale distributor of Hartford and 
New York papers 
Mr 


it his undivided attention 


The business developed to such an ex- 
tent that Fischer decided to leave high school and give 


From that point on his business 


experienced a steady growth until it became one of the 
most prosperous concerns in Hartford 

On opening his remodelled business home, Mr. Fischer 
received congratulatory messages from his many business 


and friends. Similar messages were also 
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received from the manufacturers whose lines are handled 
by the Fischer Company. Reproductions of these messages 
appeared in a three Hartford 
Daily 


page advertisement in the 
Ni Ve mbe r 19, 

Ee 
Franked Return Envelopes Bring Orders 
Topeka, Kas., 


rect-by-mail advertising 


Times for 


Crane & Company, sent out di- 
franked return 
A check-up of 829 envelopes received in return 
orders; 192 


270 contained correspondence re- 


recently 
matter enclosing 
envelopes 
facts: 367 contained 


presents the following 


contained remittances: 
garding orders. 

This test was intended to give a ratio of the use of these 
envelope Ss by customers W riting to the house. 


a 


New Office Supply Firm in Duluth 

C. H. Taylor, former owner of the Chamberlain-Taylor 
Company, Duluth, Minn., has returned to the office equip- 
ment business. Chamberlain-Taylor were engaged in the 
othce supply business in Duluth from 1892 to 1919 build- 
ing up a large business, 
Mr. Taylor says that with the prospective realization 
of the deep waterway, Duluth business will enter upon a 
new era. He has associated with him Messrs. Weygant 
and Goodspeed, who have been engaged in the office sup- 
West, for the last five 
They recently opened up as Taylor-Weygant-Good- 
speed Company at 319 West Superior street, where the 
has taken 


ply business on Fourth avenue, 


years 


The new store is 
Medical Arts building. 
It is believed that this is a strategic location and that the 
district 


company a long time lease. 


located directly opposite the new 


between Third and Fourth avenues West on Su- 


perior street enjoy increased business owing to the de- 


velopment now taking place. The new location is in the 
heart of the business district, two doors from the former 
location of the Chamberlain-Taylor Company and its suc- 
cessor, The Fritz-Cross Company. 

Mr. Taylor will give his personal time to the company 


as well as being financially interested in it. 











BOOTH OF RUSSELL STATIONERY COMPANY OF AMARILLO, TEX., 


AT TRI-STATE FAIR RECENTLY HELD IN THAT CITY.—1In this booth 
the stationery company especially featured the book, I Like the Depres 
sion, by Henry Ansley, who was a good friend of H. M. Russell, head 
of the Russell Stationery Company, and other members of the concern 
He was a popular newspaper man who lost his life in an automobile acci- 
dent last August, the same week that his book was published. In the right 
background is a Royal typewriter sign and in the foreground a Mimeograph 

Mr. Russell states that while the fair was not productive of a great deal 
of business, there were many pleasant comments about the exhibit and he 
feels that they made a number of favorable contacts with people all over 

the territory. 
Calendar Concern Makes Fine Report 

The Perfect Peerless Calendar Company of Chicago re- 
ports that 1932 has been a good year for them, both in 
sales and collections. Ralph M. Stark, who has had charge 
of sales and correspondence for the last six months, has 
added many new accounts, some of which are large ones, 
and is still bringing in orders from new fields. The volume 
of orders has been larger than was anticipated. 

The company is bringing out three new numbers of 
stands for the 3 by 4 and the 4 by 6 pads, and the small 
No. 28 daily, which is characterized, they state, by simplic- 


ity and quality. 


















NEW QUARTERS OF THE MOON TYPE- 
WRITER COMPANY, ROYAL DEALERS AT 
BERKELEY, CALIF This attractive store of- 
fers an excellent example of the typewriter 
stores designed to meet today’s merchandising 
requirements 


NEW STORE OF TAYLOR AND ASSOCIATES 
AT DULUTH, MINN.—The view at the left gives 
a fairly good idea of the layout of the new 
store of Taylor-Weygant-Goodspeed Company in 
West Superior street. The store is well located 
as to business and should prosper greatly under 
the able management of the members of the 
firm, who are all experienced stationery men 
The company is exclusive distributor in Duluth 
for the Shaw-Walker ‘‘Built Like a Skyscraper’’ 
Line 























the Chicago business 


OFFICE APPLIANCES 


ces 


The branch is located in the Merchandise Mart, occupying Suite 
district, looking southeast Top row, left to right Fred W 





Powell, assistant manager Lower row, left to right One aisle in 


sparkling merchandise display ; 


1 warm welcome 


Automatic-Vandex Installation in a Department 
Store Effects Saving in Overhead 


ym this system will 


was found that 


occupied before, 





Castell’’ items in informal arrangement; the illuminated entrance 
turn from the corridor to the A. W. Faber branch 


Che Automatic-Vandex equipment permits sorting of 
sales checks by the credit authorizers immediately after 
authorization merely by dropping the check behind the 
proper aluminum panel or guide. To each ledger there isa 
corresponding Vandex unit or tub so that as the checks are 
pulled out of the Vandex tub periodically, they are auto 
matically sorted alphabetically to go to the ledgers. 

Mandel Brothers have found that this not only decreased 
the expense and overhead of operation, but that it has also 
helped to increase the speed with which a charge check 
is received, O.K.’d and dispatched back to the sales per- 
son. This helps to create good will by shortening the 
length of time the customer must wait before a charge is 
O.K.'d 

The Jordan-Marsh Company, a Boston department store, 
also has a large installation of Automatic-Vandex equip 
ment 


MANDEL BROTHERS OF CHICAGO 
EQUIP CREDIT AUTHORIZATION 
DEPARTMENT WITH AUTOMATIC 
FILE & INDEX COMPANY’S 
LINES.—Store executives believe 
that the saving which this equipment 
will bring about will soon pay for its 
installation and purchase. The equip- 
ment used is the Automatic-Vandex, 
an ingeniously designed system 
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C. L. Mitchell Named as Aide to Governor-Elect 
Landon 

Col. Charles L. Mitchell of Topeka, chief aide under Gov- 

Allen and Governor Ben Paulen, has been 

Alfred M. Landon of 

Mitchell 


possession of what has been known 


ernor Henry J 


appointed to the same position by 


governor-elect of Kansas Col. 


Independence, 
thus swings back into 
as a two-termer uniform. After serving two terms under 


Governor Allen and two under Governor Paulen, the 


Colonel approached the late Bob Timmons, aide to Gov- 
ernor Davis, and offered his resplendent uniform for sale, 
urging that it would mean two terms for Jonathan Davis, 
if he purchased the uniform. The new governor was not 
superstitious and the Mitchell uniform was placed in moth 
balls 


ceeded in office by 


Governor Davis served but one term. He was suc- 


Clyde M. Reed. 
Again the Colonel attempted to sell the new governor 


on the potency of his expensive outfit as a guarantee 


for two terms. Colonel Biby, the governor’s aide, how- 
ever, lacked six inches about the waist and the Mitchell 
uniform wouldn’t do. Governor Reed in turn was de- 
Governor Woodring 
out. But the 
handsome gentleman by 
Kritser as his aide and Colonel Jack 


fitting the Mitchell uniform. In 


feated for reelection. Then came 
Again the charmed uniform was brought 
Governor chose a slender and 
of Jack 


lacked fifteen inches of 


November, 


the nam«¢ 


defeated for re- 


Woodring was 


Governor 





COL. C. L. MITCHELL 


has appointed 
out, 


Now that the 
Mitchell, the 


It will be worn at the Governor’s in- 


election, governor-elect 


Colonel uniform has been brought 


dusted and pressed 
auguration in January and it is confidently expected that 


it will be worn again at his inauguration in 1935. 
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ILLUSTRATING THE ADAPTABILITY OF THE SHEAFFER FEATHER- 
TOUCH NIB.—At the left, holding the pen in regular way for medium 
heavy lines. At the right, writing on the back of the nib to obtain fine 
thin lines 
Sheaffer Feathertouch Pen Adaptable to Specialized 
Writing Needs 

The Feathertouch Lifetime pen made by the Sheaffer 
Pen Company, Fort Madison, Iowa, adapts itself to many 
specialized ways of writing. The unique feature of this 
pen, on which the Sheaffer Company holds patent rights, 
is the fact that the writing fluid channel in the pen point 
(the hair-line slit between heart pierce and tip), has walls 
of platinum. By coating the fluid walls with platinum the 
designers of this pen were able to overcome the micro- 
scopic ridges and burrs left in the fluid channel after cen- 
ter-sawing the point. Because the writing fluid flows freely 
and easily down this smooth platinum-lined channel there 
is no necessity for pressure in writing. 

The Feathertouch nib writes equally well on the back or 
Held in the ordinary position it gives 
When writing on the back of the point 
This nib is suitable for ordinary 


front of the point. 
a medium stroke. 
it gives a fine, thin stroke. 
writing and also for entering long columns of figures in 
record books, making corrections, etc., where fine, thin 
lines are desirable. It permits a broad sweeping stroke 
for a signature and a fine line for marginal notes and be- 
tween-line corrections, etc. It adapts itself to widely varied 
writing requirements. 

The Feathertouch pen is offered in an attractive ensemble 
which includes the Feathertouch Lifetime pen, a “Balance” 
Sheaffer pencil and in addition a small golf or handbag 
pencil, a desk stand for the pen and pencil and a refillable 
safety bottle for pen Skrip. The set is packed in an attrac- 
tive velvet and gold gift box. 





NO, YOU'RE WRONG! 
minute-a-day ‘‘constitutionals.’’ 


Those things are not puzzles. 


The exercise keeps their minds fit and the waistline down 
are all the rage in London in the most up-to-date offices, where, the gentle reader will observe, L. C 


They are ‘‘exercisers,’’ and these London stenographers are taking their 


puzzle that out! Anyway, these gadgets 
Smiths and Coronas are 


standard equipment 
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REPORT OF IMPORTANT EVENTS AND ACCOUNT OF NOTEWORTHY ACTIV- 





ITIES FOR THE MONTH IN EVERY DIVISION OF THE INDUSTRY 


a NEWS 
ano 


MISCELLANY 


L. A. Phillips Organizes New Company large its sales organization, and more frequently and effec- 
tively to cover all sections of the national market. The 
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L. A. Phillips has formed a new company for the manu- 
facture of carbon paper and inked ribbons. Mr. Phillips arrangement gives the Robinson line constant, aggressive 


is well known in the industry. Seventeen years ago he  fepresentation in all parts of America. The dealer is served 


established the Phillips Ribbon & Carbon Company. He by the fact that at one interview he can consider his re- 


will be remembe red as having deve loped and patented sev- quirements in both lines and enjoy the benefits of a more 


eral novel ideas in the ribbon and carbon line. frequent contact with the manufacturer's sales representa- 


[The new concern is the Phillips Process Company, Inc., lve. 
82 St. Paul street, Rochester, N. Y. A complete line of Both Conklin and Robinson are old and solidly estab- 
carbon papers and inked ribbons will be manufactured lished corporations with more than a quarter century of 
achievement to look back upon, As Conklin was a leader 


under formulae developed by Mr. Phillips over a period 
in the invention and production of the self-filling fountain 


ot many years 


In addition to its regular line, the Phillips Process Com pen, so Robinson pioneered the field of convenient devices 


pany, Inc., expects to announce at an early date a new form ‘such as the Robinson Reminder, the Billminder and the 


Readipad. 


of carbon paper which will be welcomed by every stenog- 
The selling arrangement entered into by the two com- 





panies was suggested to each by the obvious fact that one 


line complements the other, and that for a “companion 
sale” in the retail store nothing is more appropriate than 
a note-book that almost thinks, and a pen or pencil with 
which to write upon its pages 
oe —— 
Wintermute Successor to Prufrock-Lytton 
M. W. Wintermute, 4481 A Forest Park boulevard, St. 


Louis, Mo., is established in the manufacture of high-grad« 





leather upholstered furniture as successor to Prufrock- 
Lytton Company, whom he served for some years as sales 
manager and later factory and sales manager. The former 
Prufrock-Lytton numbers, we are informed, are produced 
in the same quality and by the same workmen and manage- 
ment as in the old Prufrock-Lytton plant 

The Prufrock-Lytton Company had the reputation of 
being manufacturer of one of the finest upholstered lines 


L. A. PHILLIPS 


in the country. The concern had been in existence sixty- 
two years prior to being taken over by its former manager. 
Its slogan was world’s largest makers of leather furniture. 

Formerly a buyer of furniture, Mr. Wintermute trans- 


rapher. A new typewriter ribbon for which exceptional 
wear is claimed will also be produced. 
During the past few years Mr. Phillips was successful in 


developing exceptionally strong writing hektograph cat ferred his activities to selling, and sold some outstanding 


bon papers and inked ribbons, and these will continue to installations. He distributes through established offic 
be featured. The new factory is now in production, and furniture dealers. 
samples and prices will be mailed promptly to inquirers —— 
~— L. C. Walker Elected President of Bank 
Conklin Pen Co. Now Sells Robinson Reminder Line L. C. Walker, president of The Shaw-Walker Company, 
In the interest of better service to the trade, and a wider, Muskegon, Mich., and vice chairman of President Hoover's 
ire efhcient distribution of both lines, an arrangement “Share-the-Work” committee, has been elected president 
has just been consummated whereby The Conklin Pen — of the Hackley-Union National Bank, of Muskegon. 
Company, of Toledo, assumes sales representation of the Mr. Walker had been first vice president of the Hackley 
Robinson Reminder and other products of Robinson Man- Union, the largest financial institution of Muskegon, sinc 
ufacturing Company of Westfield, Mass it was formed three years ago by the merger of the Hack- 
By having both lines to offer, Conklin is enabled to en ley and the Union national banks. 
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Worthington Named President of Ditto, Inc. 

H. T. Worthington was elected president of Ditto, Inc., 
He suc- 
Mr. 


successively as sales- 


at a November meeting of the board of directors. 
ceeds G. H. Abbott, who retired from active service. 
Worthington has served Ditto, Inc., 
man, branch manager, advertising and assistant sales man- 





H. T. WORTHINGTON 


ager and as secretary and treasurer. He brings to his new 
post a broad knowledge of practically all the problems of 
management. 

i. Pe 
elected secretary and treasurer to take the place opened 
by the advancement of Mr. Worthington. K. M. Hender- 
son, formerly production manager, was drafted by the sales 
department to take the post which he held formerly as 
The manufacturing 


Pieper, formerly auditor of the corporation, was 


assistant to the general sales manager. 
division is now in charge of Alfred Marchev. 
T. W. 


Steel Company, remains as chairman of the board of di- 


Robinson, formerly vice president of the Illinois 
rectors, a post which he assumed after the retirement of 


i A 


Joy several months ago. 


—— 

Bankers Box Company Finds a New Sales Field 
After more than fifteen years of confining its sales strictly 
to financial and business organizations, the Bankers Box 
collapsible 


Company, Inc., Chicago, makers of “Liberty” 


has begun 


storage boxes, to feel a new demand from a 
hitherto untouched field—storage equipment for home use. 
As the demands became more insistent, tests were made 
to discover the possibilities of this market. These tests 
uncovered indications that point to big opportunities in 
the growing demand for equipment that assures safety, 
dust elimination, ready access, and when necessary, con- 


As the Bank- 


ers Box Company points out, this home use market is 


venient packing means, as on moving days. 


worthy of careful consideration and development by deal- 


ers everywhere. 


——— 
Dan Steible Returns to U. S. Postal Meter 

On December 1, Dan Steible rejoined the U. S. Postal 

Meter Corporation, 230 Park Avenue, New York, N. Y., 

as promotion manager in charge of advertising, general 

Concurrent with Mr. 

Steible’s affiliation the company announced a newly de- 


promotion and sales education. 
signed electrically-driven postal meter and a hand-operated 


model for offices of moderate size. A new schedule of 
prices was also put into effect. 

The present promotion plans of the company provide 
for a chain of distributors which is expected to give the 
product national distribution before the close of 1933, A 
dealer plan for the distribution and control of the machines 
in the smaller trade centers is being organized, details of 


which are expected to be released shortly. 
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Grand Rapids Loose Leaf Binder Company Adopts 
New Program 

The Rapids Leaf Binder Company of 
Grand Rapids, Mich., has adopted a new merchandising 
It is a method of 
finding and developing new business. Included in the pro- 
gram is a new catalogue listing the complete standard line 
of the company. One important activity of the organiza- 
tion is the manufacture of special binders to meet any de- 
The company states that it is able to build 


Grand Loose 


program to aid their representatives. 


sired purpose. 
special binders at very economical priecs. 

The sales-getting plan has filled many open territories. 
However, there are a few good ones still remaining open 
to experienced salesmen. 

Full information on open territories and the merchan- 
dising program may be had by writing to the company. 


pelea 
E. H. Gorton Joins Baltimore Salesbook Company 

The Baltimore Salesbook Company, 3130 Frederick ave- 
nue, Baltimore, Md., has announced the appointment of E. 
H. Gorton as assistant sales manager. In his new position 
Mr. Gorton will direct the sales of stock items to the com- 
mercial stationery dealer. 

Mr. Gorton was formerly sales manager of the Wahl 
Company, Chicago. Previously he had been connected with 
the New York office of the Wahl Company for several 


years. Earlier in his business career he was with the White 





E. H. 


GORTON 


and Wyckoff Manufacturing Company, Holyoke, Mass. He 
is well known to the trade throughout the country. 

The company is increasing its equipment and making 
complete its line of manifold order books, purchase order 
books, package receipt books, sales books, etc. 


ExCUSE US, PLEASE 


We Credit Patent to Wrong Owner 

In May, 1931, Office Appliances described and illustrated 
a graduated copyholder guide. The object of the invention 
is to provide a graduated guide for measuring and spacing 
work to be copied. The guide can be made in any length to 
equal pica, elite or special type and is movable to the right 
or left on the line bar of any make of copy holder. This 
ingenious and useful device was described quite fully and 
was referred to as being owned by E. R. Garland of the 
Industries Air Travel Service of St. Louis of which com- 
pany Mr. Garland is general manager. 

We are informed, however, that the patentee, Lucy Pres- 
ton Brown of St. Louis, is the owner of the patent and 
not Mr. Garland. We extend our apologies to Miss Brown 
for the error. Mr. Garland, it appears, was acting as agent 
for the disposal of the patent and did not claim to be the 











owner thereof. 
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Oxford’s Dollar Volume Discount Policy 
The Oxford Filing Supply Company, 340 Morgan ave 


nue, Brooklyn, N. Y., has put into effect a new dollar vol 


ount policy which enables dealers to realize an 


and afford means of reducing transportation costs 


ume dis¢ 
“extra,” 
through the possibility of increasing the number of freight 
shipments. The new plan allows dollar volume discounts 
on—index cards, all grades, plain, ruled and printed; card 
sizes, blank and printed; vertical 


guides, all grades, all 


guides, all grades, all sizes, blank and printed; folders, all 


grades, manila, kraft, pressboard, red fibre, binder. 

After the trade discount has been deducted from listed 
prices, the following dollar volume discounts will apply 
against net amounts Orders under $50.00 net, no dis 


Orders from $50.00 net to $99.99 net, five per cent 


count 
discount: orders from $100 net and over, ten per cent dis 
count 


An exception is made to meet the situation 


competitive 
on low priced index cards. The company’s present quan 
tity discounts of five per cent on 50,000 cards and ten pet 
cent on 100,000 cards, will continue to apply subject to the 


following dealer’s option: On orders containing (or con 


sisting of) index cards, dealers may elect to let unit quan 
tity discounts apply on the cards, and dollar volume dis 
counts apply on the balance separately, or the entire order 
figured subject to dollar volume discount 

files, red 


gummed labels, and fasteners, 


may be 


On storage and transfer fibre goods (except 


folders) unit quantity dis 
counts as at present will continue to apply 


Special items are always figured at lowest net prices and 


are not subject to a further discount. The cost of a “sp 
cial” ordered with stock items may not be included to 
affect the discount status of the total amount of the in- 
voice 

A letter sent to the trade by the Oxford Filing Supply 
Company shows examples of the workings of the new 
schedule, indicating the application of the old schedule 
and the new dollar volume discount, and also how the 
dealer’s option works out in making up an order. 

> 
Tariff Investigation on Erasers 
An application has been filed with the United States 


Tariff Commission to investigate imports of rubber erasers, 
Tariff Paragraph 153(b) Applications for this in 
filed by the Jos ph Dixon Crucible Com- 
pany, American Lead Pencil Weldon Roberts 
Rubber Company, Eagle Pencil Company, Eberhard Faber 
ompany and A. W. Faber, Inc 

ee — 


under 
vestigation were 
Company, 


Rubber ( 


Jackson Concern Takes New Store 


The Office Supply House of Jackson, Mich., Royal 


dealers, have established themselves in a spacious new 
store just completed. This store is in the center of Jack 
son's business section and is completely equipped to handl 
the organization’s extensive Royal business. The company 
is headed by A. G. Daferner, whose enterprise in putting 
up the new tore 1s to be commended 
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“They'll Tow America Out” 
John A. Posus’ “The Hanson Weigh,” 


Hanson Scale Company, Chicago, 


\ paragraph in 


published by the Bros 


Ill., mentioned “some darned fools who are still buying,” 


and suggested that when enough chaps like that get to- 


gether they will “tow America out of this mess.” Recov- 


ery will come from the people who have not lost spirit dur- 


ing the past two years, and who still have something in 


their pocketbooks to put into circulation These are the 


folks who didn’t try to keep up with the Joneses; who 
hold the curious belief that people will continue to buy 
automobiles and electric refrigerators. They are the peo- 


ple who would climb out of a trench and find the enemy 
in the open and lick him rather than stay under cover end- 
lessly, building impossible defences and fighting cooties 
They have the old 


better things, for 


American failing for wanting new and 
wanting to live a little today. 


—j— 
Roberts Eraser Factory Observes Birthday 
By the time this item appears in print, the new eraser 


it Newark, 
This plant is 


of the Weldon Roberts Rubber Company 
birthday. 


plant 
N. J 
declared to be 


will have observed its first 


remarkable for its completeness and its 


modern arrangement. The Weldon Roberts factory is a 
testimonial to its sponsor, Weldon Roberts Years of 
specialization in the manufacture of erasers exclusively 


methods of 
all ol 


laid out in this daylight factory 


have developed a number of valuablk manu- 


facture and much special machinery, which have 


} 


een efficiently 


represent- 





ERASER FACTORY OF WELDON ROBERTS RUBBER COMPANY 


ing an ideal for which Mr. Roberts has striven for many 


rubber vulcanizing and curing rooms, 


From 
“tumbling mills” and sorting sections, each grade and type 
different 
is carried systematically forward 
to the finished 


spec ial 


of rubber which is used for the many types of 
Weldon Roberts erasers, 
through the various stages of manufactur 
stage. Packing, labeling and shipping facilities of a novel 
nature complete this manufacturing cycle 

The old Weldon Roberts plant on Oliver street, Newark, 
the immediate predecessor of the new plant pictured here- 
with, was for vears a familiar sight to thousands of people 


passing it on the Pennsylvania railroad. 





NEW STORE OF THE OFFICE SUPPLY HOUSE AT JACKSON, MICH 


WHO HANDLE THE ROYAL TYPEWRITER LINE 


AND OTHER SPECIALTIES 
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Jim Pryor and Harry Murdoch Together 


James D. Pryor and Harry L. Murdoch, both of whom 
are well known among commercial stationers, have joined 
Chey are located 


in the Stationers Mart, 328 South Jefferson street, Chicago, 


torces as manutacturers’ representatives. 


where they have their offices and also ample warehousing 








r — » 














HARRY MURDOCH JIM PRYOR 


Che iT 
states from Ohio on the east to Kansas, Nebraska and the 
Under the 


able to cover the territory 


facilities plan is to cover twelve middle western 


Dakotas on the west new arrangement they 


will be more frequently than 


either could alone 
More 


recently he has been representing Southworth Paper Com- 


Mr. Pryor for ten years traveled for Irving-Pitt. 


pany, Smead Manufacturing Company and Joliet Calendar 
Company in the Middle West. Mr. Murdoch spent twenty- 
three years in the Irving-Pitt organization and three years 
with National Blank Book Company. He 
quaintance among stationers not only in the Middle West 
He has the Kiggins & 


Tooker and Excelsior lines of diaries. 


has a wide ac- 


but throughout the entire country 

The plan of the new partners is to add another line or 
two to those now represented. They feel that with ware- 
house space just a few blocks from Chicago’s loop district 
and with one man in Chicago all the time to look after 
local shipped from 


Chicago stock, they are in a position to give unusual serv- 


business and orders which might be 


ice to manufacturers selling through the established sta- 


tionery and office supply dealers. 


anitiies 
“Office Specialty” Issues Revised Price List 
The Office Specialty Manufacturing Company, Ltd., New- 
market, Ontario, has distributed to its dealers a new 
Price List No. 4200, for use with Catalogue No. 4200, The 
new prices of products of the “Largest makers in the 
of all filing systems and office equipment” 


This is the only house 


British Empir« 
went into effect December 1, 1932 
in the dominion selling direct, issuing a catalogue to the 
\ profusion of line engravings shows many of the 
British 


trade 
items listed and priced, giving dimensions also. 
Empire business and professional men have access to a 
complete range of office equipment and supplies to expedite 
business and to ease the labors of executives and clerks. 


neiiisiaielaandiaain 
G. D. Smith Made Dictaphone Manager at Dallas 

George Daniel Smith has been appointed branch man- 
ager for the Dictaphone Sales Corporation at Dallas, Tex 
Mr. Smith, whose 
organization was assistant to the president, has been doing 


former position with the Dictaphone 


constructive work among railroads, although he has not 
Just before taking 
Smith was instrumental in 


restricted his entire time to that field. 
Dallas Mr. 


the Dictaphone Company obtaining a 


over the work at 
substantial order 
from one of the large midwestern railroads 


Mr. Smith succeeds Frank S. Ward at Dallas. 
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Wisconsin Office Furniture House Participates in 
State-Wide Event 

The Northwestern Furniture Company of 
Wisc., was recently an active participant in “Wisconsin 
Products Week,” during which manufacturers, wholesalers, 
jobbers and retailers cooperated in an “On, Wisconsin” 
movement to advance the cause of Wisconsin-made prod- 
The company turned its show 


Milwaukee, 


ucts all over the state. 
windows (which are especially adapted to the purpose) 
into a workshop, where office chairs were assembled and 
upholstered, a regular routine of work having been set up, 
and the order on which the chairs were made prominently 
featured in the display. The chairs were made to fill a 
large contract for the furnishing of public buildings in 
the East. The accompanying photograph was taken from 
inside the store, and suggests the number of people who 
were attracted to the window at all hours of the day. 

The mayors of the cities of the state urged their entire 
cities to participate. Stores advertised “Wisconsin Made 
Merchandise” and featured Wisconsin products through 
special sales events. 

Milwaukee manufacturers, jobbers and wholesalers co- 
operated with retailers by giving special merchandise offer- 
ings, which merchants passed on to the consumers at 
savings. 

Timely news items and editorials appeared in the news- 
papers and trade publications prior to and during the 
week. Free radio time for brief nightly addresses by 
civic leaders on Wisconsin and its products was given. 

Extensive use was made of inserts announcing “Wis- 
consin Products Week” on all outgoing business mail a 
week in Street made for 
by neighborhood and downtown advancement associations. 


advance. arrangements were 
The street car company gave publicity to the event on 
transfers and bus sides. Uniform display cards were used 
in stores, factories, public buildings, offices and other 
places of business. 

Especially successful were the efforts toward and the 
substantial response to displays of machinery and bulk 
products in lobbies of office buildings, banks, depots and 
hotels. It is estimated that something like one thousand 
window displays were made in the state of Wisconsin. 

The Milwaukee Association of Commerce offered three 
prizes for the three best windows, and three prizes for 





DISPLAY SHOWING CERTAIN STEPS IN THE MANUFACTURE OF 

MILWAUKEE CHAIRS IN THE WINDOW OF THE NORTHWESTERN 

FURNITURE COMPANY DURING MADE-IN-WISCONSIN WEEK IN MIL- 
WAUKEE 


the three best exhibits, such as were made in lobbies of 
hotels, theatres, etc. 

The committee judging the window displays for the 
Chamber of Commerce consisted of Eric Feldmann, Eric 
Feldmann & Company, signs; Karl O. Bellack, Toeffer & 
Bellack, Friedlander, president, 
Phoenix Hosiery Company; C. A. Netzhammer, sales man- 
ager, Northwestern Furniture Company, chairman. 

The awards were made on the following basis: 


haberdashers; Theodore 


1, at- 
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tractiveness, twenty p originality, twenty points; 


points; 4, use 


3, sales appeal, thirty 1 own display ma- 
terial, ten points; 5, decorative effort, ten points; 6, effe 
tiveness of “Wisconsin Made Products” tie-up, ten points. 

In other words, ten points were awarded where the met 
chant made the most effective use of display materials 
made and constructed by hin 


where 


Made 


were awarded 


W isc 


In the 
effective ti 
Products publicity 


sixth instance, ten points 
had 


material in windows 


most ups been made of onsin 


The total of these six points, as listed, represented a 
pertect score The total score awarded was divided by 
the number of judges, and this determined the number of 


points awarded the display 


> 
Royal Adds New Field Men 


The Royal Typewriter Company, Inc., has added five 
new men to its held force for the assistance of dealers in 
opening up the undeveloped Signet market. These men 





j 
y 
E. B. CHAPMAN 0. L. HANSON 
ire field é tatives and are picked men, appointed to 
help dealers develop the best in the market. 

Elmer B. Chapman, whose background is the theatre, 
understand howmanship in selling He was formerly 
a well known orchestra condu lor the past ten years 
he has broken re rds selling typewriters. He will cover 
the Bufta é 

Oscar L. | ! the i district, is a former 
secret erative and a we known in the sell 





Ww. H. LEWIS W. R. SHILLING 
ing field. He has handled autor iles, adding machines, 
and now comes to the Royal as a Signet field representa 
tive 
Walter H. Lewis of the Michigan section graduated from 
pianos radios and then to the Signet typewriter He 
has made a brilliant record in selling He one time held 


the office of president of the Albany Radio Trades Asso- 
ciation and chairman of the promotion committee of the 
National Music Merchants Association 


W R. Shilling of the Pittsburgh district has been in the 
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typewriter business since the first Roosevelt held the 
presidency and has served and sold machines from the 
\tlantic to the Pacific Coast He and his brother have 





been markedly successful in building up their typewriter 
business in Pittsburgh 
L.. C. Shoup of the Cleveland territory, was once an in- 
LE ROY C. SHOUP 
terior decorator and turned from that profession to the 
money-making possibilities of the typewritet He sold 


typewriters to earn his way through an advanced art 


school and when he finished, he found he had transferred 


his affections from art to writing machines. He has been 


exceptionally successful in selling both at wholesale and 


at retail 
> 

Foote & Davies Removal Item Expanded 

The Foote & 


to new quarters was the subject of a brief item in the De- 


Davies Company, whose recent removal 
cember issue of this journal, has supplied Office Appliances 
with some additional points concerning this activity. For 
the last two years the company has occupied a building at 
41 North Pryor street, Atlanta, Ga., moved 


its commercial stationery, social stationery and office furni- 


and has now 


ture departments to 15 Edgewood avenue, not far from 
the previous location. 
Some months ago, the general offices and downtown 


sales office of the lithographing and printing departments 


transferred to the company’s large modern plant on 


were 
Capitol avenuc \t that time the stationery and office 
furniture departments occupying the main floor of the 


building, were left downtown and these departments have 


now been moved to the new location as stated 


W. O. Foote 
tion to the 


is now devoting a large part of his atten- 


and furniture divisions 
ate 


Addressograph Unfilled Orders at High Point 


indicates that 


Stationery 


\ news from Cleveland, Ohio, the 
Addressograph-Multigraph Corporation has unfilled orders 
This is the high- 


iT Se ph E. 


report 


amounting to $500,000 now on its books. 
est figure since the spring of 1930, according to 


Rogers, president of the company. 


SN + Fie 
Varityper Reports Many Machines Sold in 
November 

George Hepburn, secretary of Varityper Inc., New York 
City, reports as one of the signs of returning prosperity 
the fact that Varityper Inc., 
ber than during any other month of 1932. 


sold more machines in Novem- 
While this is 
gratifying in itself, the company was also pleased to be 
obliged to put several extra men to work in their assem- 
bling and testing departments at the factory. 

Purchasers of Varityper machines included some of the 
largest concerns in the country, a fact which may be used 
in rebuttal of the idea that large corporations will not buy 
anything at present. The sales referred to seem to indi- 
cate that large corporations will buy any time when they 
can get a device which saves money in office work. 

It is also of interest to note that the greater part of the 
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sales made in November were for stencil cutting use for 


Mimeograph duplication. The smaller types and condensed 
uniform controlled impression 
features which attracted attention. Also 
faced types first National 


Direct Mail Advertising Conven- 


spacing together with the 
seem to be the 
the new metal shown at the 
Business Show and the 
tion are added sales incentives 
Ss 

Washington Concern Gets Big Government Order 

Che Derby which S. P. 
Spitz been awarded a contract in the 
office desks 


Representatives office 


Equipment Company, Inc., of 
is president, has 
amount of about $150,000 for supplying the 
and chairs for the new House of 
building in Washington, D. C. 
special design. The chairs will be made of solid American 
Desks 


of special design with original con- 


The furniture will be of 
walnut, upholstered in leather specially finished. 
of members will be 
structional features, the tops having heavy molded edges 
with borders of bakelite material 

The chairs for this installation will be manufactured by 
of Philadelphia and the desks by th« 
N. Y. 


the Sikes Company 
Sikes-Cutler Desk Corporation of Buffalo, 


This is one of several large contracts taken by The 
Derby Equipment Company during the past year. The 
company enjoys a fine reputation in handling special gov- 
ernment work under the direction of President S. P. Spitz 


—<-—_—_——_ 

Argentinan Visits Addressograph-Multigraph Plant 
Recently lan W ] 
Cia La Camona, Buenos 


Bulmer, son of one of the owners of 
Aires, sales agents for the Ad- 
dressograph-Multigraph in Argentina, sailed for home after 
an extended stay at the Cleveland factory where he studied 
manufacturing methods and products. Mr. Bulmer also 


spent several days with the Cleveland Addressograph 
Agency doing actual selling and mechanical work. 

While in this country Mr. Bulmer also spent some time 
at the 
Youngstown, Ohi 


Company plant in Orange, N. J. 


factory of the General Fireproofing Company, 


, and in the Monroe Calculating Machine 
allie 
New Headquarters for Wood Office Furniture 
Associates 
Associates, Inc., 
New York, are 
Cincinnati, Ohio 
John Dornette, 


The Wood Office Furniture formerly 
at 420 Lexington avenue, 
318 Walnut 


should be addressed to 


now housed at 
street, Communications 
Jr., counsellor for 


the organization. The change was effected December 1 





A NEW COUNTER DISPLAY CASE FOR PARKER LEADS 

This glass topped case is made of heavy board and covered in 
black and silver. It holds two and two-thirds dozen tubes of 
eighteen leads each, one dozen erasers and one and one-third 
dozen of new Parker lead cartridges, each of which contains 
twelve leads and is topped with an eraser. The display case is 
given to retailers without charge by the Parker Pen Company, 
Janesville, Wisconsin, on the purchase of the assortment which 

fills the case 


39 


Olm Joins Wilson-Jones Company 


lhe many friends of O. J. Olm in the stationery and 
envelope industry have received season's greetings in the 
form of an announcement of his association with the 
Wilson-Jones Company. 

Mr. Olm has been connected with the company devel- 
announced Leatherlife line of fibre 


oping the recently 


products. Previously he was for many years vice-presi- 
dent in charge of production of the Quality Park Envelope 
Park, St. Paul, Minn. 

cconieiilaiabanaies 
Muenze Store in Larger Quarters 


The Passaic store of the Muenze Typewriter Shops has 


Company, Quality 


been moved to new and larger quarters at 45 Lexington 
avenue, the main shopping street of Passaic, N. J. Charles 
Muenze, proprietor of the Muenze Typewriter Shops, is one 
of the directors of the National Typewriter and Office Ma- 
Association. He has been very active in 


chine Dealers 


getting new members in his district. 
<p 


The Guest Book 
W. H. Hartley of London, on a business mission to Chi- 
Mr. Hartley and Mrs. 


Hartley, who came over on a later boat, spent Christmas 


cago, looked in upon us last month. 


in Canada with their married daughter who resides in To- 
ronto. A visit with Friend Hartley is always pleasant and 
informative. He was for thirteen years and until a few 
months ago in charge of the Multigraph business in the 
sritish Isles. Mr. Hartley has an extensive acquaintance 


in the British Isles. He was the second president of the 
Office 
made an honorary 
actively associated with the office equipment division of the 


Being a Britisher—he 


Appliance Trades Association, of which he was 


member this summer. He is also 


London Chamber of Commerce. 
was born and reared in Canada—he naturally fits into the 
English scheme of things. Before going there, however, 
he had the capital experience of the Multigraph over here, 
having been at one time connected with the Chicago office 
as salesman and later as manager in St. Louis and also 
manager in Atlanta, Ga. 

One of the objects of Mr. Hartley’s visit on this side 
was to look over the market with the thought of an English 
agency for certain things in this field. He will return to 
London early in January. 

M. W. Wintermute, 4481 A Forest Park boulevard, St. 
When he first called, 


some years ago, it was as sales manager for the Prufrock- 


Louis, was a caller on December 3. 
Lytton Company. This time he called as its successor. 

Dr. Eric Wills of Melbourne, Australia, favored us with 
a visit December 5. Dr. Wills is a dentist established in 
Melbourne, who was in Chicago for a short time taking 
some post-graduate work at Northwestern university. He 
brought a letter of introduction from Mr. E, C. Fowler of 
E. C. Fowler & Company, stationers in Melbourne. His 
answer, in response to our question as to how Mr. Fowler 
was progressing, was “very well.” 

Edward L. Little, general sales manager, Wabash Cabi- 
net Company, Wabash, Ind., signed the Guest Book on 
December 5. Mr. Little, who was in Chicago on company 
business, reported a certain improvement in conditions as 
he has been able to observe them, and a gradual lightening 
of the twilight presaging the dawn of better days. 

W. C. Koch, general manager, Marchant 
Machine Company, Oakland, Calif., called at our office 


Calculating 
December 17. He was on a trip which was to include a 
number of the important branches of the company in the 


eastern States. 
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Meetings--Conventions--Dinners 


Chicago Typewriter Dealers Meet at Lake Shore 
Athletic Club 

Members and friends of the Chicago Typewriter Dealers 
Association were dinner guests of James B. Hackney, vice 
president and sales manager of the Woodstock Typewriter 
Company, at the regular monthly meeting of the associa 
tion, held Tuesday, December 13 at the Lake Shore Athletic 
Club About eighty Ward, Sr., 


being suddenly called out of town, was unavoidably absent 


were present. James P. 
The evening was devoted almost entirely to pleasure and 


entertainment President Beutler presided during the 


early part of the evening but no regular business session 


was held. During the delicious meal two young ladies en- 
tertained with vocal and instrumental numbers 

At the 
nounced that the regular business meeting would be held 
December 16 in the offices of the Reliable Types 
Adding Machine ‘ 1:30 in the 


conclusion of the dinner President Beutler an 
Friday, 
writer and orporation at 
alternoon 


Arthur B 


and Office 


Froehlich, president of the National Type- 
Machine 


remarks. In 


Association was called 
essence, Mr. Froehlich 
Needless to Say I 


writer Dealers 


upon to make a few 


said, “I am happy to be here tonight. 


regret exceedingly my inability to have been present at 
last month’s meeting. This was due only to a ‘flying’ trip 
to New York, when, unfortunately, because of foggy 


weather I was compelled to travel by train instead of flying 
bac k auain 

“I think that a meeting of this kind should stimulate the 
be present at association 


desire on the part of everyone to 


consistently It is occasions ot 


from the difficulties that beset 


meetings regularly and 
this kind that take us away 
us during working hours, and which give us new ideas and 
new thoughts.” 


Mr. Hackney 


Hackney introduced “Count Carlsonborg,” 


was introduced as the host of the evening 


In turn Mr who 


gave an original and “witty” lecture on his impressions oi 
America. “Count Carlsonborg” turned out to be Axel 
Christiansen, a well known entertainer. 


Following Mr humorous 
Mr. Hackne y 
that is 


cooperation between the 


Christiansen’s presentation, 
gave a brief address on the new business era 
being ushered in. He stressed the necessity for 

dealer and 


He spoke 


ynce the financial center of Illinois, which 


manufacturer and 
dilated on some of the basic principles of selling 


of Shawneetown, 


refused a loan to the struggling village of Chicago becaus« 
the financiers of Shawneetown thought Chicago never 
would amount to anything. He cited this example as to 
how opportunities are often overlooked. The prospect has 


a want, he continued, and it is up to the dealer with the 


help of the manufacturer to turn that want into an advan- 
tage for both the prospect and the dealer. 


Just before the meeting was adjourned Mr. Froehlich 


the chair and said “I believe I am vox 


was recognized by 
ing the sentiments of the members of the Chicago Type 
writer Dealers Association, as well as of all those others 


thanks to the Wood- 


stock Typewriter Company and Jim Hackney in apprecia 


present in moving a rising vote ol 


tion of the splendid dinner and entertainment they provided 


for us this evening.” This motion was seconded and 


unanimously approved 


The Business Meeting 
held December 16 Presi 


dent Beutler gave a complete and concise outline of the 


At the special business meeting 


aims and purposes of the association 1933 program. Mr 


Beutler thought that the logical procedure would be to 


tackle one problem at a time. He suggested as one of the 


problems, that of itinerant mechanics taking away 
qualified meet the 
Che 


consensus of opinion was that this problem could be solved 


repair 


business from dealers who cannot 


mechanics’ low rate because of overhead expenses 


with the cooperation of the manufacturers and supply 
houses 

\s approximately thirty dealers were present, represent- 
ing better than ninety per cent of the typewriter industry 
in Chicago, the decisions reached should prove effective. 

Frank Kline of the Specialty Typewriter Company, as 
chairman of the “grievance” committee, gave a brief talk 
on the conditions existing in the local typewriter industry 
and then read a resolution regarding minimum rates rec- 
ommended for both repair work and rental of typewriters. 
Mr. Kline explained that his committee had thoroughly dis- 
cussed the matter from every angle but asked for any sug- 
After 
each point presented, the resolution was finally entered for 
adoption and seconded by Sam Polonsky of the All Makes 


The resolution was approved by a 


gestions or criticisms, considerable discussion on 


ypewriter Exchange 
unanimous vote 
President Beutler emphasized the fact that the measure 
was protective and not intended to deprive temporarily un- 
He pointed 
out that it was only intended as a measure to put every- 


connected mechanics of a means of livelihood 


body on an even basis so that legitimate dealers would not 
be handicapped through the necessity of meeting overhead 
expense 
entenceiellliiiliaiins 
Canadian Business Equipment Manufacturers’ 
Association Elect Executives 

The Canadian Business Equipment Manufacturers’ Asso 
ciation announce the following executives: President, T. 
R. Crayston, vice-president and general manager Dicta- 
phone Sales Corporation, Ltd., Toronto; Vice-President, R. 
A. MacDougall, assistant Canadian general manager Na- 
tional Cash Register Company of Canada; Secretary, D. E 
Bissel, 


Canada 


branch Addressograph-Multigraph of 


Ltd. 


The membership of the association includes: 


manager 


Addresso- 
graph-Multigraph of Canada Limited; Burroughs Adding 
Machine Co. of 
Limited: 


Canada Limited: Burt Business Forms 


Copeland-Chatterson Co. Limited; Dictaphone 
Sales Corp. Limited; Dictograph Products Corp. of Canada 
Felt & 
Co. Limited; D. Gestetner (Canada) Limited; International 
Machines Co. Limited; National Cash 
Co. of Canada Limited; Office Specialty Mfg. Co. Limited; 
Meter Co.; L. C. Smith & 


Corona Typewriters of Canada Limited; Todd Sales Co 


Limited; Tarrant Limited; General Fireproofing 


Business Register 


Postage Remington-Rand: 


Limited; United Typewriter Co. Limited. 
12:30 Club Holds Christmas Party 
On Wednesday, December 28, at 5:30 P. M., the Sta- 
tioners 12:30 Club of New York held its Christmas and 
New Year party at the Commercial Club, New York City. 
The 


enjoyed by everyone present 


entertainment was lively and the event was heartily 
There was excellent instru- 


mental music and vocal selections of a high character. 


Some of the events were in the nature of surprises. All 


those invited to the party were requested to bring along 


a gift valued at not more than twenty-five cents. There 


was an attendance of between one hundred fifty and two 


hundred persons. 
The club will next meet on Monday, January 9, 1933, at 


the Aldine club. 
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Seattle Typewritermen Meet December 13 

Members of the Washington Typewriter Dealers Asso- 
ciation held their last weekly meeting of the year Decem- 
ber 13, regular gatherings to be resumed after New Year’s. 

December 6, J. Thomas of the H. & M. Ribbon & Car- 
bon Company, was elected president; E. L. Goss, of the 
University Book Store, vice-president, and D. H. Johnson 
of the Washington Typewriter Company, treasurer. Ed- 
ward N. Phelan, manager of the Retail Trade Bureau of 
the Seattle Chamber of Commerce, was renamed secretary. 

H. O. Harvy of the Wholesale Typewriter Company, re- 
tiring president, gave an interesting and constructive re- 
port on the activities of the association during his regime 
and expressed appreciation for the co-operation of the 
membership. 

At the same meeting, Frank A. Hoy, who was introduced 
by Cy Young, manager of the Seattle office of the Under- 
wood Elliot Fisher Company and chairman of the enter- 
tainment committee, gave a lively talk on salesmanship, 
entitled, “Human Engineering.” 

A repair-job schedule for the coming year was unani- 
mously adopted at the last meeting in December. 

All the meetings are now being held at Mrs. Van’s Green 
Salad Bowl, 204 Marion street. 

Discounts on quantity jobs were approved by the mem- 
bership on November 15, the following recommendation 
being commended: “On repair jobs of five to ten machines, 
a discount of five per cent to be allowed; on repair jobs of 
ten or more machines, a discount of ten per cent to be 
allowed.” The committee also suggests that “where con- 
tracts or agreements between dealers and their customers 
were now in force, such contracts or agreements should 
not be affected by the repair schedule.” 

Mr. Johnson, of Black & King, Everett, Wash., attended 
the meeting November 29 as a guest, and presented the 
application of Black & King for membership into the asso- 
ciation. At the same meeting, H. O. Harvey reported 
attending a gathering of the typewriter dealers while he 
was in Spokane, at which time they discussed a uniform 
rental schedule and other activities which had already been 
carried out by the Seattle order. 

Honored guests at the November 1 meeting included J. 
W. Kramer, of California, and Alfred Prather, of “Popular 
Mechanics.” Motion pictures of the new Dvorak keyboard 
system, compared with the “universal” system, were shown. 
The keyboard was devised by Dr. August Dvorak, a mem- 
ber of the faculty of the University of Washington. The 
same pictures were shown at an educators’ convention the 
first of December in the East. 

The only typewriter stores in Seattle remaining open 
evenings from December 14 until Christmas are the U. 
Mimeo & Typewriter Company and the University Book 
Store. Both concerns are located in the University Dis- 
trict and are conforming with Christmas promotion plans 
formulated by the recently organized University District 
Retailers’ Association, which is headed by Al Slater.— 
JCJM. 


a 
Northwest Stationers to Dine 

The sixteenth annual dinner of the Northwest Station- 
ers Association will be held at the Hotel Lowry, St. Paul, 
Minn., on Saturday evening, January 28, 1933. This is the 
red letter event in the stationery trade of the near North- 
west. There is always a large and representative atten- 
dance of dealers and the representatives of the different 
manufacturing houses in this field, 

The gentlemen in charge of the dinner this year are 
(Arthur Grayston, Ed. Hansen, Gus Trapp and Herbert 
Fall. 

Office Appliances hopes to present a report of this dinner 
in the March issue. 
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Chicago Office Appliance Managers Hear Gypsum 
Purchasing Agent 

The regular December meeting of the Chicago Office 
Appliance Managers Association, which was held on Lake 
Shore Drive near Lincoln Park, was addressed by J. P. 
Sanger, purchasing agent of the U. S. Gypsum Company. 
Mr. Sanger’s talk was quite interesting. By way of in- 
troduction he described several kinds of purchasing agents 
he knew about, ranging all the way from the “chiseler” to 
the hard boiled. Then he described several general classi- 
fications of salesmen who call upon him. These were 
grouped roughly as the high pressure salesman, whose 
number has decreased in recent years; the personality 
boy who tries to sell on good fellowship; the uninformed; 
the timid soul who loses courage when he has to approach 
important officials and when the matter of price comes up 
for discussion; and last, what he calls the ideal salesman, 
who knows his line, its application to the customer’s prob- 
lem, sells on the strength of economical service and on a 
sound price basis. He paid a compliment to the office 
specialty salesman in being among the most well informed 
that he encounters. He also spoke of the advantages of 
the well organized and stabilized price structures followed 
by the office specialty manufacturers. 

After Mr. Sanger’s address all present participated in an 
informal discussion of some of the points he brought out. 


—_—»—— 
Edmonton Stationers Meet Monthly 

The Edmonton, Alta., Stationers Association through- 
out the fall met each month. The next meeting will occur 
in January, the meeting for December having been can- 
celed. 

The work the association is doing has been primarily to 
create good will and promote better feeling and under- 
standing among the members of the trade. Those who 
have been in the stationery line for twenty-five years or 
more have occasion to help one another in various ways, 
at the same time not reducing the proper competitive spirit. 
In many cases, prices in standard lines have been stand- 
ardized and community buying for all members has helped 
the membership as well as the buying public. Before the 
association was created, there were never any social ex- 
changes, but today members know each other by their first 
names and associate together and joke and tell stories in a 
truly excellent spirit. Members naturally have certain 
differences which are ironed out promptly. The object of 
the association is to be right and one hundred per cent in 
everything. 


> 
New York O. A. Managers Active 

On the evening of November 17 the New York Office 
Appliance Managers’ Association met at the Hotel Lexing- 
ton, under the chairmanship of W. B. O’Donnell, secretary 
and treasurer of the organization. Mr. O’Donnell also 
gave the address of the evening. 

On December 15 another meeting was held at the same 
place. Walter Strain, vice-president of the association, 
was the speaker of the evening. 

The annual dinner of the association will be held on 
January 11, at which time the leading salesmen in the 
various contests for the last four months of the year will 
be the guests of their managers. 


SS 
Seventeenth Annual Meeting of K. B. D. A. 
The Kansas Bookdealers Association will hold its seven- 
teenth annual meeting at Topeka, Kansas, Monday and 
Tuesday, February 20 and 21, 1933. Headquarters will be 
maintained in the Hotel Roof Garden on the Hotel Kansan. 
The Kansas legislation will be in session at that time, 
an added reason for the presence of dealers at the con- 


vention. Although the program has not been definitely 
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settled it is expected to give greeting cards a generous 


allotment of time It is anticipated further that most ot 
the prominent greeting card houses will have a repre- 
sentative present and also displays of their lines. The 


latter, of course, will be in addition to exhibits of regular 


lines of stationery and office supply items 

Phil M. Anderson, 
that the meeting will be 
little time for entertainment and golf. Nothing but hard 


president of the association intimates 


mainly for business with very 


work is planned for those who attend, he says 


+ 
Montreal Stationers Hold Annual Meeting 


The Stationers Association of Montreal held its annual 
meeting December 7 with twenty-two members present 
at a luncheor The following officers were elected: Pres 
ident, T. V. Bell, Thos. V. Bell Limited: Vice-President, 
Edouard Gariepy, Granger Freres Limitee; Secretary 


| rede ri k, s \ Frederick & ( 


lreasurer, | \ 


Che executive committee consists of W. Ed. Dawson, 
Dawson Brothers Limited; J. A. Guay, Compagnie J. Alt 
Guay Limitee; O. W. Barwick, Barwick Limited; Wm. F. 
Dawson, Charles |! Dawson Limited; Robert Fortier, 
Joseph Fortier Limited; E. B. Charters, Charters & Char- 
ters; O. H. Manning (ex-officio), O. H. Manning & Com 
pany 

~~ 
Parker Foreign Branch Managers Meet at Factory 
Managers of the Parker Pen Company’s foreigt 


branches gathered at the factory t the company in Jane s 


ville, Wisconsin, recently to discuss plans for increasing 
sales in 1933 \n ne those attending were \ R Zoccola, 
Managing Director of the Parker Pen Company, Ltd., of 
London; Victor Smith, Managing Director of the Parke: 


Pen Company. Ltd., of Toronto, and Frank W 


Parker Pen Company, 


Fountain 
Matthay, export manager of the 
who made a hurried trip from Copenhagen, Denmark, t 


be present at the meeting 


a 
Atlanta Office Appliancers Discuss Taxes 
Association of Atlanta, Ga., 


different taxes 


Che Atlanta Office Appliance 


recently held a series of discussions on the 


paid by the office appliance companies who are members 
of the association, and what may be done about it Phe 
subject proved to be very interesting and it is surprising t« 


know the amount of taxes some of the members of the as 


Needless to say, the influence of the ass 


be ist into the scale on the side of economy 


sociation pay 
ciation will 
expenditures 


in publi 


— 
Brown Heads Toledo Stationers Club 
Maley of the Ren 


On account of the transfer of Harry 


ington Rand organization from Toledo to the Clevelar 
office of that mpany, it became necessary to select a new 
president f the Toledo Stationers Club, and the mantlk 


of office has fallen on A. L. Brown, manager of the Toledo 


branch of The Shaw-Walker Company. 
Othce Appliances extends its cordial good wishes to both 
Mr. Maley and Mr. Brown 
—o 
Pennsylvania Managers Hold Christmas Party 
The Office Appliance Managers Association of Phila 


delphia held its annual Christmas party on Thursday eve 


ning, December 22. There was a good attendance of mem 
bers and guests wl listened to an interesting program 
ireful irranged. It is hope present some further 
details in the February issu 
—— 
Annual Dinner of Chicago Stamp Makers 

rl unnual dit the Chicago Stamp Manufactur 
Clul It is held December 19 at the Bismarck hotel 
Chere " program, and business was not cor 


OFFICE APPLIANCES 


Folder Portrays Bermuda Charms to Wholesale 
Stationers 

William V. McCarthy, 10 East Fortieth 

York, representing the Ray McCarthy Travel 

Wholesale Stationers Asso 


presenting the ad- 


street, 


New 
Service, re- 
cently sent to members of the 
ciation a beautiful booklet in colors, 


vantages of Bermuda as a health and recreation center. 
This booklet should inspire 
parts of the country to make the trip to the annual con- 
held at February 4 to 
reservations are desirable. The 


York in the steamship “Monarch 


wholesale stationers from all 


vention which will be Bermuda on 


10 inclusive. Early com- 


pany will sail from New 
of Bermuda” on February 4, on which boat choice accom- 
those who act promptly. 


modations are available to 


Communications should be addressed to H. C. Whitte- 
more, 250 Fifth avenue, New York, or William V. McCar- 
thy, 10 East Fortieth street, New York 

_—— 
Tolles Sales Talk in Booklet Form 
The Shipman-Ward Manufacturing Company, 4401 


Ill., has republished in book- 
N. Tolles, 
at the November 
Association 


Ravenswood avenue, Chicago 


let form an address by Harry president of the 


Sheldon School, given meeting of the 


Dealers 
Shipman-Ward 


Chicago Typewriter Dealers’ may 


free on application to the 
Many good points were brought 


secure a Copy 
Manufacturing Company 
out in Mr. Tolle’s address, and dealers can read the book- 


} 


let with inspiration and profit 


oe 


Mid-West Travelers Membership Lists 


Members of the Mid-West Travelers Club, Kansas City, 
Mo., are distributing to the stationers they visit hanger 
cards bearing the membership list of the club. R. ¢ 
Moore, secretary of the club, urges members to secure a 
stock of these cards and leave them with dealers of the 
Eighth Region \ supply of these lists can be obtained 
from the secretary's office, or will be mailed on request to 
the secretary if the traveler does not reach Kansas City 


frequently 


> 
Toronto Stationers Busy 
H. W. Nelson, secretary-treasurer of the Commercial 
Stationers Association of Toronto, states that association 
work in that city is progressing favorably. He says that 


Christmas business in Toronto is reported to have been 


equal to that of last year 

Association meetings were discontinued after the middle 
f December until the middle of January 

Stationers Planning for Boston Dinner 

Joseph T. McLaughlin, of the Filing Equipment Bureau, 
Boston, has been appointed chairman of the committe 
which will plan the annual dinner of the Boston stationers. 
be held early in February, and “Joe” plans a big 
date for the 


Chis is to 


night. Members are urged to leave an oper 


Christmas festivities 


aie 
Party Planned by Chico Stationers 

The Chico 
parts of Chicago and suburbs have arranged for a party at 
the Midwest Athletic Club, opposite Garfield park. It will 
be held January 9 at 6:30 P. M. 


re 
Pieritz of Brothers is p 


Club, composed of stationers in the outlying 


| 
Robert Pieritz resident of the 
rganization 


> 
Twin City Stationers Hold Meeting 
of the if Minneapolis 
November 10 
lwelve different houses were represented by one or more 
The meet- 


\ combination meeting stationers « 


and St. Paul was held in the latter city or 


members and a dinner was served at 6:30 P. M. 


wed 
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IT’S A GREAT GAME 
And your winnings may depend upon the 
next move you make. In the game of busi- 
ness are you trying to get along without the 
Mimeograph? Industry generally is using it 
today as a means of (1) beating down ex- 
penses, (2) stimulating organization and sales. 
Its speedy duplication of all kinds of forms, 
letters, bulletins, sales charts, graphs, etc., is 
an important factor in the new economy. Your 
next move—write A. B. Dick Company, Chicago, 
for full particulars—or see ‘‘ Mimeograph”’ trade- 


mark heading in your classified phone directory. 





NINEOGRAFH 


SICK 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 








OFFICERS: 


Charles A. Stott, Washington, D. C., acting president and vice-president, retailers’ division; Herman Price, New York, 

N. Y., vice-president, manufacturers; C. A. Lent, New York, N. Y., vice-president, bank and commercial stationers; ]. S. Luckett, 

Toronto, Canada vice-president; W. E. Hough, Marietta, Ohio, vice-president, travelers; R. A. Waltz, Spokane, Wash., vice- 

president, commercial furniture; H. G. Horder, Chicago, Ill., vice-president, wholesalers; W. P. Waddy, Richmond, Va., auditor; 
W. E. Stockett, ]r., Washington, D. C., treasurer; C. P. Garvin, Washington, D. C., general manager. 


Regional Governors and Retail Directors 


King, Ward’s, No. 4. William Douglas, 
Zac Smith Stationery Com- 
pany, Birmingham, Ala. 


No. 5. L. N. Bishop, Office 
Supply & dowry. 8 Com- 
pany, Cleveland, Ohio, re- 
tail director. 


No. 6. G. O. Stevens, Ste- 
vens, Maloney & Company, 
Chicago, Ill.; V. D. Par- 
ker, e Parker Company, 


No. 1. A. L. 


Boston, Mass. 


No. 2. Lou Hoelscher, Hoel- 
scher Stationery Company, 
Buffalo, N. Y.; Fred . 
Grant, Grant's Bookshop, 
Utica, N. Y. 


No. 3. W. H. Brooks, Jr., 
W. F. Murphy’s Sons Com- 
pany, Philadelphia, Penna. ; R A 
Michael Bard, Bard’s Busi- Madison, Wisc. 
ness Service, Lancaster, No. 7. H. S. Fall, Japs- 
Penna. Olson Company, Minneap- 





olis, Minn.; J. O. Popple, Mason, Jr., Out West 

Zaiser’s Specialty om- Printing & Stationery 

pany, Des Moines, Ia. Company, Colorado 
No. 8 Herman N. Cast, Springs, Colo. 


Western Litho. Company, wo 1). 


Wichita, Kans. R. A. Waltz, John 


W. Graham & Company, 


No. 9% W. C. Clegg, The Spokane, Wash. 
ag SS No. 12. Harry Morgan, Sta- 
Western Bank & Office tioners Corporation, Los 


Supply Company, Okla- Angeles, Calif. 


homa City, Okla. 


No. 13. Thomas V. Bell, T. 
No. 10. F. B. Robinson, V. Bell, Ltd. Montreal, 
Golden, Colo.; William Canada. 


General Office and Information Bureau—525 Investment Building, Washington. D. C. 
Place and date of the next annual convention—Cincinnati, Ohio, June 5, 6, 7, and 8, 1933. 


Stationers Join in Protest Against Government 
Competition 

[he National Stationers Association and twelve of the 

local 


together 


Stationers associations 
thirty-three of the 
Atlantic to the 


Canada line, recently 


foremost 


country, with leading sta- 


tionery houses from the Pacific oceans, 
and from the Gulf of Mexico to the 
pre sented a briet protesting against government competi- 
tion with private industry to the Special Committee of 


the House 


Competition with Private 


of Representatives to Investigate Government 
Business. 
protest was made against the proposed action 


of Justice to set up a plant for the 


opecinc 
of the Department 
manufacture of steel office equipment in the new federal 
Pennsylvania. Objection was 


penitentiary at Lewisburg, 


also made to the action of the government in supplying 


government stamped envelopes at prices against which 
no envelope maker can compete; to the activities of the 
Government Printing Office in competition with estab- 
lished businesses; to the action of the Norfolk Navy Yard 
which bid in competition with a leading manufacturer of 
steel filing devices and won the order on a price basis; to 
the action of the U. S. Engineers Office, War Depart- 
ment, who are having large drawing boards and “horses” 
to hold them made at the Government Boat Shop in St 
Louis; to the alleged sale of bankruptcy blanks to attor 
neys by the clerk of the U. S. District Court at St. Louis; 
to the alleged action by naval supply depots on the Pacific 
Coast in selling articles of stationery and office equipment 
to outside persons at prices with which local dealers can- 
not compete 

General Manager C. P. Garvin of the National Station- 
ers Association, who presented the brief of protest before 
the committee, in his argument before that body on De- 
cember 19 is reported as having said that the machinery 
sufficient to make 


installed in the Lewisburg 


p< issible the 


prison is 
production of more steel furniture there than 
can be produced by all the steel furniture manufacturers 
in the United States. 


Mr. Garvin 


its polic y 


observed that if the government continued 


of competition with private enterprise, the latter 


] 


will be wiped out and the skilled artisan will be obliged 


throughout the 


to commit a crime before he can work at his own trade! 
continued Mr. Garvin, 


“If he works in steel furniture,” 
in a vein of facetiousness, “he will have to burn a church 


to get into Lewisburg. If he is a shoe man he will have 
a murder to get into Leavenworth.” 


Washington 


to commit 
that 
Representative Rich (R.) of Pennsylvania, a member of 
charged Sanford Bates, 
with having “double crossed” the 
Bates had told the com- 
mittee he was going to put a stop to installing high speed 


Newspaper dispatches from report 


the committee, director of the 
U.S. Prison Bureau, 
committee. Rich asserted that 


machinery in Federal prisons, but since that statement 
was made the Lewisburg prison has been opened with 
more machinery than is used by the entire private steel 
furniture industry combined. 
————_—~<+>—— - 
Travelers Boost National Salesmen’s Course 

That the salesmen’s course prepared by the National 
Stationers Association will be of an upbuilding, instructive 
character is the opinion of W. E. Hough, president of the 
Penn-Mar-Va Travelers Club, Washington, who has been 
in a position to follow the development of the idea at the 
hands of General Manager Garvin and his advisers. Mr. 
Hough continues: 

“The 


given by the 


salesmen’s development course which is being 
National Stationers Association will com- 
mence January 1. At this time our club will try to aid 
the National Association in 
tween Christmas and New Year’s the club sent a bulletin 


to all its members asking them not only to join this sales 


securing enrollments. Be- 


training course themselves that they may know just what 
sales training is available, but to promise at least one or 
two new members for the course 

“Shortly after the first of the year we intend to hold 
group meetings of all retail stationers’ salesmen in our 
district, whether their firms are members of the National 
Association or not, in order to outline the course that is 
and can be available to all of them, and to ask them at 
these meetings to consider some of the things that we, as 
a travelers group, might be able to do for them. 

“Our club—and I believe practically all traveling men— 
are always particularly interested in the salesmen them- 
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THIS PICTURE IN FOUR COLORS AND SILVER APPEARS ON THE 


INSIDE SPREAD OF NEW 4-PAGE LETTERHEAD FOR DEALERS 


~ : / >. tae 





A BUSINESS GETTER 


These days you must single out your prospects who 
can afford to buy. Then approach them with the most 
effective kind of material available. Concentration of 
sales effort, rather than haphazard tactics, brings results. 


These letterheads, produced at great expense in five 
colors, are offered at a fraction of their cost. Every 
dealer should have a few—mail the coupon for trial 
order. 
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This coupon is your order blank 








L C SMITH & CORONA TYPEWRITERS INC 
51 Madison Ave., Dept. 32A, New York. 

Please enter our order for........... letterheads, 
charge to be for 250-$2.00. For 500-$3.00. 
Price per thousand, $4.00. 
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~ QUALITY 
FIRST... 


3 the face of diminished 
sales volume, many stationers are 
tempted to “‘cut prices,”’ in hopes of 
attracting business. It is therefore 
time to remember the old slogan, 
‘Quality is remembered long after the 
price has been forgotten.”’ 


The American public demand Quality, 
and are willing to pay a fair price for it. 
Business men and their office assist- 
ants are more discriminating each year 
regarding the appearance of their let- 
ters, and the legibility and permanency 
of file copies. Your customers do not 
want ‘‘cheap”’ ribbons and carbon. 
Dealers who sacrifice quality and value 
for low price, are only cheating them- 
selves out of well deserved profits, and 
endangering the Good Will and patron- 
age of their regular customers. 


MITTAG & VOLGER, Inc., was estab- 
lished in 1888 and have successfully 
faced periods of business depression 
many times, without deviating from 
the exacting standards of finest qual- 
ity. A wide range of prices and full 
value for every dollar, offers “*“M&V”’ 
dealers the opportunity to meet the 
sensible price requirements of every 
business office. 


Write for information regarding the 

“M&V" Service Dept., with the help 

of which qualified dealers may func- 
tion as Factory Representatives. 


MITTAG & VOLGER 
INC, 
Principal Office and Factories 
PARK RIDGE, N. J. 


igencies Throughout the World 


TYPEWRITER RIBBON 
geen oc tas 


roe utton 
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elves—even more so, perhaps, than in the proprietors. 
Our difficulty has been that many salesmen, since they are 
being paid on a commission basis, lean toward taking 
large orders at short pronts, rather than t the owners’ 
viewpoint of smaller but more profitable sales. The sales- 


man can’t always be blamed for this condition because he 


is usually paid commission on the dollars and cents busi- 
ness, and the size of the profit does not affect his income 
too noticeably. But every traveler is up against the same 
thing, viz., his line or parts of it require good selling meth- 
ods; and if we can get the salesmen to see eye to eye with 
their employers, then we have made some progress 

“If we, as a travelers’ group, permit salesmen only to seek 
or at least spend most of their time on the larger quantity 
orders, then we ourselves are facing disaster. Our firms 
need us only when it is necessary to sell something. If 
we are simply going to supply a demand by making a 


quotation, then there will, as time goes on, be fewer and 


fewer jobs for us who are dependent upon selling for our 
livelihood 


“And so the Penn-Mar-Va Travelers Club will, shortly 


after the first of the year, make an active effort to sell the 
salesmen on grabbing hold of all publicity, magazines and 


salesmen’s training courses that are available.” 


sate . . 
Buffalo Stationers Plan Regional Meeting 


Louis Hoelscher, president of the Buffalo Stationers 


Association, and regional governor of District No. 2 of 
lhe National Association of Stationers, has begun work on 
the 1933 regional convention. The date has not yet been 
set, but Mr. Hoelscher is organizing his forces for a good 


meeting 
All the members, according to F. J. Killeen, secretary of 
the Buffalo Stationers Association, mourn the passing of 
their good friend and vice president of the association, 
Harry Williams, of Ryan & Williams, Inc. He was an out 
standing figure in the field, and one of the most popular 
men in the trade, as well as in the Stationers Club. The 
members of the club served as honorary pall bearers at his 
funeral. 
— 
District No. 8 Planning Convention 
Information from Herman H. Cast, governor regional 
District No. 8, is to the effect that a big convention is be- 
ing planned for Topeka. The date has not been set. He 
states that dealers are working together today much better 
than they ever did in the past, and says that it looks like 
a mighty easy year on the governor. Active work is ex- 
pected to get under way early this year. 
— 
Christmas for New England Travelers 
\ subscription Christmas party for members only was 
arranged by the New England Travelers Club. President 
Malcom Dresser secured an option on a room at Hotel 
Kenmore, Boston. The program set for December 22 
provided for various forms of entertainment, such as an 
old-fashioned dinner, a Christmas tree with a live Santa 
Claus presiding, card games and a raffle for prizes, etc. 
Each member was requested to bring a gift costing not 
more than fifty cents 
iain 
Northwest Travelers to Meet 
The semi-annual meeting of the Northwest Travelers 
Club will be held at the Hotel Lowry, St. Paul, Minn., 
at two o’clock P. M. January 28, preceding the annual ban- 


quet of the stationers’ association 


> 
Where Is Mr. Jowett? 
Information is desired concerning the whereabouts of 


J. W. Jowett. Should any reader know his address, Office 


\ppliances will appreciate having it 
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Is This or Is It Not 
Sound Sense About 


STORAGE FILING? 


LIBERTY Boxes are made to semi-seal with cord and tension 
button, because careful analysis shows that in storage filing 
safety is necessary first of all. Weigh carefully the follow- 
ing points. They will help you close more sales and build 








business. 


LD records and papers in every line of business and bank- 
ing must be kept for reference. Many of these old papers 
and records must be kept permanently or for a long period 

of years. That does not mean they are referred to every day. 
The fact is most of them are never needed for reference. They 
are kept only because there is a possibility they might be 





Interest of prospects can be aroused readily needed. In other words, the storage filing problem is first of all 
by proving the convenience and economy » > 7 Th ° O7 
of LIBERTY Boxes. Many LIBERTY safety, then reference. Users tell us that storage filing is 90% 
Boxes made 10 years ago are still giving ra. O7 pa mY 

perfect service. safety and only 10% reference. That means that a storage file 


or box must be built to keep records saf*. After safety then 
comes reference. LIBERTY Boxes are built to give both of 
these values. The cord-and-tension-button closing method 
semi-seals contents. LIBERTY Boxes can’t spill. They can 
be handled, stored, moved or transported without lost or dam- 
aged records. Where reference is necessary, it can be made 
instantly—no tying or untying. It is this safety feature of 
LIBERTY Boxes that has appealed to users, made LIBERTY 
Boxes for more than 15 years leaders in their field. They far 
and away outsell all others. They are made of the best quality 
materials. They satisfy users in every way. That’s why it 
pays to push them. 





Now is the best time of the year to go after new LIBERTY 
Box Customers. Are you using our sales helps? 


Special effort should be made to interest 
present LIBERTY Box users in additional 
sizes—as the group above for banks. 


BANKERS BOX CQ., Inc. 


536-538 South Clark Street, CHICAGO, ILL. 





LIBERTY Boxes Instantly set up—no Easy to use—top They semi-seal — no 
Shipped Collapsed assembling opens flat tying 





Re 
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THERE |[.§ A DIFFERENCE IN TYPEWRITER RIBBONS & CARBON PAPERS 
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* MANUF ACTURIES © DISTRIBUTING WAREHOUSES 
COLUMBIA RIBBON & CARBON MFG. CO., INC. 


Main Office and Factory: Glen Cove, L. I., N. Y. 


Branch offices and agencies in all principal cities of the United 
States—also London, Madrid, Milan, and Sydney, Australia 

















The DIFFERENCE—AND THE REASON 


Extensive facilities for research, manufacture and 
delivery on a large scale, together with buying con- 
nections in the world’s leading material markets, 


enable COLUMBIA to give you the benefits of 


finer quality, increased economy, longer wear — 


GREATER VALUE! 


For greater value —"BY COLUMBIA”. You will 
quickly see the DIFFERENCE. 


COLUMBIA. ino carson pares 
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DeskesK SSOCIATION NEWS 


A. BDroehlich, President "WT Corney, Vice-President 
30 33 W. ADELAIDE ST, 


3 W. MONROE ST, 
TORONTO, 2, ONTARIO, CANADA. 


Cwicaco, lit 
AW. Kelistedt Treasurer chin WH LaWitt Secretary 
420 LIBERTY ST, 625 BROADWAY 
New Yorn NY. 
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Board of Directors 

Company, Lincoln, Neb.; Samuel Morse, 
Bronx Typewriter Exchange, Bronx, N. 
Y.; Charles Muenze, Passaic, N. J.; R. 
H. Preston, Preston Typewriter Company, 
Inc., Knoxville, Tenn.; Deane S. Rey- 
nolds, Office Appliance Company, Bos- 
ton, Mass., E. D. Twite, Typewriter & 
Applience Company, Ltd., Montreal, P. 
Q., Canada; James P. Ward, Jr., Ship- 
man-Ward Manufacturing Company, Chi- 
cago, Iil.; Hugh J. Williams, The lowe 
Supply Company, lowe City, la. 


Mrs. Jessie |. Taylor, Globe Typewriter 
Exchange, Inc., New York, N. ¥.; L. W. 
Adler, Cleveland Calculating Company, 
Cleveland, Ohio; C. E. Bush, General 
Typewriter Company, Washington, D. C.; 
G. S. Cambies, Cambies Typewriter Ex- 
change, New Orleans, La.; E. A. Glass- 
man, City Typewriter Exchange, Roches- 
ter, N. Y., R. E. Huffman, Huffman Type- 
writer Company, Inc., Aberdeen, S. Dak.; 
H. E. McArthur, Nebraska Typewriter 


Membership Increasing Rapidly 
November 
dred and twenty-six names were added to the membership 
of the National Office Machine 

Association. The membership committee under 
the chairmanship of W. T. 
the 


Between 1 and December 10, 1932, one hun- 


roster Typewriter and 
Dealers 
Corney, is to be congratulated. 


Following are names and addresses of the new mem 
be rs 

Addressoplate Company, New York City, N. Y.;: J. E. Albright & 
Company, New York City, N. Y.; Alcon Typewriter Company, New York 
City, N. Y.; All Makes Typewriter Exchange, Chicago, Ill.; Stanley 
Allen, Allen-Wales Company, New York City, N. Y.; Allen-Wales Corp., 
New York City, N. Y¥.: All Makes Typewriter Co., Omaha, Nebr.; Amer- 
ican Office Machine Co., Chicago, Ill.; American Typewriter Echange, 
Chicago, Ill.; American Typewriter Exchange, Richmond, Va.; Ames 
Supply Company, Chicago, I1l.; Ames Supply Company, New York City, 
me Bs 

Batlin & Horiwitz, New York City, N. Y.; Bergen Typewriter Service, 
Hackensack, N. J.; Boyd's Inc., Malden, Mass.: Broadway Typewriter 
Exchange, New York City, N. Y.; Bronx Typewriter Exchange, New 
York City, N. ¥.: Elmer Brown, Newark, N. J.; Better Grade Typewriter 
Co., New York City, N. Y.: Business Equipment Company, Battle Creek, 
Mich.; Business Equipment Company, Detroit, Mich.; Business Machine 
Service Company, New York City, N. Y. 

Calculator Equipment Corp., Orange, N. J.: 
change & Supply Co., Montreal, Que., Canada; Checkwriter Company, 
New York City, N. Y.: City Typewriter Exchange, Rochester, N. Y 
Clarotype Co. Inc., New York City, N. Y.: Cleveland Calculating Com 
pany, Cleveland, Ohio; Cleveland Typewriter Company, Cleveland, Ohio 
Cohen Typewriter Exchange, New York City, N. Y.; Columbia Ribbon & 
Carbon Mfg. Company, Inc., New York City, N. Y.: L. J. Conger, L, C. 
Smith & Corona Typewriters Inc., New York City, N. Y. 

C. H. Demond & Company, Greenfield, Mass. 

Economy Typewriter Company, New York City, N. Y.: 
Typewriter Shop, New York City, N. Y.: S. L 
Texas. 


Canada Typewriter Ex- 


Exchange 
Ewing Company, Dallas, 


A. B. Froehlich, Chicago, Ill 

Gambino & Pfister, New York City, N. Y.: A. Geddis, Chicago, IIL: 
General Adding Machine Company, Newark, N. J.; General Office Ma- 
chine Corporation, Pittsburgh, Pa General Typewriter Exchange, Des 


Moines, Iowa General Typewriter Exchange, Lincoln, Nebr.: Globe 


Typewriter Exchange, New York City, N. Y.; Graze & Sadler, New York 
City, N. Y. 

Halverson's Typewriter Sales 
Hanna Typewriter Exchange, Cleveland, 
ment Company, New York City, N. Y.; 
York City, N. Y.: Harry's Business Machines Inc., 
Typewriter Company, New York City, N. Y.: 
Canada: Holbrook & Chicago, Il; 
Inec., Aberdeen, S. Dak 

Idaho Typewriter 
writer Exchange, Chicago, 
City, N. Y. 

Jacobs Office Appliance Corporation, Cincinnati, Ohio 

Kelly Typewriter Company, Union City, N. J. 

J. T. Lafferty, Underwood Typewriter Company, New York City, N. Y.: 
Long Island Adding Machine & Typewriter Company, Baldwin, L. L., 
N. Y.: W. C. Lothrop, Chicago, Il. 

J. L. MeDonough, Royal Typewriter Company, Chicago, Ill.: Manu- 
facturers Typewriter Clearing House, Chicago, Ill.: Gerald Martineau, 
Quebec, Canada: Mason Typewriter Exchange, Almond, N. Y.: Mitchell 
Office Equipment Co., Pontiac, Michigan: W. J. Montgomery, Royal Type- 
writer Company. New York City, N. Y.: Morse Typewriter Company, 
New York City, N. Y.: Muenze Typewriter Shops, Passaic, N. J. 

Nebraska Typewriter Company, Lincoln, Nebr.: Nemzer Typewriter 
Exchange, Brooklyn, N. Y.: Nethercott Typewriter Company, Toronto, 
Ont., Canada; Neuschafer & Jacobs, New York City, N. Y.: North Shore 
Office Equipment Corp., Salem, Mass. 

C. A. Oakley, Elizabeth. N. J.: Office Eauipment Co., 


& Service, Inc., Kalamazoo, Mich.; 
Ohio; Hanover Office Equip- 
Harlem Typewriter Shop, New 
Reno, Nevada: Henry 
J. M. Hill, Ottawa, Ont., 
Gibson, Huffman Typewriter Co., 
Pocatello, Idaho; International Type- 
International Typewriter Co., New York 


Exchange, 


Il.; 


Des Moines, 











No. 2161—A new low- 
priced Walnut line 





FOUND: A NEW 
BUSINESS OPPORTUNITY 
IN THE NEW YEAR 


Let Imperial prepare you to 
benefit by it at once! 


The Waiting Era is ended . . . buyers are getting back 
into the habit of buying again. 


Business won’t make a sensational comeback . . . there'll 
be no triumphal entry . . . it’s creeping back to normal, 
slowly but surely. Don’t wait for a trumpet call... don’t 
wait until you see prosperity coming around the prover- 
bial corner. Be there first . . . prepared to meet it .. . 
to take full advantage of it ... at the very start... now. 


There’s a whale of an opportunity . . . a big profit volume 
. . » for the dealer who is wisely looking ahead. 


Let Imperial bring you bigger sales, plus greater profits 
. . . plus quicker turnover. Imperial’s broad, inclusive 
line of desks, tables and matched suites offers you first 
place in the field. Designed and built to satisfy the de- 
mands of today’s wise customers who are educated to new 
standards of quality and economy—yet priced right to 
meet 1933 budgets and to insure a wide margin of profit 
to the dealer. 


Now is the time to decide . . . if you want a full share of 
this opportunity. Let us give you the essential facts 
about the Imperial Franchise. 


Full information will be sent upon request . . . and en- 
tirely without obligation. 


Don’t wait .. . write at once. 





IMPERIAL DESK COMPANY 


EVAN SVILLE** INDIANA 
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Meet the F amily 


...every one of them 
an outstanding value 


Here's the new line of Ault & Wiborg Type- 
writer Ribbons—each as smartly, as newly 


packaged as the fresh new year. 


And each of them an exceptional value—in 
quality, in wearability, in cleanness of impres- 
sion made, in price. 

Try a few. You'll sell them fast. If you're 
just a bit skeptical, send the word and we'll 
be glad to mail you samples, prices, and com- 


plete information. 


THE AULT & WIBORG COMPANY 


Incorporated 


Subsidary of The International Printing Ink Corp. 
Cincinnati, Ohio 





TYPEWRITER RIBBONS 
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lowa; Office Equipment Merchandiser, Chicago, Ill.; Office Machinery 


Co., In Philadelphia, Pa.; Orange Typewriter Company, Orange N. J. 
Peck Typewriter Echange New York City, N. Y Peerless Key Com- 
pany, New York City, N. Y.; Pruitt Company, Chicago, Il 
Queens Typewriter & Stationery Corporation, Long Is d City, N. ¥ 


Edward H. Quimby, Dover, N. H 
Reliable Typewriter Exchange, New York City, N. Y 


Sable’s, Detroit, Mich.: Schmidt Typewriter Exchange, Cedar Rapids 
Iowa; Shipman-Ward Mfg. Company, Chicago, lIl.; L. C. Smith & Corona 
Typewriters, In« New York City, N. Y¥ Soulis Typewriter Co., Ltd., 
Halifax, N. S.:; Specialty Typewriter Company, Chicago, Ll Loren E 
Spiece Typewriter Company, Bucyrus, Ohio; Standard Typewriter Com 
pany, Montreal, Canada; Standard Typewriter Service, New York City, 
N. Y.; Stemp Typewriter Company, Madison, Wis.: Stevens Typewriter 


Exchange, Hot Springs, S. Dak Story County Typewriter Service 
Nevada, lowa 
Taylor's Ine Grand Rapids, Mich Taylor Typewriter Company 


Morgantown, W. Va.: James R. Teeter, Wholesale Typewriter Co., New 
York City, N. Y.; Tefft Typewriter Co., White Plains, N. Y.; Thomas & 
Corney, Toronto, Canada; 8S. N. Thomson, Newark, N. J Harry Thor, 
Royal Typewriter Company, New York City, N. Y The Thurriault 
Press, Nashua, N. H.: Tulsa Typewriter Company, Tulsa, Okla.; Twin 
Company, Marinette, Wis Typewriter & 


City Typewriter & Supply 
Circle Com 


Appliance Company Ltd Montreal, Canada: Typewriter 
pany, New York City, N. Y Typewriter Equipment Company, New 
York City, N. Y¥.: Typewriter Rental & Sales Bureau, New York City, 
N. Y¥.: Typewriter Sales Assn., St. Paul, Minn.: Typewriter Sales Com 
pany, Chicago, Ul.: Typewriter Sales & Service Company, Newark, N. J. 
Typewriter Sales & Service Co., San Antonio, Texas; Typewriter Service 
& Exchange, Inc., Chicago, [ll.; Typewriter Trading Co., New York, N. Y 


United Typewriter Company, New York City, N. Y Universal Busi 
ness Equipment Co Bridgeport, Conn Union Plating Works, New 
York City, N. Y 


Andrew Wagner, Central Typewriter Exchange, Newark, N. J.; Wagner 
Typewriter Exchange, Chicago, Ll Wait's. Mineville, New York: Floyd 
G. Winters, Mer... American Writing Machine Co., New York, N. Y¥ 


ae 
Local Dealers Affiliate with National 

Secretary LaHiff of the National Typewriter and Office 
Machine Dealers Association reports that ninety percent of 
the typewriter men in Newark, N. J]. and vicinity have joined 
the National Association. Charles Muenze brought in these 
new members after much conscientious work. He has been 
made secretary of the new association known as the New 
Jersey Typewriter and Office Machine Dealers. 

It is reported that dealers in Washington, D. C. are planning 
to take their local association into the national. Other cities 


ire planning similar action. 


i. 
Fine Opportunities for Trade Association 
Development 


The following is the substance of an address delivered by 
R. B. Jenkins of New York University at the December meet 
ing of the New York Association of Typewriter and Office 
Machine Dealers. Mr. Jenkins is connected with the School 
of Commerce: 

The reason why the opportunities are excellent in trade asso- 
ciation development is because the general public now tends 
to look upon the association as one means for specializing 
employment through the equalization of supply and demand, 
on a basis that gives the manufacturers a fair profit and as- 
sures the worker of a job. Steady employment can never be 
assured unless the various trades are enabled to iron out their 
problems of production and marketing. The speaker said 
that the present condition of trade is brought about largely 
by the misadjustment of international trade relations. Mem- 
bers of many trade associations do not have sufficient patience 
with their own organizations. The association is only the sum 
total of its active membership. Mr. Jenkins suggested that 
the association start afresh and form a committee on commit- 
tees to be followed by the formation of new committees for 
the live, energetic contact of affairs. Hereupon Mr. Jenkins 
explained in detail what type of committee activities are most 
effective. He next stressed the importance of idea merchan- 
dising. Let business men leave the bigger problems and follow 
the more prudent course of improving their own immediate 
business conditions. Today one must sell the idea instead of 


the pre duct 
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There’s Profit and 
Satisiaction in 
Selling the New 


and Improved 


Sf cs 
Metal Tabbed 


Guides and Indexes 
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“. During the past year great improvement has been made in i 

“. the construction and appearance of Weis Metal Tabs for 2 

“ vas s 
s Guides and Indexes, so that now they are equal to and su- <_ 

. ' . 
s perior to many of the metal tabs on the market. All 
" : = 
vertical pressboard metal tabbed guides and indexes are now 
a made from the heavy 25 point pressboard with the im- . 

. proved metal tabs, 1°%"',2" and 4° wide. ‘The new methods a 
as of boxing Weis Metal Tabbed Guides will be a stimulus to ® 
w over-the-counter sales, thereby enabling dealers to make 
a e . . > > . 

easier sales with the resultant satisfactory profits which 
Metal Tabbed Guides and Indexes carry. The sure, satis- = 
“ er 
* factory way to be convinced of the great improvement in « 
" this line is to send for the new sample sets available for 2 
. store and salesmen’s use. Shows the new tabs and sizes a 
a and prices all in one. 
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Sf ete” Metal Tabbed Pressboard 


Folders) 


There’s a wide and profitable market for Weis Metal 
Tabbed Pressboard Folders, because of their durability 
and long time usefulness. The pressboard is the heavy 
25 point kind, equipped with the new and improved 
Weis Metal Tabs. Made in Letter and Cap sizes, alpha- 
betical, months and daily subdivisions as well as blanks, 
which can be made into any style index one may de- 
sire. Now packed 25 folders in handsome display box, 
with green metal tabs unless black is specified and with 
tabs slanted at no extra cost if so wanted. Have your 
salesmen devote a little time to Weis Metal Tabbed 
Pressboard Folders—you'll be surprised how many places 
one can find where sales can be made, thus developing 
a profit for the effort. Samples furnished free for store 


and salesmen’s use. 







ALL META 
GREEN UNL 
SPECIFIED. 
Ir So ORDER 
CHARGE. 
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Make Your Own Metal 


Tabbed Indexes 


There’s an extra profit if you make ‘em yourself. Buy Weis 
Blank Metal Tabbed Guides and an assortment of printed inserts--then 
you re ready to make up the kind of index your customer wants. 
Charge the regular price and make the extra profit for doing the 
inserting. The table below will enable you to select an assortment 


of printed inserts for the purposes suggested. 


Metal Tab Inserts and Celluloid Windows 


Clear Celluloid Windows Always Sent Unless Red, Green, Blue or Amber is Specified 


I ANK MeTAL TAB INSERT ire furnished in strip form, 2 abels t i striy Scored correct height, held together so they can be type 
before bei: cut apart for insertir Made for 1" 2" and 4° Metal Tabs Clear celluloid windows furnished with all Blank 
Inserts See table te “ for C red Ce iloid Windows 
= PRINTED INSERTS are made for Months, Days (1-31), States , 
and Alphabetical Subdivisior all celluloid faced, but may be A 
= > had ] ‘a ; ; 8 2 
“ Cc 3 
. — _ doar (* lor a 
Always Specify Width of Metal Tal pod ee M c 5 
? abels abels > 
a . ; . F 6 
Blank Labels—-25 to a Strip $ 15__.$1.00 G ? 
Celluloid Windows-Single-Clear 12", 2"* .50__ 4.50 M : 
Celluloid Windows a F 12", 2"* (60 5.40 ; j 
Add 5 for 4" K "1 
L a 
Printed Metal Tah Inserts = 
PLAIN CELLULOID FACED N = 
r Mors K LN D 12 or More ° ; 
Eact Eact > 
Each Eact tas 
Q 18 as Wa 
> .18 A-Z for 12° or 2" 27 B Tn 
\-Z for 1 r 2" t i S 20 te Hw 
A-Z for 12" or 2° l ) T 21 
s l A-Z for or 2° 1.2 l U 22 
4 A.Z% for r 2 1S v 23 
‘ 0 A-Z for 2" > 2 w 24 
A-Z for 2" 4 xyz 2 
“ A.Z% for 2" 4 j 26 
1. 10 A-Z for 2" } = 
6.10 ”) A-Z for 28 
12 Months for 2° or 4" 2 8 20 
Z Days l 1 for 1 or Z 30-1 
= 4 States for 4 — 
CV 
—_—_—_——_—__—_—_———— 
r % a bed , ad ‘ 
The Weis Manufacturing Company 
Ve / Yo I: Chicago 
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4 H. Denny, Inc. Sf, > Associated Stationers 


Supply ( company 


Monroe, Michigan 
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SHEAFFER’S 1933 


When Sheaffer’s representative 
calls on you, listen to his plans for 
constructive merchandising and 
profit making for 1933. Our policies 
continue in the future as in the past 
— cooperation and dealer protec- 
tion. We have some important plans 
for 1933 for the forward-looking 
dealer who is tired of demor- 
alized, no-profit sales and wishes 
to handle merchandise which will 
pay overhead, fair salaries and 
still leave an operating profit. The 
Sheaffer representative has that 
plan for you and will have a price 
range that will suit every purse. 


SHEAFFER'S 


PENS-PENCILS-DESK SETS:-SKR 
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CAR RBON 
EWRITER RIBBONS 


THE LINE THAT CANT BE MATCHED 





A line which has_ both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 


MANIFOLD 
SUPPLIES 
COMPANY 


188 Third Avenue 
BROOKLYN (Stationt 2 N, Y., U.S. A. J 
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PASSED AWA Y 
W. W. (“Dad”) Cooley 


“Dad” Cooley is dead 

W. W. Cooley passed away November 28. The end came 
at Mr. Cooley’s home, The Owl’s Nest, Clearlake Oaks, 
Stubbs, Calif.. where he spent his last years. He was 





seventy-three years old 
In office equipment circles, Mr. Cooley will be remem- 
bered as a veteran representative of the Burroughs Adding 


Machine Company. He joined this company as a salesman 





THE LATE W. W. COOLEY 


in 1905 [Three years later he was sales manager at San 
Francisco, serving in that position until 1914 In 1916 
he began doing educational work for the company, making 
addresses before civic organizations, colleges and schools, 
and also functioned as Burroughs western advertising 
manager. He continued this activity until 1926, when he 
was persuaded by his company to take a long needed rest. 

Mr. Cooley was an incessant worker. He had a knack 
for verse and much of it of a spontaneous nature. At will, 
he could put into verse incidents about persons, places or 
events. He was thus an ever popular figure at both busi- 
ness and social meetings. Many of his verses were of a 
more studied nature and were published by magazines and 
newspapers, particularly on the western coast. The infinite 
care and precision of preparation are portrayed in a single 
lecture wherein he dealt with low priced unit of sale—a 
penny stick of gum. This article of commerce he traced 
from the far corners of the earth through manufacture to 
sale and showed how all industries were involved. 

“Dad” Cooley’s seventy-three years of life are of the 
story book type. Picturesque, perhaps, but by no means a 
path of roses. He knew hardship but was not embittered 
by it. Kind, sympathetic, and fair in his dealings, he com- 
manded the respect, admiration and love of those who knew 
him. Theoretically resting at his haven in the mountains, he 
worked until the end. He never retired but was engaged 
in a multiplicity of activities at his Owl’s Nest, a home that 
nestled in the trees, close to the thing he loved Nature. 


C. H. Banister 

Charles H. Banister, vice-president and treasurer of 
Davis & Banister, Inc., Worcester, Mass., died at the age 
of 76, December 15. Mr. Banister was at his desk, trans- 
acting his customary duties, when stricken with a cerebral 
hemorrhage 

Mr. Banister was born in Linden, Vt., and spent his boy- 
hood in New England towns, his father being a minister 


and holding various pastorates. He attended Dummer 


Academy and later the Worcester Polytechnic Institute. 
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CorrReEcT SITTING POSTURE 


Increases 


mental alertness 





GENERAL FIREPROOFING 





GOODFORM 


ALUMINUM 
POSTURE CHAIR 


EFFICIENT in plant and general office management, 
many employers are still inefficient in their regard 
and consideration for the physical comfort of their em- 
ployees. When they are made to realize that increased 
physical comfort is an important factor in building up 
physical efficiency and mental alertness, they will invest 
as quickly in improved office furniture as they now do 
in improved machinery. 

The new GF Goodform Aluminum Posture Chair pro- 
vides complete five-point adjustment to all chair parts 
which have any relation to correct sitting posture for 
any type of individual. The GF Goodform is the only 
chair combining all of the necessary corrections to faulty 


seating with extreme lightness and portability. 


Each section—chair seat and base—are jointless con- 
struction. They are made of welded aluminum—light, 
strong and long-lived—practically indestructible. The 
one-piece base is equipped with 15-inch, self-lubricating, 
composition casters. The improved swivel mechanism 
and correctly die-formed seat contribute in giving uni- 
form distribution of weight. The upholstered seat; the 
curved, ventilated, upholstered, hinge back-rest gives 
continuous support whether the occupant be seated 
erect, leaning forward, or tilted backward. Metal con- 
struction throughout completely eliminates the danger 
of splinter-torn clothing. 


Wherever stenographers, typists and office workers 
are employed—there is the market for the GF Goodform 
Aluminum Posture Chair. Nothing so light, so portable, 
so correctly comfortable has hitherto been available. 
The GF Goodform makes its bid to those who are keen 
to increase the comfort—physical and mental—and the 
efficiency of their office force. Inquiries are invited. 


THE GENERAL FIREPROOFING COMPANY 
Youngstown, Ohio 


In Canada: General Fireproofing Co., Ltd. Toronto 
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Now COMING OFF THE PRESS — 





A), ee 
—~—! J} j Oxford’s new Illustrated Price List No. 33—an 
le 
PR 


“SING S¥s> 


a up-to-the-minute compilation of Oxford’s pro- 

" SUp ° ° ° cl ° 

Plies gressive merchandise, prices, and policies, is 
now being printed. 


It should be on the desk of every stationer who 
is out to make 1933 a more successful year. 


If you are on the Oxford mailing list it will 
come to you automatically. If not, send for it 


today! 





Some of the outstanding features you will want to check in the new Oxford List: 


FILING FOLDERS—Four distinct lines, including the well-known Oxford Duratab, in both Manila 
and Oxkraft (a Kraft paper made especially for filing folder use—not an ordinary wrapping). 


Legal sizes have been added in Duratab. Prices are strictly in line with any competition. 


CORRESPONDENCE FILING SECTION—New Items. Better arrangement of material. New counter- 


display box for Speed Index Outfits. Widest selection of correspondence filing system 


arrangements, to meet the needs of any user. 


RED FIBER FILING POCKETS AND ENVELOPES—New price revisions, bringing this splendid line 


into active competition on an equal basis with any Red Fiber. 


CORRUGATED BOARD FILES—Oxford, originator of the sliding drawer corrugated board file, pre- 


sents two strong lines: an improved storage file priced for fast volume sale; a transfer file 


that stacks like steel and has other advantages possessed by no competing article. 


NEW DOLLAR-VOLUME DISCOUNTS—applying to cards, guides, and folders, enable you to earn 


extra discounts easily on combination orders of $50.00 or more—readily within the reach 


of every commercial stationer. 


If you aren’t on our mailing list, SEND THE COUPON TODAY 








: — | 
Oxford Filing Supply Co. | OXFORD FILING SUPPLIES—Filing Folders, In- 
340-A Morgan Ave., Brooklyn, N. Y. | dex Cards, Card Guides, Vertical Guides, Red 
. | Fiber Expanding Envelopes, Storage Files, and 
Gentlemen: other items for the complete business stationery 
Please send me without obligation your new | department. 
Illustrated Price List No. 33. | 
Name i OXFORD FILING SUPPLY CO. 
Firm 340-A Morgan Ave., Brooklyn, N. Y. 
Address | 
| 
| 


City and State 
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He left the Institute to enter the employ of Grout & Bige- 
low’s bookstore, the forerunner of Davis and Banister, In« 
Mr. Banister worked with Dwight A. Davis, the latter pur 
chasing the interest of Mr. Grout in 1876. The firm then 
became Putnam & Davis, but twenty years later Mr. Ban 
ister and Mr. Davis joined in control of the firm under the 
name of Davis & Banister. Later it was incorporated. 

Mr. Banister attended the First Universalist church, and 
was a member of the Quinsigamond Boat Club, the Wor- 
cester County Mechanics association, and Athelstan lodge, 
\. F. & A. M. The latter organization some months ago 
presented him with a 50-year medal, denoting a half cen- 
tury of membership in the fraternity. 

Mr. Banister leaves a son, W. Bush Banister of Wor- 
cester, and a daughter, Mrs. Warren Williams of New 


Haven, Conn. His wife, Ada L. (Bush), died in July, 1931 


Arthur H. Phillips 

Arthur H. Phillips, for the past thirty-five years New 
York manager for the American Sales Book Company, Ltd., 
passed away at the Post Graduate hospital, New York 
City, November 11, after a brief illness \t is was not 
generally known that Mr. Phillips was in poor health many 
even of his close associates were not aware that he had 
gone to the hospital for an operation. He failed to rally, 
pneumonia developed and his death occurred shortly there- 
after 

Mr. Phillips was born in Brooklyn fifty-nine years ago 
and was, during the past thirty-five years, metropolitan 
manager of the American Sales Book Company, Ltd. In 
this capacity, he was a close student of department store 
activities, and a few years ago, was one of the prime movers 
in the establishment of the Franklin Shops, Inc., now a 
leading department store on Long Island, located in Hemp- 
stead. He was elected president and member of the board 
of directors of this organization, a position which he held 
until the time of his death. 

Mr. Phillips was also president of the New York Office 
Appliance Managers’ Association. He was very active in 
Masonic circles. During the World War he was Master of 
the Morton Lodge, Hempstead. He held memberships in 
the Signet Chapter of Royal Arch Masons, Nassau Com- 
mandery of Knights Templar, the Scottish Rite of Brook- 
lvn and Kismet Temple of Shriners. His other fraternal 
and civic affiliations included the New York Rotary Club, 
the Hempstead City Club, Hempstead Rotary Club, the 
Young Men’s Republican Club and the Citizens Committec 
of Hempstead 
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Charles J. Pembroke 

Charles J. Pembroke, president of the Kee Lox Manu- 
tacturing Company, Rochester, N. Y., passed away Decem- 
ber 17, at the age of fifty-eight. He was a native of Penn 
Yan, N. Y., leaving his home city as a boy, and settling at 
Rochester. He and his brother, Winfield P. Pembroke, 
established the Kee Lox Manufacturing Company in 1900, 
and a world wide distribution was effected for the com- 
pany’s lines of inked ribbons and carbon papers 


Y 
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H. J. Brown 

Henry John Brown, 156 Welland avenue, lifelong resi 
dent of Toronto, and for 67 years with the wholesale sta- 
tionery house of Brown Bros., Toronto, died recently in 
Wellesley Hospital in his eighty-second year. 

During his long association with Brown Brothers, Mr. 
Henry Brown served in many different capacities, and 
despite his years was actively engaged in business to within 
a few days of his death. He was widely known in commer 
cial, fraternal and sporting circles, having attained consid- 
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NOT “BAIT” 
BUT 


“A BUY” 





he exceptionally high quality and the extremely 

modest prices of Imperial Typewriter Ribbons 
have astounded the trade! One man actually asked 
us if our prices were just bait to make him bite. 
Our answer was that he could have all he wanted at 
the price—that we were not after ‘bites’ but “buys.” 
Yes—Imperial Ribbons are real buys—made to give 
you turnover and profit! More important, their 
quality is the kind that brings your customers back 

keeps them sold and builds the steady repeat busi- 
ness that multiplies profits. 
This year—right now—Imperial Typewriter Ribbons 
will give you the business you want. You can prove 
that by a tryout. Send for a Free Sample, test it 
yourself for quality, look at the prices for profit and 
then decide whether it’s a “bait” or a “buy.” 

There's a coupon below to make it easier 


IMPERIAL MANUFACTURING CO’ 
295 Washington St., Newark, N. J. 


MPERIAL 


TYPEWRITER 
RIBBONS 


emomarracr cacoac e ern neers 
| IMPERIAL MANUFACTURING CO., | 
295 Washington St., Newark, N. J 

Send me a free sample Imperial Typewriter 
Ribbon, your best “buy” prices and full details | 
of your proposition 


Name . 


l-irm... 


| Address 
’ 
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“Eye Ease at the Snap of a Switch” 






NEW 
LOW 





No. 201 





Silverglo Lamps now 
easier than ever 
to sell 


Now affiliated with the McShane Bell 
Foundry Co., of Baltimore, 76 year 
old manufacturers of metal specialties, 
greater economies in production are 
possible through increased facilities 
This has made possible, substantial 
reductions in list prices and better 
discounts to dealers. 

Silverglo Lamps are scientifically 
right. They provide 40% greater eye 
efficiency and possess such sales fea- 
tures that they are literally beyond 
competition—and the new low prices 
| will make them a most profitable 


} leader with you. 
With such a virgin market for efficient 
lighting, right in your own com- 
munity, you can now take orders 
readily for Silverglo Lamps. A wide 
} variety of stock items are always 
} ready for immediate shipment and 
1 special designs can always be made 
| to order. 
| Our catalogue, with prices, telling the complete 


In- 


for the asking. 
ition right nou 


Silverglo story is yours 


vestigate this profitable propos 
Year, 1933 


for Neu 


in time 





Harford Ave. and B. & O. R. R., BALTIMORE, MD, 
Established 1856 





Division of McShane Bell Foundry Co. 








PRICES 


— 





| 
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erable note as a bowler and curler. He was a member of 
St. John’s Lodge, A. F. and A. M., of the old Toronto La- 
crosse Club, a former member of the Queen’s Own Rifles 
He is survived by his 
Edgar and 


and a member of the Granite Club. 
Matilda Brown, three sons, Frank M., 
two daughters, Misses Elsie 


wile, 
[Thomas P. Brown, Toronto; 
and Gertrude, at home, four grandchildren, and four sisters, 
Mrs. (Dr.) G. Jeffs, Toronto; Mrs. William Ewens, Owen 
Sound; Mrs. George Lugsdin, Minneapolis, and Miss A. M. 
Toronto, 

Appliances regrets the passing of this pioneer in 


Brown, 
Office 
the field, and extends sympathy to sorrowing relatives and 


friends. i & 
Harry J. Williams 
Harry J. Williams, president of Ryan & Williams Inc., 


Buffalo, N. Y., December 1 at the Buffalo 
General Hospital, following a major operation. 

Mr. Williams been identified with the 
business practically all his life. He was associated with 
the late Millington Lockwood until 1914, when he and the 


Ryan founded the firm of Ryan & Williams, 


passed away 


has stationery 


late Martin J 
Inc. In addition to energetically directing the affairs of 
his business, Mr. Williams found time to engage actively 
in national and local stationers association work. 


Joe Nowak 


Joe Nowak, who served the Baldwin Printing & Sta- 
tionery Company, Chicago, for many years as shipping 
clerk, passed away November 29. He was buried the first 
of December at Forest Home Cemetery in Forest Park, 
which is just a few miles west of Chicago. 
oT 


4 


ih 
Leonard Just 

Leonard Just, of Just & Son, Chicago, passed away sud- 
denly December at his home. He was fifty-eight years 
old, and is survived by his widow, Mrs. Ella Just, and 
Eldon N,. Just, a son. Funeral services were held under 
the auspices of Albany Park Lodge No. 974, A. F. & A. M., 
at Milwaukee, Wis. 

oh © 
John W. Sehl 

The passing of John W. Sehl of The John W. Sehl Com- 
pany, St. Louis, Mo., is regretted by a wide circle of friends. 
Mr. Sehl was well known as a typewriter dealer in St. Louis 


7 
x 


5 


interment following 


and surrounding territory 
Office Appliances offers its sympathy to Mrs. Sehl and 
other surviving members of the family. 
Hoh 
Albert Gans 
Albert Gans, president of Gans Brothers stationery store, 
passed away at Henrotin hospital, Philadelphia, December 
1. His widow survives him. Mr. Gans was active in Ma- 


7 
> 


William Gray 
William Gray, treasurer of the Crescent Brass & Pin 
Company, passed away at a Detroit hospital December 10, 


sonic circles. RA 


rls 
+ 


following an operation five weeks previously. 


v 4 
- 


is 
E. H. Shureman 


le 


E. H. Shureman, manager at Newark, N. J., for Reming- 
ton Rand, passed away November 23, 1932. 
a 
Demand for New Office Space Increasing in 


Spokane 
Demand for new office space, office equipment and busi- 
ness supplies has been increasing in Spokane, Wash., Octo- 
ber figures For the first month in two years 
October showed an increase in office occupancy, according 
to statistics of L. W. Merager, secretary of the Spokane 
Building Owners and Managers Association —CML 


indicate. 
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I YOU want repeat business and quicker 
profits, sell Berloy Standard Grade “100” 


Series or Commercial Grade “3100” Series 


Vertical Files. Then you 
won't have to meet low 
price competition. Present 
users willingly pay a 
higher price for Berloy 


Standard or Commercial 





Grade Filing Cabinets while new prospects 
are quickly and easily convinced of their 


superiority. Then, again, with Berloy you 


can increase your filing 
cabinet business. Better 
investigate now! Write for 
catalog and new Berloy 
Office Equipment Price 
List of December 1, 1932. 


THE BERGER MANUFACTURING CO. + CANTON, OHIO 


Division of REPUBLIC STEEL CORPORATION 
BRANCHES AND DEALERS IN PRINCIPAL CITIES 


OFFICE EQUIPMENT 
FILING CABINETS STORAGE CABINETS 
DESKS AND TABLES TRANSFERS 


STEEL SHELVING 
INDUSTRIAL 
AUTOMOTIVE 


LOCKERS 
BUILT-TO-ORDER WORK 
AND SPECIAL PRODUCTS 








A HEVROLET IS A GOOD CAR 
-»»»BUTIT ISN’‘T IN THE 


SAME CLASS WITH THE 


Rolls 
Royce 


= ee 
Oxo. “ow. 
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We have no quarrel with the makers of 
cheaper grades of pencils. That’s their 


business—and their market. 


The A. W. Faber market is a quality 
market. A. W. Faber pencils may cost a 
little - but they’re worth much 


more. 


W. FABER [asl "CASTELL 


< 


more 


With the A. W. Faber line goes the pres- 
tige of over 170 years of manufacturing 
writing supplies—the assurance of over 


170 years of proven profits. 


A. W. Faber products sell readily at regu- 
lar prices and bring full profits. They 
are featured by the foremost dealers in 
every civilized country on earth. Are 
you building profits and prestige with the 


A. W. Faber line? 


* 


» A. W. FABER “CASTELL” DRAWING AND 
» POLYCHROMOS PENCILS, LEAD, ERASERS 
» AND RUBBER BANDS @ COMMERCIAL 


» BLACK LEAD AND COLOR PENCILS. 


* 
A. W. FABER, INC. 


NEWARK » NEW JERSEY » U.S.A. 
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(New Machines and Devices—Continued from page 23) 


Prym Introduces New Member of the Green Box 


Line 
William Prym of America, In whose factory 1s at 
Long Island City, N. Y., announces a new container for the 


Sonomor triple-plated steel T pin 


Chis product has heretofore been marketed only in one- 
half pound bulk cartons, packed in five-pound 
the 


original mill 


packages. [Tor convenience of T pin users who dis- 








wt 
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NEW MEMBER OF THE PRYM GREEN BOX LINE 


of desks, the 


“count” pack- 


tribute small quantities to a large number 


Sonomor T pin is now being packaged in 
100 to 
stock, done in attractive 
boxes, or 1,000 Sonomor T pins to a larger container sim- 


ing a lithographed carton made of good, glazed 


green and white; ten of these little 


ilarly decorated. The whole “mille” package is attractively 


wrapped and sealed in cellophane, bearing the Prym seal, 


“Established in 1559.” 


The Sonomor T pin, as its name implies, is a member 
of the family of triple-plated steel products which is 
steadily advancing in popularity. The makers state that 


the product is made of the finest grade of treated steel so 


plated as to insure the highest rust resistances 

Sonomor T 
the 
Company, Chicago; 


York City; 
Moine S, 


being distributed at wholesale by 
Associated Stationers Supply 
Kimpton & Haupt, New 


Des 


pins are 


following concerns 
Bainbridge, 
Carpenter Paper Company, Omaha and 
The John Lesli« Pape r ( 
i 
Metalstand Company Brings Out New Typewriter 
Stand 
of 909 Walnut street, Philadel- 
the market stand for 


use in connection with typewriters and other office 


and ompany, Minneapolis. 


The Metalstand Company 


phia, Penna., is putting on a metal 


ma- 

















METALSTAND FOR OFFICE MACHINES 


Kardex cabinets, heavy 
telephones and many other 


chines such as adding machines, 


ledgers, calculating machines, 
purposes. 

The sturdy, attractive and efficient and come 
in two types, without. These 


stands are of knocked down construction and are packed 


stands are 
one with a side leaf and one 
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For 1933 — To one aggressive 


dealer in each community , The Shaw- 
Walker Co. offers a most attractive 
group of opportunities, including — 


For 1933—Protected selling rights on such an array of fine 
filing equipment, filing supplies, steel business furniture, fire- 
protected equipment, machine bookkeeping equipment and 
supplies as can be obtained from no other single source. 


For 1933—Greater profits, through concentration of pur- 
chases in one popular line. 


For 1933—One established, substantial firm with which to 
deal for a wide variety of items; one already-famous trade- 
mark with which to continue to grow in prestige; one source 
of billing; one line of credit. 


For 1933—The economy of grouped shipments and quantity 
prices on combination lots of merchandise. 


For 1933—Uniformity of weights, finishes, and sizes which 
make it easy to match items already sold and those to be 
sold in the future. 


For 1933—A supplementary line, complete in itself, of popu- 
lar-priced equipment bearing the STATE label for the cus- 
tomer who requires good equipment and supplies at low prices. 


For 1933—Further profits without investment through facili- 
ties for producing special printed and ruled cards for hand- 
posted and machine-posted records of all descriptions. 


For 1933—Can you think of a better way to start 1933 than 
to investigate the one franchise that offers all these oppor- 
tunities? It is as easy as this: Just write, “Please tell me all 
about your exclusive dealer franchise,”’ on your letterhead and 
mail it to the New Business Department. 


Largest Exclusive 

Makers of Office Furni- 

ture and Filing Equip- 
ment in the World. 


.” Built Like a 





GHAW-WALKER 


MUSKEGON MICHIGAN 

















ALL-FACTS 


a complete bookkecping system 


$250 















x 


RISWAw SO 


ALL FACTS BOOKKEPPING SYSTEM 


4 


Provides data for your income tax report and 


complete information about your business. 


Simple —No bookkeeping experience needed. 


Full instructions included in each outfit. 


Ask for ALL-FACTS No. | 
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THIS COMPLETE BOOKKEEPING SYSTEM 


You have as many prospects for the All-Facts Book- 
keeping System as there are small and medium sized 
business organizations in your locality. The past months 
of rough going have made every business man realize 
the pressing need for a simple and efficient bookkeeping 
system. 

All-Facts is thoroughly modern, and yet is no inno- 
vation. It is designed by practical men for the express 
purpose of telling business men all the facts they need 
to put their business on a sound, profitable basis. And 
yet it is so simple to operate that it demands no knowl- 
edge of accountancy; no special skill other than the 


ability to add and subtract. 


All-Facts comes in two styles: Outfit No. 1, a bound 
book, sells at $3.50; Outfit No. 2, loose-leaf, at $7.50. 
Both styles are beautifully bound with red craft leather 
back and corners, and black cloth sides over substan- 
tial boards. The forms are lithographed on 11x 17 
sheets of high grade, 28-lb., rag-content, buff ledger 


paper. An outstanding value, it sells unusually fast. 


e Write to the Wilson-Jones Company, 3300 Franklin Blvd., 
Chicago, Ill., today for full details and samples. It is a worth- 


while item for you to stock. 





SELLING AIDS. The counter and 


window card at the left (14x22 inches) 





is printed in three attractive colors, and 
tells the All-Facts story at a glance. The 
ll x 84, three-color folders (shown 
at the right) are imprinted with your 
name and give a detailed account of 


the system. These selling aids are 


er 


ALl-FACTS 


A PRODUCT OF WILSON-JONES COMPANY 





supplied to dealers without charge. 
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one to a carton with full assembly instructions. This con- 
struction saves a considerable sum in freight charges. 
The different tops are designated by numerals. Olive 
green or maple wood is designated as Line No. 200; wal- 
nut, five-ply, natural wood finish as 300; while No. 400 is 
mahogany five-ply natural wood and No. 500 is quartered 
The Nos. 300, 400 and 500 are 
The top of this 
The side 


oak five-ply natural wood. 
developed into a fine, natural grain finish. 
table is 17% x 14 inches. Height is 261% 
leaf measures 12 x 14 inches. 
gauge steel, frames eight-gauge steel, frames matching the 
table 
vided. 
The company will gladly give further particulars. 


inches. 
Legs are made of sixteen- 


top. High-grade smooth running casters are pro- 


. . “ es, ERR 
A Combination Telephone Stand and Seat 
Auburn Park Woodworkers, 8316 Birkhoff avenue, Chi- 
cago, Ill., are marketing a telephone stand and seat com- 


bined. In design the stand-seat follows the modern mode 





TELEPHONE STAND-SEAT 


It is made of birch finished in either maple with ebony 


stripe or in plain walnut. It is 23 inches high, 23% inches 


wide and 13 inches deep. Its novelty and utility have a 


strong appeal. 


— 
Greist Shows a New Desk Lamp 

The Griest Manufacturing Company, New Haven, Conn., 

is offering a new desk lamp with a green-cased glass shade. 

The shade is simple and attractive in design. The base 


and upright column of the lamp are of brushed brass, 


richly patterned. The light switch is in the base so that 





DESK LAMP NO 


GREIST 5203 
the shade adjustment need not be disturbed when turning 
on or off the light. 

The over-all height of the lamp is 18 inches, the base is 7 
inches square and the shade 9% inches wide. The lamp is 
equipped with the standard Greist smooth acting adjustable 
shade support. 

The new lamp is also offered in a statuary bronze finish. 
In either case the retail price is $10.00. 


_is sure to please him. Does your prospect 


office? There is a HOOSIER Suite that will 


the purse-strings of today’s value-seeking 


Today -*' 


EACH PROSPECT 4 
LOOMS BIGGER 


Does your prospect want a_ simple, yi 
straight-line desk for the reception room 
or general office? There is a HOOSIER, 
priced low and heaping with value, that 





want a handsome suite for his own private 
delight him. Does he want anything be- 
tween these? You can meet his needs and 


his price with HOOSIER. 


Dealers cannot let prospects slip be- 
tween their fingers, these days. Prospects 
are too valuable to be permitted to walk 
out of the store because they cannot find 
exactly what they want—at the price they 
can afford to pay. Plug this leakage of 


potential sales in your store by showing \ 
! 
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and selling the comprehensive HOOSIER 
Line. Let HOOSIER’S new low prices open 





buyer and make of this buyer a satisfied 
and profitable customer. 


Special Jobs 


HOOSIER service does not end with our exhaus- 


We also 


tive line of standard desks and suites. 


| make desks and tables for special requirements 


demanded by schools, offices, ete. Obtain specifi- 
You will find it 


cations and let us quote prices. 
profitable. 

















HOOSIER 
Office Furnitire 


Our complete catalog, together with our new 
low price list, will be sent to interested dealers. 
Ask for your copy. 


HOOSIER DESK CO., JASPER, INDIANA _ |, 
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PRESSBOARD 
FOLDERS 


Almost every concern needs 
some folders that will stand 
up under an unusual amount 
of hard use. There are none 
better for the purpose than 


z 
= | 
“+ 
rat 
et 
ZY 
< 
= 
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WABASH Pressboard Folders 
—made of extra heavy gray 
pressboard, linen cloth expan- 
sion bottom, plain, insertable 
celluloid or steel tabs. Can 
be had with Acco or brass 
tang fasteners if desired. All 
our pressboard folders come 
punched for Acco fasteners. 


Send Coupon for Particulars 


(The Wabash Cabinet Co. 


Wabash~Indiana. 








The Wabash Cabinet Co., Wabash, Ind. 


Please send sample and literature fully describing your complete line 


of PRESSBOARD FOLDERS. No obligation. 


Name a a 


Address : - 
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Don’t Let the Dimes Go Down the Street 
Lowman & Hanford Company, sta- 
“dollar win- 


For a long time, 
Seattle, Wash., have been using 


dows”—window displays definitely promoting dollar items. 


tioners of 


The success of this plan led to the erection of a consistent 
promotion with a theme of “It costs no more to buy a 
small item at Lowman & Hanford!” 

Concisely, the Lowman & Hanford management wished 
to correct any impression that it was a high-hat, high-price 
store. How to do this without slashing into a definite air 
of quality was a problem, and it is interesting that it was 
solved without be-bannering, loss-leadering, price-cutting, 
or any other merchandising evils. 

Considering that its uptown store on Third avenue was 
on the third most frequented thoroughfare in Seattle, Low- 
-a 10- 
cent window, if you please! A card displayed this message: 
“SEE WHAT 10 CENTS WILL BUY AT LOWMAN & 
HANFORD!” Sixty items of everyday or standard utility 
supported the statement that 10 cents could buy numbers 


man & Hanford decided to use a window message 


of items in this store of quality. The representative items 
included such office necessities as paper clips, manuscript 
holders, memo paper in various sizes and types, 25-sheet 
packs of typewriter paper, second sheets, transparent tape, 
pencils, pens, pen points, various types of notebooks, in- 
cluding steno books, paste and glue. 

To hook up with the 10-cent window, interiorly, a table 
piled with the 10-cent merchandise was placed strategically 
at the entrance of the office supply department. The mer- 
chandise was arranged in trays, and plainly labeled with 
the 10-cent price. In a week, 375 traceable sales were made 
from this table, but the management felt that the selling 
of the idea that a dime could buy as much at Lowman & 
Hanford as anywhere else—and was as welcome as larger 
moneys—was as important as selling the dime merchandise. 

The 10-cent promotion was followed with a 25-cent one 
—as before a window witha sign “SEE WHAT 25c WILL 
BUY AT LOWMAN & HANFORD” and an 
hook-up in the form of a display table featuring the 25-cent 
items. While this promotion fell a little below the numeri- 
cal record of the 10-cent promotion, the management felt 


interior 


that the difference was due to the selection of the items. 
To insure success, it is necessary to select items of every- 
day and standard utility. 

They are to be used 


during existent times, to keep re-selling the 


These promotions are not transient 
recurrently 
idea that Lowman & Hanford is not high-hat or high-price. 
And the prestige of this 67-year-old business is not being 
undermined by the process, which is a root factor to 
consider. 

With firms such as Lowman & Hanford, giving charge 
and delivery service, there is a tendency to decide that its 
merchandise is “high-priced.” That it will be advantageous 
to purchase small items from the dime store down the 
street! The problem is indeed a common one within the 
industry, and it is interesting to find that one store has 
launched a definite anti-high-hat program to bring the 
small-unit customer to the store.—M. E. Bridston. 


—___-<- 


“Big Smoke” in Pal Clark’s Book Store 
Pal Clark, head of Clark’s Book Store, with large sta- 
tionery stocks, at 13 West Main Walla Walla, 


Wash., almost had a disastrous fire Thanksgiving Day, but 





Street, 


only the smoke, and not the flames, reached his store. 
Nevertheless, the insurance company’s loss was a break 
for buyers since it enabled Mr. Clark following a fire in- 
surance adjustment to hold a “smoke sale” of a large quan- 
tity of high grade stationery, desk equipment, fountain 
pens, pencils, and general office supplies in December.— 


CML 
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NEW! 
3 Distinctive 


Desk Sets 
By Autopoint! 


PF130 

B if | | d DESK PEN STYLE 
Perpetual calendar with 

eauti ui y sty e Pen or Pencil holder 
(Pen not included) 
















—each serves two 
practical purposes 


Autopoint now offers three distinctive 
desk sets in addition to its well-established line 
of pencils, fountain pens and leads. Here is a 
profitable item with unlimited sales possibilities. 








Priced exceptionally low to interest every busi- 


; PC132 
ness man—practically no sales resistance due to CALENDAR STYLE 
its value and beauty. Three months’ calendar— 


present, past, next month 








Like all other Autopoint products these desk 
sets are simply and attractively designed—in 
keeping with the modernistic trend. They are 
made of rich, black Bakelite and mounted with 
nickel finished metal parts. Makes an excellent 
bridge prize and an appropriate gift for men. 
Most important is that each set serves two prac- 
tical purposes as indicated on the illustrations at 
right. 





Now, at the beginning of the year is the time to { 
stock Autopoint desk sets. Just when every SMOKERETTE STYLE 
business man is in the market for desk accesso- Covered ash tray 


Eliminates ashes 





ries. Start featuring Autopoint desk sets now. 





Write for full information. 
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Transfer Cases 
are bought every 


month of the year..... 


is the factor behind Globe-Wernicke 
*“Duo-Val” Transfer Cases 


Transfer Case 


The Globe-Wernicke **Duo-Val”’ 


was not built to meet an emergency—it has 
come to stay. 
. occupies a distinct field —it has no com- 


petitors. 
. assures reasonable profits on a steady and con- 
tinued flow of orders. 
. offers a definite, constructive sales policy. 
Tie-up with this profitable, sales building transfer case. 
Write us for information regarding possible **Duo-Val”’ 
Dealer arrangements. 


STEEL, WOOD AND PAPER PRODUCTS 
Steel Shelving: 
Visible 


Library Equipment; 


Steel Filing Equipment; Steel Office Furniture; 
Steel Storage Cabinets; Cello-Clip Map and Plan File; 
Record Equipment; 
Partitions, Steel and Wood; Wood Office Furniture; 
Products; Wood Filing Equipment; Filing Supplies; Special Steel 


Sectional Bookcases; 
Stationer’s 


and Wood Equipment. 


DUO-VAL 
TRANSFER CASES 


























PERFORMANCE 


Stack of five cases—102 Ibs. 
in top drawer—65 Ibs. in 
each of the other four draw- 
ers—a total weight of 362 
Ibs. NOTE no sagging 
swaying—tipping. 


Case stands rigid under 
strain of weight of two men 
—allowing free and easy 





movement of drawer. 


$1 0) bys -Wernicke 


Factories at Cincinnati, O. and Avenel, N. J. 


Unrivaled in Di ndivuliiie ... Unequaled in OTF IT AY 
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Royal Announces Opportunity Awards Winners 
Participants in the Royal Typewriter Company’s oppor- 


tunity awards contest to the number of one hundred sixty- 


three received Christmas checks after the judges had an- 

> 1 
nounced their selection of the winners who divided the 
$5,000 cash prize awards Prize checks were mailed to 


winners on December 20 

Last fall the Royal sponsored the contest to introduce 
the Roval Signet to the entire country and to afford Royal 
dealers an effective merchandising introduction for the 
new machine. Thousands of people from coast to coast 
viewed the Signet and participated in the contest, writing 
their opinions in the blanks provided. Entries were re 
ceived from every state in the Union and from many for- 
eign countries 

Miss Beverly Anne Burt, a nineteen-year-old school girl 
of Salt Lake City, was awarded the first prize of $1,000 
Her twenty-five word comment on Why I Like the Royal 
Signet and Why I Think it will Change the Writing Hab- 


its of the World were selected by the judges unanimously 


as the most outstanding expression submitted because of 
the naturalness, spontaneity and logic. 
Second prize of $500 went to Mrs. Grace M. Watson of 


Commerce, Tex., and the third prize of $250 was awarded 
to Charles W. Keppel, Oakland, Calif. Fourth prizes of 
$100 each were awarded to the following: Miss Jennie 
Cimmino, Danbury, Conn.; Mrs. Arthur B. Thompson, 
New Gloucester, Me.; Mrs. I. T. Hart, Lafayette, La.; 
Miss Mary Margaret Webb, Anderson, Ind.; John Jervis, 
Somerville, Mass.; Miss Helen H. Hoover, New York 
City; Miss Angeline P. Knox, Dayton, Ohio; Billy Jones, 
Jr., Covington, Ky.; Miss Ellen Page, Atlanta, Ga.; George 
Cowan, Charlotte, N. ¢ 

Fifth prizes of $25 each were awarded to fifty persons 

Sixth prizes of $10 each were awarded to one hundred 
persons 

— 
Salesman Wins Commission Suit 
John H. Millar, well known office furniture salesman, 


was awarded a judgment for $3,475 by a jury in the Cir- 
cuit Court of Grand Rapids, recently, the amount being 
due on commissions incidental to a $100,000 order he ob- 
tained for furnishings for a large building in Detroit. The 
defendant company declined to pay commission on that 
part of the furnishings included in the order which were 
not manufactured in the company’s plant The jury 
thought otherwise, giving commission on the full amount 
of the order. 
—- 
Krotz Takes New Line 

Chauncey A. Krotz, formerly located at 53 East street, 
Melrose, Mass., has moved to 230 Walnut street, Newton- 
ville, Mass. In addition to the lines of the S. E. & M. 
Vernon, Inc., and The Oakville American Pin Division, 
Scovill Manufacturing Company, Mr. Krotz has just taken 
the representation for the lines of The Sun Rubber Com- 
pany, rubber office specialties. He represents all these 
lines throughout the New England states 

ities 
Valentine Takes Underwood Elliott Fisher Agency 
at Tampa 

E. F. Valentine, one of the charter members of the At- 
lanta Office Appliance Association, has resigned from that 
organization on account of the fact that he has taken the 
dealership for the Underwood Elliott Fisher Company in 
Tampa, Fla. 

Mr. Valentine’s many friends in Atlanta wish him the 


fullest possible measure of success in his new undertaking 
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“Never Again!” 


That’s what Office Managers all over 
America are saying about “cheap” car- 
bon paper and flimsy typewriter rib- 
bons. 


GRAND PRIZE 


Carbons and Ribbons 


have set a new pace in thousands of 
offices. A new speed pace ... anew 
economy pace... a new satisfaction 
pace! Use them once and you, too, 
will say ““Never Again” to unsatis- 
factory substitutes. 
Pactric CARBON AND Rippon Mec. Co. 
J. Francis O'Connor, PrestpENt 


Head Office and Factory 
1451 Harrison St., San Francisco, Calif. 


Chicago Office: New York Office: 
608 So. Dearborn St. 149 Church St. 
Boston Office: Los Angeles Office: 
93 Federal St. 106 So. Main St. 
Denver Office: Atlanta Office: 
1030—15th St. 314 Palmer Bldg. 


¥ 


WRITE FOR YOUR COPY OF “CARBON PAPER 
FACTS” 

Containing interesting data concerning the 

manufacture and use of carbon paper and type- 

writer ribbon—this booklet will help to increase 

your sales. It’s free and yours for the asking. 
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The man who never 
made mistakes never 
made anything else! 






This, in effect, said 


an old philosopher 


EOPLE profit by their mistakes. So do we 
in correcting them with Weldon Roberts Erasers 
so do you. People are making plenty of mistakes 
all the time. 


This month and next will usher in new school terms 
demands for new school supplies—for new erasers. 
A few popular school supply numbers appear below. 
But let Weldon Roberts, America’s only specialist in 
the manufacture of erasers exc/usively, take care of 
all your eraser requirements. 


WELDON ROBERTS RUBBER COMPANY 
Newark New Jersey 


No. 575 Duplex (left) 

There are sharp corners for 
detail work on this ink and 
pencil eraser in the Weldon 
Roberts double bias shape 








No. 310 Coraline (right) —S Se 
Pleasingly soft, pink, pencileraser CORALINE 310 
Wedége-shape edges pick out single ldetacn Rotter 
letters. The broad surface quickly EAM 

cleans a page For schools WA0E 1 MEWARK USA 
offices, 





banks insurance com 4 


No. 666 Dough 
Uleft)}—For charcoal 
drawings and sketch 
work. Can be knead 
ed into any desired 
shape to take out a 
fine line or to clean 
a large surface. It 
absorbs the marks 


panies 

















and leaves no 

crumbs 

No. 369 Red (above)—F ine 
quality “slip-on” eraser. Besides 





erasing it also serves to turn or 
count pages and sheets in place 
of a finger pad 





Be Particular 
About Erasers, Too! 
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Type Variety in Smith-Corona Sales News 
The 


Smith & Corona Typewriters, Inc., 


Smith-Corona Sales News, published by the L. C 
showed how a diversity 


type arrangements can be accomplished. In preparing 


the issue the “copy” was typed and reduced for reproduc- 


tion. Illustrations were used also. The body matter was 


WASH NG CECEWSES SAL k8 OCH VE TO Sino UF 


tt O.O Year mene 





5 LOTS OF avwuN! tion CNEwY SOALPS SELLE Seite 
—— vermin pote le” be . a 
> i 2 hee om : ° on ~ 






% °) D> SmicnBS¥Corona, & 
uh) Sales News) 
> iene de, ie = = 
Hay 8OU\* Sake 81GNALS CHIEFS FOR seTl on 


wee WOON (5 BEST FOR SOALPING LONE Face - 
. , at tee ue) B = 





SAMPLE PAGES FROM A RECENT ISSUE OF THE SMITH-CORONA 
SALES NEWS, SHOWING EFFECT OBTAINED BY USE OF A 
VARIETY OF TYPES 
written on a Corona with medium roman type. Other faces 


” “Micro,” 
A very 


Smith machines were “Ec: 
gothic and bulletin ( 


used on L.C 
pica, gothic, bulletin 
effect 


writing full lines, 


notype, 
‘aslon. 
attention being 


produce d, spe cial 


so that the 


handsome was 


given t right margins were 
uniform. 
+ 
Prizes Awarded in Carter Essay Contest 

Recently the Carter’s Ink Company, Boston, Mass., pre- 
pared a sales manual in loose leaf form treating with the 
carbon and ribbon problems of large and small users from 
Asa 


this manual, 


an interesting as well as a technical point of view. 


means of stimulating interest in the use of 


fourteen cash and fountain pen set prizes were offered for 
hundred words describing the 


the best statement of five 


actual use of the manual and suggestions for its improve- 


ment. The final closing date for this contest was Novem- 
be r 15 
The judges have made the following awards: The first 


three prizes of $50, $25 and $15, respectively, went to A. B. 
Mason, formerly of the F. W. 
land; A. G. Orton, H. S. Crocker Company, San Francisco, 
and K. C. Casper, the Z. C. M. I., Salt Lake City, Utah. 


The other prizes were awarded to salesmen throughout the 


Roberts Company, Cleve- 


country. 
“Steelcase” Dealers Appointed Recently 

The Metal Office 
Mich., has enhanced its 
appointment of the following progressive concerns: 
& Thalheimer, Md.; J. A. 


land, Calif 


Furniture Company, Grand Rapids, 
through the 
Meyer 


Oak- 


dealer distribution 


Baltimore, Parsons, Inc., 


> 

Hano Paper Company Moves into Larger Quarters 
The Hano Paper Company is now located at 4014 First 
avenue, (Bush Terminal) Brooklyn, N. Y., 


The new quarters have 


just around the 
corner from its former location 


been equipped with additional production machinery in an- 


f an increased demand. 


ticipation « 





























VISUAL 

















J 


No more lrof bing 


No more useless opening of 
boxes...no more aimless hunting for the 
type and weight of folder you want. 








— 
Dic Aaet tae Now... it’s all complete on the new 


Dereon Good Wi "Y and E” VISUAL LABEL. 


A glance tells you tab cut, size, weight and whether reinforced. 
Your hand goes right to the box you want. No groping. No 
wasted time. (Quicker service for your customers. 


VISUAL LABELS stand out on your shelves...help you sell 


more supplies. Beautifully printed in brown on buff stock. 













There is no added cost to you for this great convenience. Let 


us show you all the savings VISUAL LABELS can make for 














YAWMAN AND ERBE MFG. CO. 
155 Jay St., Rochester, New York 
Please send me complete details on 
OO “YandE" Empire Folders with VISUAL 
LABELS. 


OO) “Y and E” Empire Card Guides with 
VISUAL LABELS. 








you. Send the coupon right now. 








— “Y and E” Card Guides — 

— Now Packed in Hundreds! 

atte Here's a new convenience for you. You can now sell the 
smaller user without breaking a box and without wasting time 

Ea cuts to count out the number wanted. Just hand the customer 


the unopened box. He will appreciate the convenience. 





The new “’Y and E” 


VISUAL LABELS used Attractive New Price 

on these boxes cut find- - ; 

ing time ... Speed cus- The new price is remarkably low. Furnished in four tab cuts, 
tomer service . . . Help 

you sell more Supplies. 1/2, 1/3, 1/4, 1/5 and 3 colors... buff, blue and salmon and 2 


weights of bristol. Send the coupon — now. 


































“FOREMOST FOR “on5 FIFTY YEA 
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The GREATEST 


INSTANTANEOUS HIT 
istory!| 















CAR T Gm 


MIDNIGHT INKS 


in the 
NEW INKWELL BOTTLE 


BECAUSE Carter’s Midnight Inks silver . . . it’s a striking and deco- 













are new and better . . . Deep, rich rative ornament on any desk. As 
tones — Midnight Blue, Midnight practical as it is good looking, witha 
Black, and Midnight Blue-Black— broad base, a wide mouth, a clever 
that won’t wash or fade out or go nickel screw cap. 

watery in the bottle . . . absolutely 

permanent. Designed for fountain IT's A“NATURAL”—Customers pay 
pens, these inks flow freely andevenly —gladly—2s cents to get this better 






in any pen, for any user. Suitable, jnk in the better bottle. An extra 


too, for steel pens. Their legibility good product . . . in an extra smart 
and their distinctive colorings make 
them splendid for any writing pur- 







package . . . it’s an assured success. 






pose, from social correspondence to 
office records. (Carter’s Washable 
Blue also comes in the Inkwell Bottle.) 


A merchandising expert says, “Sellers 
of this sort only come to firms once 
in about ten or twenty years.”” Don’t 
AND BECAUSE the new Inkwell fail to get your share of this ever- 
Bottle has a unigue eye appeal. Just increasing business—Production is 
take alook atit . . . smartlymodern _ having a hard time keeping step with 
in shape, gleaming with black and orders. Fill in the coupon now! 
























The Carter’s Ink Company, Boston, Mass. (Cambridge C Station) oa'!-33 


Please send me: 








Doz. bottles Midnight Blue X665 
Doz. bottles Midnight Blue-Black X245 
Doz. bottles Midnight Black X585 
Doz. bottles Washable Blue X165 






Name We dae De de RD, ee PRR th NS a 
et eral “TTCCEL ITU TL TT eer ake 
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MASON W. McCARTY MORRIS SANFORD 


got of the contributors to the Annual Office Spe- 
cialties Section, wherein some well known dealers 
express their views and opinions concerning the major 
phases of the sale of office specialties by the office 
equipment and commercial stationery dealer, and in 
which two prominent manufacturers present convinc- 
ing recommendations and specific plans for specialized 


selling of two profitable staples. 


I: is regretted that portraits of all contributors were not available. 

















PAUL M. LE BEUF R. M. ROBINSON 





E. FRANK WINFIELD 
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JAMES E. GAFFANEY 








CLESS O. BURRAS 





WALTER A. SHEAFFER 

















R. D. LATSCH 


CHARLES L. MITCHELL 





E. L. ISAAKSON 








WILLIAM SCHMIEDERER 
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Adding Machines 


Adding and Calculat- 
ing Machines, Used 


Adding Machine Rolls 
and Paper 


e@ ANNUAL OFFICE e 
SPECIALTIES SECTION 


7 


ur 


Numbering Machines 


Paper Fastening 
Machines 


Pencil Sharpeners 
Perforating Machines 





Adding Typewriters 


<> 


Addressing Machines a Scales 
Autographic Registers CONTENTS ae 
Bookkeeping Machines . : ’ Seals 
Calculating Devices Specialties a Necessary Part of Office Equipment Sorting Devices 
Cash Registers Ro as ca cccnccesacseubaede eeu dig ae 75 Stamp Affixers 
7 ine . . . ‘ . . ‘ 7 li M i 
Calculating Machines Specialized Selling of Ribbons and Carbons.......... 77 ae ee 4 ry 
Check Endorsers By George F. Malcolm, Vice-President and General Manager, Goes _ 
Check Protectors and The F. S. Webster Company, Boston, Mass. , 
Writers Telephone Accessories 
Chad Geen Let the Dealer Advance the Spark................... 83 Time Stamps and 
Coin Changers By Walter A. Sheaffer, President, The W. A. Sheaffer Pen Recorders 
Copyholders Company, Fort Madison, Iowa. Trimming Boards, 
(Mechanical ) On Specialties—Their Basic Importance......... soe. ee Paper and Card 
Dating Stamps : Typewriter Cleaning 
Desk Lamps On Effect of Specialties on Other Departments...... 85 Brushes 
Dictating Machines On § . . 6c Me > P Typewriter Cleaning 
n Specialties Selling Problems..................... 2 ; 
Duplicating Machines I é ” 9 Material 
and Supplies On the Economy Factor in Specialties............... 94 Typewriter Cushion 
Envelope Sealers : é Keys 
Eavelope Openers On Advantages of the Exclusive Agency.... 95 Typewriter Cushion 
Byeletting Devices On Selling the Trade-ins......................0000:- 102 ref KS 
Folding Machines ie } ' Typewriters, New 
Gum Tape Machines On Advertising and Display of Specialties. 103 Typewriters, Rebuilt 
Letter Distributors Gan False Ga... «5s 5 6 vedas os Ot eee 104 Ventilacoes, Oflice 
Library Furniture Visible Index Systems 
Line Indicators On Free Service. 105 Water Coolers 


Contributors to the Section 


George F. Malcolm, Vice-president and General Manager, The 
F. S. Webster Company, Boston, Mass.; Walter A. Sheaffer, Presi- 
dent, The W. A. Sheaffer Pen Company, Fort Madison, Iowa; 
H. D. Duffy, S. G. Adams Company, St. Louis, Mo.; J. H. Gipson, 
The Carton Printers, Ltd., Caldwell, Idaho; R. D. Latsch, Latsch 
Brothers, Inc., Lincoln, Neb.; A. O. Washburn, Whitlock’s Book 
Store, Inc., New Haven, Conn.; L. B. Divelbiss, Columbus, Miss.; 
Selma Stationery Company, Selma, Ala.; R. M. Robinson, Office 
Equipment Company, Michigan City, Ind.; R. L. Ruhle, McKee 
Printing Company, Butte, Mont.; E. L. Isaakson, Office Service 
Division, Verstegen Printing Company, Siour City, lowa; Earl 
Greiner, Pantagraph Printing & Stationery Company, Blooming- 
ton, Ill.; Morris Sanford and G. D. Barger, The Morris Sanford 
Company, Cedar Rapids, Iowa; William Schmiederer, Buxton § 
Skinner Printing § Stationery Company, St. Louis, Mo.; William 


E. Davis, Siour Cily, Iowa; E. Frank Winfield, Winfield’s, Gran 
Junction, Colo.; J. E. Gaffaney, Office Specialties Company, Fargo, 
N. D.; Cless O. Burras, Oak Park, Ill.; J. W. Beckham, Business 
Equipment Company, Charlotte, N. C.; Karl G. King, Office 
Engineers, Inc., South Bend, Ind.; M. W. McCarty, Eckdall § 
VecCarly, Emporia, Kans.; C. L. Mitchell, Crane & Company, 
Topeka, Kans.; George Hausam, Hutchinson Office Supply 
Printing Company, Hutchinson, Kans.; H. L. Feld, Santa Fe 
Book § Stationery Company, Inc., Santa Fe, N. M.; James E. 
Feeley, Springfield Office Supply Company, Springfield, Mass.; 
Paul M. LeBeuf, Tampa Office Sunply Company, Tampa, Tez.; 
VM. C. Bair, Office Supply ¢ Equipment Company, South Bend, 
Ind.; G. A. Carnegie, Carnegie Office Appliance Company, Nor- 


folk, Va. 


SPECIALTIES A NECESSARY PART 
OF OFFICE EQUIPMENT STOCK 


What the Specialty Is—The Five Points of Business in Their 
Relation to Specialties—General Suggestions 


PECIALTIES are those machines, devices and utilities 

which fill a necessary place in office work, but which 
are outside the realm of staple goods. The term, specialty, 
covers a considerable range of lines and shades off into the 
staple lines. A specialty with one house may be a staple 
with another according to how it is handled. Typewriter 
ribbons and carbon paper may be regarded by one house, 
for instance, as a part of the staple stock, while another 
house may handle such goods as a specialty, pushing one 
line exclusively through the efforts of a departmentized 
unit of the organization, backed by the advice and assist- 


ance of the manufacturer. Generally speaking, however, 


a specialty may be any device which engages particular 
attention apart from that accorded to such staples as are 
sold over the counter by general merchandising procedure. 
Many experienced dealers subscribe to the observation that 
the specialty of today is the staple of tomorrow. Never- 
theless, there are many things that must be universally re- 
garded as specialties, to be handled by men trained in their 
presentation, 

The modern dealer in office equipment finds it not only 
logical, but necessary, to handle specialties. The world 
of business expects the dealer to do so. To 
tantamount to sending the customer to a more enterpris- 


refuse is 
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ing competitor. Specialties are a necessary part of modern 
business. 

We have already pointed out that there are no more than 
five possible ways to increase business—to make customers 
of new business enterprises; to take care of the increased 
requirements which arise from the expansion of existing 
enterprises; to sell to existing establishments new devices 
or systems, or improved types of equipment to facilitate 
the handling of their business; to take care of the problem 
of obsolescence, viz., to prevail upon older concerns to dis- 
card antiquated equipment and systems, replacing them 
with more efficient modern equipment; to develop certain 
business in homes 

“To make customers of new business enterprises:” What 
is better calculated to act as an entering wedge than some 
office machine or other specialty? We have 
man who is not interested in machines 
Once having 

More than 


necessary 
yet to meet the 
which make for convenience and economy. 
an entree the wise salesman will follow it up. 
one installation running into four or five figures has re- 
sulted from the tactful presentation of a necessary machine, 
an economical visible index system, or some other 
specialty 

“To take care of the increased requirements arising from 
expansion of existing enterprises:” The able specialty 
salesman knows the probable needs of every firm in his 
territory. He does his work intensively, and can always 
depend on a welcome because he knows how to present 
his line in a vivid, interesting way. He bears about him 
the aura of a reasoned optimism, and departs, leaving his 
erstwhile hosts in better spirits with which to face the all- 
too serious problems of the times 

“To sell to existing establishments new devices,” etc.: 

The specialty salesman cannot always offer a new device 
or system, but study of the individual accounts in his terri- 
tory will often bring forth new ways in which his lines may 
serve; furthermore, as manufacturers are alert to improve 
their specialties, the salesman can occasionally offer de- 
vices of wider use and application, perhaps on an exchange 
basis. 

“To prevail upon existing concerns to discard obsolete 
equipment to be replaced with new:” This proposition 
shades into the one preceding. An alert salesman will 
hardly fail to discover opportunities to work both proposi- 
tions at the same time. 

“To develop certain business in homes,” etc.: This sug- 
gestion has been neglected heretofore, for men who are 
large producers in normal times have been unwilling to work 
a minor field. Dealers who emphasize specialty items may 
find it advantageous to study the possible uses of some of 
these items in the homes of their customers. This is a 
matter which deserves probably more thought than it has 
received on the part of the dealer. Many things are obtain- 
able which fit into home economies, such as small files for 
recipes, compact combination safes, typewriter stands and 
filing cabinets for the keeping and classification of home 
accounts, correspondence, etc., small stands adapted for 
use with portable typewriters, portable typewriters them- 
selves, which are now increasing in popularity in the homes 
of the nation, and many other devices which a study of 
specialty stocks will disclose. 
is capable of 


It remains a fact that every community 


absorbing only as much merchandise as it can normally 
use. This applies particularly to staple stationery lines with 
which everyone is provided and for which there is no busi- 


While 


the same thing in principle applies to specialties, yet be- 


ness except from replacements and new concerns. 


cause of their diversification and less general use, and the 
progress of invention, the possible market may cover four 


and sometimes all five of the points above stated. 
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Dealers who have succeeded in keeping themselves in 
good form despite present conditions have almost uni- 
versally looked to specialties in one way or another to 
bring about a better condition. They have hooked up their 
store and window displays with national and local adver- 
tising, circular letters, etc. They have found it of advan- 
tage to handle as many as possible of those articles the 
distribution of which can be identified with certain local 
stores—things for which national and local advertising 
direct the public to a particular store or type of store. 

Some General Considerations 

The exclusive distributorship of a specialty of general 
use is the preferable condition, for it establishes in the 
hands of the dealer a monopoly of a given line in his terri- 
tory. It enables him to concentrate his strength upon that 
one line and guarantees him — support and back- 
ing of the manufacturer whom Re represents. Such a com- 
bination can be made very profitable, other things being 
equal. 

Next in desirability to the exclusive distributorship is one 
which is limited to a certain number of dealers who control 
the distribution. Dealers in a community can cooperate if 
they will; they can standardize on such ideas and principles 
as they care to adopt, but that which will save the business 
from stagnation is the underlying urge of some to advance 
faster than others—to experiment—to pioneer neglected 
fields—to try out the market for some new and promising 
specialty. A widely known Pacific Coast dealer reports 
that he has kept his business in condition by adding new 
specialties to his stock to increase the volume of profit- 
making sales in poor times. Such specialties and in fact, 
all specialties, necessarily increase the power and momen- 
tum of the business of which they are a part. They extend 
the field of the dealer into new areas and contact him 
with concerns which in the regular course of business he 
might never meet. Such specialties also, and for obvious 
reasons, have a happy influence upon other departments of 
the store and help to establish an interplay of support be- 


tween all parts of the business. 
Benefits of Study 

Success in handling specialties can not be achieved with- 
out studying the new devices which come upon the market 
from time to time. Not all new devices are applicable to 
every business, depending upon type and character of the 
market which the dealer reaches. It is likely, nevertheless, 
number of the new things which are 
profitable outlets 
To kee p posted 


that the greater 
offered from time to 
through almost every enterprising dealer. 
on these new things is highly important. Their study will 
richly reward the student who will find himself almost un- 
consciously analyzing the machine or device offered with 
He will also 


time will find 


reference to prospects and probable sales. 
take into consideration the cost of handling the line, the 
profit per sale, what training he must give his sales people, 
what manner of service he can give his customers. 

We have already mentioned some of the advantages of 
exclusive agencies and selective dealerships. Perhaps the 
least desirable of all methods of handling specialties are 
non-selective dealerships where all dealers may participate 
with or without the makers’ protection as to prices. Even 
here there are many who have succeeded in profitable 
handling of specialty lines. 

In this section there are two articles on specialized meth- 
ods, one on specialized methods of handling fountain pens 
and another upon like methods applied to ribbons and 
carbons. These articles relate to specialized selling of lines 
which may not be specialties, but are sold in the same way 
when handled under an exclusive dealership. The exclusive 
agent, it may be remembered, when he has a preeminent 
line, can meet all competition, for he does not have to trade 
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on a price basis and can depend upon the hearty and cordial 
support of his manufacturer. This is an important consid- 
eration, for manufacturers are constantly studying the best 
means of placing their goods most widely in the hands of 
users and are prepared to back their exclusive dealers with 
everything that they have. The dealer, on his part, must 
cooperate at all times and study to make the most of every 
sale. His sales people should be prompt in responding to 


customers, should be trained to ask sensible questions and 
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It is often profitable to get the cus- 
Displaying the 


to give clear answers. 
tomer to handle the goods and try them. 
merchandise properly will naturally suggest the selling 
points. The salesman should be tactful and should en- 
deavor to discover the customers’ wants with the minimum 
of effort and should avoid whatever is absurd in asking 
questions or making statements. Personality, which is a 
combination of sense and politeness, is a prime requisite 


in successful selling. 


SPECIALIZED SELLING OF 
RIBBONS AND CARBONS 


The Plan Here Offered Provides a Wider and More Profitable 
Opportunity for Stationers Who Have Not Availed Them- 
selves of the Advantages of Concentrating Upon a 
Chosen Line—By George F. Malcolm, Vice-Pres- 
ident and General Manager, The F. S. Web- 
ster Company, Inc., Boston, Mass. 


Note.—Preliminary to the statement of the plan in detail, 
Ur. Malcolm opens with interesting comment upon the nature 
of business in general. He then applies his ideas to ribbons 
and carbons and refers to their sale over the counter. He ex- 
plains at length the consequences of the narrow viewpoint of 
selling which is really not selling at all, and tends to permit 
business to stagnate to a balanced level. Business which comes 
easily ts not always the best kind of business, for it puts no 
aggressiveness into the spirits of those who sell. 

Mr. Malcolm goes into some description of the stationer’s 
function in the community, how he may expand the business in 
carbons and ribbons by following the practice the manufacturer 
follows when he opens a branch office in the community for the 
sale of hits product. He refers lo the expense to which the 
manufacturer goes in establishing branch offices, how he has to 
organise his sales force and maintain his branch at the point 
of highest possible efficiency. The writer makes special ref- 
erence to salesmen and the knowledge they may apply to the 
goods. 

After his preliminary remarks, Mr. Malcolm arrives at a 
plan for the specialized selling of ribbons and carbons by deal- 
ers. This plan is quite comprehensive and contains a great deal 
of information and suggestion. Finally, he comments upon the 
success which the dealer is sure to achieve if he follows the 
recommendations made. 


aA A result of imperfect understanding and possible 
indifference on the part of the dealer, neither the 
manufacturer nor the dealer shares in what might be devel- 
oped into a much more lucrative relation. The dealer, 
not realizing that he as a neighborhood merchant is in a 
more favorable position to merchandise ribbons and car- 
bons, allows bigger business to slip between his fingers. 
The manufacturer, for one reason or another, is under the 
necessity of complying with this direct demand. Thus both 
dealer and manufacturer lose. If the manufacturer could 
be convinced that he could profit by the formation and 
introduction of some sort of cooperative merchandising 
through the dealer, both would stand in a more favorable 
position, 

The stationer is expected to be the distributing center 
for all office supplies. There appears to be no valid reason 
why his stock should not include typewriter ribbons and 
carbon papers in such quantities as to warrant the estab- 
lishment of an independent department in his store. Let 
him but become known in a metropolitan district as an 
expert on this subject and he will be assured of a clientele 
He will become an active instead 
Otherwise he will con- 


very much worth while 
of a static force in the community. 


tinue to let pass a major opportunity to establish a new 
phase of business in a practically untouched field logically 
belonging to him. The same mental qualities which have 
brought the dealer success in his stationery business will 
also bring the desired results in other instances. If he 
remains inactive, he may be said to be operating on the 
suggestion of fear. It is better not to attempt the business 
on a large scale if the dealer merely places upon his shelves 
another commodity. 

Let us look at this attitude for a moment in the light of 
the manufacturer who sells direct. He maintains district 
offices and warehouses, pays rent, light and heat, employs 
an office manager and a staff sufficient properly to service 
the trade area in which he is located. Consider the miscel- 
laneous expense contingent upon the maintenance of any 
office together with the fact that there must be a sufficient 
number of such district centers of distribution as to take 
care of the entire business spread over the United States, 
and the reader will have a picture of what the expense of 
selling is in the carbon and ribbon industry for one who 
sells direct. 

Think how much more favorably the stationer is situ- 
ated. He has these expenses already covered by his pres- 
ent business. Taking on the new line for exclusive dis- 
tribution, he finds himself with practically no increase of 
overhead expense except perhaps that of an additional 
salesman, which can be minimized, depending upon the 
arrangement respecting the relation between sales and re- 
muneration. Nor does it necessarily follow that the dealer 
should add to his existing sales force to bring about the 
right sort of distribution. One of his employees who con- 
cerns himself with selling may be just the man to begin in 
the territory immediately surrounding the business. 

The dealer should not seek to launch his business in 
ribbons and carbons upon an enlarged territory at the 
outset. The adage, “big oaks from little acorns grow” 
still holds, hence the suggestion with regard to using one 
of the dealer’s present sales force at the outset. The dealer 
is in a better position to perform prompt service than a 
branch store which is often obliged to delay answering calls 
because someone is not to be found in the office. 


Manufacturer Cooperation 
The question here naturally arises, how do stationers’ 
(Turn to page 82, please) 
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THINK HARD MISTER! 


Intense selling is what creates sales today. Specialties are profitable, but NEVA-CLOG 
stapling devices are doubly profitable. Of all the articles sold thru the stationer and office 
outfitter this particular article has a general appeal to almost every prospect you call on. 





—— 


TELL ‘EM AND $$ Your prospects are scattered—hence we give you window displays to help bring them into 
YOU'LL SELL "EM Ou Store imprinted folders to help prepare for your salesmen’s demonstration. 






$3.50 List 





Ejector NEVA-CLOG 
co ,* STAPLING PLIER 
; and 

NEVA-CLOG JR. 


STAPLING PLIER 





$4.50 


with removable front plate 






































EVA-CLOG Pliers and Staples are used for stapling 
‘ 7 office correspondence cloth, leather, fibre, soft wood 
i VSN —for attaching labels to samples, tags to carpets, sealing 
»>\ \ cloth and paper bags—and dozens of similar operations. 
A \\ Fastens baskets in manufacture, makes pot covers for florists, 
Seals heavy paper or burlap bags Seals wrappings for bakers, etc., etc. Makes neat wrapping for cut flowers 
for flour, cement, vegetables, etc or crepe paper pot covers. 
The NEVA-CLOG Plier is portable. It is light and handy to 
AL Se: => use. It slips into pocket and can easily be taken to the work. 
% a | This adds to its usefulness, for in many types of business it is 
. carried from place to place for occasional or regular uses by the 
a | operator. 
S Sé : >» | 
NEVA-CLOG is a real machine and will stand hard usage. It 

















Fastens up to 50 sheets of paper 


is not to be compared with any other type device designed for light he emai. 
or occasional usage. NEVA-CLOGs can be used day in and day 
out in production work. All working parts are hardened to give 
long life. It is backed by a guarantee of satisfaction. 








Study the application of this machine to your prospect. Where 
are they now performing fastening operations that can be done 
better, more speedily, or with the saving in labor over your present 
method? Attaches identification to cloth for 


cleaners or stores. 

The New Improved N-C Stapler 
is dependable and inexpensive. It 
gives almost indefinite service with 
proper care. A real timesaver in 
office or factory, finding ready ac- 
ceptance because of its two-fold 
usefulness. Can be used for gen- 
eral fastening and as a tacker ap- Seals mesh bags for leundries or 
plying labels to boxes, barrels, op Gee. 

crates and for tacking up signs, 

posters and window trim. 


NEVACLOG PRODUCTS, Inc. 


























Attaches tags to rugs for stores, 
warehouses or cleaners 


nate $950 
: | x - List 
sl 
|= 


Tags goods in stock, attaches 
labels to boxes 
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kK \\\e BRIDGEPORT, CONN. 
Sas othe fb tel ook NEVA-CLOG and N-C Junior stapling Pliers and Staples ‘ ioe 
nufacturers, rocers, retail ags manufacture oods, fabrics, 
mou and the N-C Desk Stapler . = 
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fora NEW DEAL! 
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Royal Shows You How... Presents a New 


and Unusual Profit-Opportunity for 1933! 


Forget 1932! Capitalize now on experience gained dur- 
ing the past year. Stock only readily salable “quick- 


moving’ items. Specialize! Concentrate on Royals! 


America's greatest age of industrial success was the 
result of specialization. An organization made one prod- 
uct— and concentrated upon that product. Only by 
returning to that business specialization can you hope 


to again achieve real prosperity. 


Royal makes only typewriters — is in no other business. 
Knowing how to make them, knowing how to sell them, 


it is the world's most successful typewriter company! 


Royal's complete line of home-sized typewriters — 
3 models, 3 prices, $29.50 to $65 — has demonstrated 
its outstanding merit by a sensational Christmas sales- 
success. Your decision has been made easy. Royal spe- 


cializes on dealers. Dealers should specialize on Royals. 


And what's more—to perfect sales appeal, Royal adds 
its Policy of Dealer Promotion and Protection backed by 


sound, progressive advertising. 


ROYAL TYPEWRITER COMPANY, INC. 
2 PARK AVENUE, NEW YORK CITY 


Address Canadian Inquiries: 362 Notre Dame Street W., Montreal 
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Announcing 


HECTOPAK 


The New Triple Capacity Hectograph 


GREATER ECONOMY 
GREATER CONVENIENCE 
BETTER RESULTS 


LESS EFFORT AND 
LOWER COST 


Here is the latest improvement—the greatest 
step forward in “pan type”’ gelatin duplicating 
devices—the HECTOPAK~—a new idea in con- 
struction and design that eliminates ALL of the 
inconveniences and ALL of the other objection- 
able features found in the ordinary gelatin 
duplicators. These new improvements ma- 
terially increase the usefulness and efficiency of 


the machine and save hours of time and labor 





and—at greatly reduced cost. 


OUTSTANDING ADVANTAGES 


3. A TIME SAVER. Because of these 


Three Sizes 


Note Size, 6x10 inches. 
1. TRIPLE CAPACITY. The HEC- 





“tte ice 2 inches one 
Letter Size, 10x12 inches. TOPAK has three distinct “layers’’ of 
gelatin pads—each pad having the same 


capacity of the ordinary gelatin duplicator. 


2. BETTER WORK WITH LESS 
EFFORT. When the last of thethree pads 
have been used to their full capacity, it is 
easily lifted out of the pan, and a pad of 
three PERFECT refills replace them. 
These refills eliminate the distasteful and 
messy job of melting and pouring your 
own refilling compound, and insure per- 
fectly printed duplicates. 


Cap Size, 10x15 inches. 


TO THE DEALER: 


method heretofore in use. 











519 South Laflin St. 


and offers you an additional worth while business in the sale of refills. 
of HECTOPAK, supplies, prices and discounts, on request. 


HECTOPAK pads, the office force saves 
hours of time and labor which can be 
profitably used for other important work. 


4. LOWEST COST; GREATEST 
ECONOMY. Because of their triple 
capacity at just a slightly higher cost than 
the ordinary gelatin duplicator and re- 
filling compounds, HECTOPAK Doupli- 
cators are the lowest in price. And, be- 
cause of the great saving in time and 
labor, the most economical. 


In these exclusive advantages, HECTOPAK offers users o 
gelatin duplicators a triple service at a cost only a little higher than the Hektograph 
HECTOPAK assures first class duplication at all times 


Full information 


Ink Specialties Co. 


FRED B. CANODE 


Chicago, Hlinois 
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“Machines cost less than additional salaries... 


and MISTAKES COST 
MORE THAN BOTH!” 


“We aren't doing too much business, that's true. 
But, we've never done so much estimating in our 
whole history! And, we've got to keep on doing 
it, if we're going to get any business at all! 








‘Just one or two ‘minor’ errors in one of those esti- 
mates will cost us more than TEN Marchants! 


“Just two or three extra days’ delay in figuring 
might mean the difference between getting the job, 
or not getting it. 


Phone “Anyway you look at it, gentlemen, we have to 
representative—ot wiite direct tour fora have fast, accurate, fool-proof figuring. We need 


semonstration Redan ™* that Marchant . . . and we need it RIGHT NOW!” 


MARCHANT CALCULATING 
i MACHINE COMPANY 
Dept. 100 
Oakland, California 


Duplex 
ELECTRIC CALCULATOR 







Vv 
ACCUMULATES 
Adds... Subtracts 


Multiplies .. . Divides 





SALESMEN 


The Marchant offers YOU a 
proposition full of sales oppor- 
tunities, the chance to build your 
own future, with great money 
making possibilities. Write us or 
phone our office in your city for 
an interview. 









19 Years 


building calculators. 
Electric, hand operated, 
portable. Aslowas $125. 


FASTESTFIGURING -IN-FHE-WORTD! 


300 
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(Specialized Selling of Ribbons and Carbons—Continued 


from page 77) 


salesmen stand with reference to the manufacturer? The 
answer is that they will always have his cooperation. They 
of his product, but will 
They will know why 


will start with little knowledge 
evolve into experts as they advance. 
this product writes better, why that one fails, why the 
weardown of this is superior, while that ribbon writes more 
imprint of one ribbon is so delicately 
fact, they will be con- 


clearly, why the 
delineated and another blurred, in 
versant with the entire ribbon and carbon art insofar as it 
is necessary for their success as carbon and ribbon sales- 
The result will be that this phase of their activity 
itself and will become their 


men. 
will ultimately 
particular asset, and a new 


demonstrate 
sales product will soon become 
the major breadwinner. In this good time coming, the 
stationer will increase his business far beyond his most 
Manufacturing houses are so convinced 


and proper method of distribu- 


sanguine hopes. 
that this is the only just 
tion that they are willing to be a storehouse of knowledge 
and information for the stationer’s salesman who will co- 
operate with them to solve their difficult problems, to pro- 
pose methods of procedure when the usual methods fail, 
to assist in the demonstration of their wares and to place 
should stand in their market. 

Salesman (sales- 


them where they 

Mr. Stationer, and through you, Mr. 
men are indeed something more than order takers), this 
project is so wide open; its possibilities are so great; the 
field is so fertile that it is just unbelievable that you as a 
logical distributor in your local area should not as yet have 
thought about it effectively enough to launch a sales pro- 
gram. The market is there. The manufacturer has the 
goods and stands ready to help his dealer in every way. 
he has practically eliminated direct 
Do you not, 


In certain instances, 
selling in territories in the borderland areas. 
Mr. Dealer, realize that this method of selling is the only 
just and proper process of distribution of the manufac- 
If it is conceded that the dealer should be 
hesitate to grasp an 


turer’s wares? 
the distributor, then why 
opportunity that may be looked upon as novel but is prac- 


does he 


tically as old as business itself? 

The carbon and ribbon phase of the stationery business 
is so profitable that the manufacturer is willing to furnish 
for distribution to stationer’s customers circular matter 
advertising his merchandise and also to deliver window 
displays and other appropriate material, being anxious to 
cooperate with his dealer in every phase of activity in order 
that the dealer’s trade may be made acquainted with the 
high-grade lines to be found in the dealer’s store. 


Quality vs. Product 

Nowadays when more is being asked in exchange for the 
dollar than ever before, we are reminded that the quality 
may be sacrificed for high turnover and profit, for volume 
is apt to be sought after rather than efficiency and sales 
are sometimes made disregard character or quality. 
No business has ever or ever can survive on this basis, nor 
will the policy ever be successful. If the gold that guar- 
antees the treasury note is gone, of what value is the paper 
itself? It means that sooner or later some one will have 
to pay. If one takes the quality out of any product and 
still aims to sell it even at a degraded price, he will one 
day find himself in position where he has to pay the pen- 
alty, for at all costs quality must be maintained. 

Efficient office a more 
efficient product even though the price be higher. Quality 
and efficiency in this industry always will be synonymous 


managers will always purchase 


at all times. 

from the dollars and 
in many cases has a 
There 


There is a good will aspect aside 
cents consideration. This good will 


value far in excess of the dollars and cents value. 
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is no one in a better position to serve the public than the 


stationer. Right here is his opportunity 


The Plan 


1. You will deal exclusively with a reputable carbon and 
ribbon manufacturer. The franchise he grants will require: 

(a) That you purchase a reasonable stock of his 
products in the several grades of merchandise. 

_ (b) That you and the salesman will have to make 

just as much of an individualistic study of the office 

requirements for carbon paper and typewriter ribbons 
as you have of its varied stationery requirements. 

Here, the manufacturer’s salesman can be of great 

help, but you must do your part. 

(c) The stationer must be seriously minded enough 
about the plan to make it his business to ascertain the 
customers’ wants in every detail and then seek to sat- 
isfy them with the best of his lines that the manufac- 
turer supplies. Here again, the manufacturer can be 
of great assistance. 

(d) You must develop an urge, if you do not already 
have it, Mr. Stationer; otherwise, how are you, the 

salesman and the manufacturer to benefit by the plan? 

If you do not, will the manufacturer cultivate you? 

2. You propose one or more salesmen to cover the ter- 
ritory you serve. It is understood that such representatives 
are to give their active attention to the manufacturer’s 
products. 

The manufacturer will immediately 
education. 

4. Having been informed as to what territory you wish 
to service, he, in turn, will have his salesman go with your 
representative, demonstrating simultaneously how he pro- 
ceeds, and what his methods of entreé, approach, contact, 
attack, discussion and sales are. This is for the express 
purpose of giving your salesmen the experience and open- 
ing the carbon and ribbon field to your regular customers. 

5. For all major requirements, that is, orders which will 
fall outside the immediate range of your stock, you will 
a % orders direct wtih your manufacturer. 

Until such time as he is satisfied that your representa- 
md will make satisfactory returns, i. e., on the average 
as good as direct selling salesmen, he will hold his sales 
supervision ready to assist you in order that his selling 
standards will not waver in the interim. 

7. Your salesmen’s training will include a knowledge of 
carbon tissues; knowledge of inks for particular purposes 
a discussion of wear; endurance of inks; relation of copies 
to inks and tissues; legibility of copies; legibility vs. num- 
ber of copies; characteristics of best writing ribbons; devel- 
opment and application of these numbers to sales, as de- 
monstrable through a proper kit. 

8. Provision for facilities equal to those of 
representatives. 

9. Individualism of your franchise to be maintained be- 

ae of demands that are placed on you by your clientele. 

s these are characteristic of your trade area, it cannot be 
— rwise, since you will not be able to function properly 
under other conditions. 

10. Questions originating with your salesmen may be 
taken up through your organization, the manufacturer, and 
should always be given due consideration. 

11. Returns on goods, while individually considered, will 
have to be taken up on the basis of merits of complaints 
and their justification. 

12. All credit considerations will rest with the dealer. 

Possibilities and Results of the Plan 

The possibilities of this plan, Mr. Stationer, are not 
B : remarkable, but of such a stupendous nature that they 
should prove to be in the character of a revelation to all 
parties concerned. 

The exceptional profits obtainable are at present be- 
yond the comprehension of most stationers. 

The superior nature of this kind of business, as com- 
ow’ to the ordinary sales methods is beyond all question. 

. This plan is no longer in the theoretical stage, but it 
is a genuine reality. 

5. The strength which this kind of sales organization 
can achieve is almost beyond comprehension. 

6. While it would appear that the turn-over in such an 
arrangement would have to be of the nature to make a new 
order of magnitude of profit, it is becoming ev ident that the 
power which is already manifested is largely based on the 
quality and form of merchandising, and not on the quan- 
tity and turn-over type. 

7. The main thing about the system is that as you 
progress, you will find yourself merchandising better and 
better qualities. 

8 With the manufacturer’s organization behind you, and 


undertake their 


direct selling 
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the improved service to the trade, this business may grow 
to an extent far beyond the range of the remainder of your 
stationery activities. 

9. The economy in this kind of selling will be greater 
by many hundreds of per cent because of the possibilities 
to you, Mr. Stationer, of selling enough of these products 
in a short time to encompass the selling expense for this 
department for months. 

10. The operation of this plan is so completely and 
definitely a simple procedure that all that is needed is 
salesmanship; but it must b SALESMANSHIP. The rest 
will find itself. 

11. The responsibility for this success is placed, as it 
should be, with you, Mr. Stationer. The manufacturer sup- 
plies everything compatible with your success. It stands 
to reason that it could not be otherwise, as your success 
means his success. 

12. The possibilities of this plan are beyond description. 
Every business house needs the products and, in general, 
they have not had time to seek them out. It is this service 
that the stationer should seek to bring to the customer. 
Think, for example, of the number of consumers in your 
immediate vicinity. This will give you a picture of the 
potential business at your disposal for the seeking. Take 
any metropolitan market area and estimate, if you will, 
what the potentiality of the area is. The figures become 
astoundingly interesting. The only question is—HAVE 
YOU THE URGE? 

Failure never can come when interest, urge and activity 
are sufficiently great to prosecute any plan to the end. If 
failure of a good plan does develop, it will be due to lack 
of courage in putting it through, for it will provide an 
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immediate and an active market for a good product. 

The world of business is evolved from barter and ex- 
change where each transaction was small to transactions 
of ever increasing magnitude, whereas barter has given way 
to currency. The average manufacturer does not believe 
that his factory is going to disintegrate and that nothing 
new is going to be known. Business today is but the herald 
of greater things for tomorrow. 

What better assurance can any house ask than the assur- 
ance that the demand will always exceed the supply? The 
dealer is the one who turns potentiality into demand. The 
necessity for our product is here and will continue to per- 
sist. 

This is your insurance. The question is, are you willing 
to pay the premium—the price? What is that price? Your 
activity to serve that necessity. This alone spells sales 
success. It is the same thing that promotes all business, 
new and old, your going to work and ours, the same force 
that in the last analysis causes the whistles to blow on 
every factory top throughout the United States and the 
world, the urge that has promoted this plan, the writing of 
this paper, the advance of all industry—SALESMAN- 
SHIP! Whata word! And still more—what an art! This 
is why we ask, Mr. Stationer, where are you? What is the 
Where do you stand? Opportunity is knocking 
Will you open it? 


matter? 
at your door. 


LET THE DEALER ADVANCE 
THE SPARK 


An Interview with W. A. Sheaffer, in Which the President of 
the W. A. Sheaffer Pen Company Shows How Specialized 
Selling Increases the Volume of the Dealer’s Fountain 
Pen Department—The Sheaffer Company’s Rule of 
Three Selling Plan, Presented in Office Appliances 
for October, Is a Definite Method for Developing 
Customer Appreciation of the Advantages of 
Higher Qualities 


ICERO was not the first man to call down anathema 

upon the times and the manners, nor was he the last. 
The old Roman perhaps had better reason for his remarks 
than we, who, despite depressive thoughts, are beginning 
here and there to show a disposition to study the realities 
of merchandising and take a fresh hold. Dealers in writ- 
ing equipment and other office necessities are awakening to 
the fact that selling cheap goods at cut prices is not the 
way out of the labyrinth. To cheapen sales cuts profit 
often to the disappearing point, and does not build up 
reputation in the minds of customers. On the contrary, 
the dealer should advance his demand—sell better goods 
—ask prices commensurate with quality. It is well to re- 
member that we begin our lives with a demand, and that 
whatever wish we get thereafter comes because we ask 
for it. The asking and the receiving are part of the same 
thought. We do not always receive what we ask, but if we 
ask nothing we receive the same. 

Almost everyone has had an experience not dissimilar to 
the following: The customer stood before the section of 
the men’s glove counter the contents of which were marked 
$1.25 per pair. Came the clerk: 

“What can I do for you, sir?” 

“I want a pair of gloves, but these shades are a little too 


light. Haven’t you something darker?” 


“Sorry, sir, but we have nothing darker than the color 
we show here.” 

“Well—but there’s the exact color I want over on that 
counter.” 

“Yes, but the gloves on that counter are $2.50 a pair.’ 

“T didn’t ask for a $1.25 glove. Why should you limit 
me to that price?” 

“Well, you were standing before the $1.25 counter and 
I supposed that was the type of glove you wanted.” 

The moral is sufficiently obvious without a diagram. For- 
tunately the clerk made the sale. The customer had a sense 
of humor. 

It is felt by many fountain pen houses of reputation that 
other lines have absorbed too great a share of budgetary 
appropriations of large offices, leaving too little money to 
properly take care of writing materials and to provide pens 
and ink in harmony with the richness and beauty of the 
surroundings. A stronger effort is urged on the part of 
dealers and salesmen to take a bigger share in the equip- 
ment of industry. Many banks build wonderful structures 
costing millions with many thousands for equipment, yet 
use cheap pens and cheap writing fluid. The same is true 
of a considerable proportion of the business concerns 
throughout the country. Schools are often inadequately 
equipped. Writing equipment costs such a small percentage 
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of the total invested in the physical properties of industry, 
that to provide the best should not make a noticeable in- 
It is certainly true that writing equipment 
arguments that other 


crease in cost 
dealers must put forth the selling 
office equipment salesmen use. 

The automobile contest by the W 


pany has proved that the public is willing to buy the better 


\. Sheaffer Pen Com- 


things if proper effort is made by dealers and sales people. 
In one town of two thousand population, where corn was 
selling at eight cents a bushel, one young man sold over 
$650 of writing equipment in four weeks at full retail prices 
The sales were thoroughly checked by the Sheaffer organi 
zation and were found bona fide in every case 


In a medium sized town in North Dakota an employes 
of a stationery firm made up his mind to be a winner in the 
went outside the store looking for business 


an order for fifty-six $13.50 Feather- 


contest. He 
and came back with 


touch ensembles from one of the large industrial concerns 


of the town. This, plus conscientious work on pens, pencils 


and pen Skrip, won him a new Ford car. Seventy-five 


individual pen and pencil sales in a town of five thousand 
in Texas was another record. One Sheaffer dealer in Con- 
necticut did not regard desk set business very seriously 
until one of his men went out and sold fifty-seven desk 
sets averaging $12.00 per sale. 


A surprising revelation in this contest was the greater 


activity of people in the smaller towns than in the larger 


OFFICE APPLIANCES 


ones. A drug clerk in Ohio sold eighteen high-priced desk 
sets in four weeks in a town of five thousand people. As 
the contest at the time of writing had not closed, there 
are many other large records that will be noted in a later 
issue, showing that constructive merchandising and extra 
effort even at this time bring results. 

If fewer customers enter the dealer’s store today, and 
he sells them articles for half as much money as formerly, 
he has virtually only one-fourth the volume that he had 
in more normal times. Can the dealer reduce his rent, his 
salaries, his taxes and his other expenses to conform to this 
great decrease? If he cannot, he has only one course open, 
and that is to begin tomorrow to build for the future and 
endeavor in each and every case to sell the customer the 
best article he can be induced to buy. The salesman will 
fail a great many times, but he is continually building for 
the better sale, the better satisfied customer, the better 
volume and profit and the better future. 

The writing equipment industry has never had anywhere 
near its proper percentage of yearly budgets and the fault 
lies with those who continually force cheap goods on the 
market, creating the impression that the public wants cheap 
goods only and further weakening dealers and salespeople 
who have not the courage to fight hard for better condi- 
tions. A return to prosperity can come only when each 


industry does its share toward a sane business program 


and the abandonment of price slaughtering and demoraliza- 


tion. 


ON SPECIALTIES-THEIR BASIC IMPORTANCE 


R. M. Robinson, Office Equipment Company, Michigan 
City, Ind.; “I believe that in your special section of Office 
Appliances for January you are dealing with the most im- 
all factors in the office equipment field today, 
viz., coordination of the efforts of the 
facturer and the honest, worth-while dealer looking toward 
f marketing their products under pres- 


portant ot 
progressive manu- 


the proper method « 


ent conditions 


dealt us a staggering blow that 


weaker ones into the discard—for 


“Father 
knocked many of the 
the time being, at least 


Depression 


-and caused sagging of the knees 
Yet I believe that out of 


better understanding and closer business 


on the part of the stronger ones 
it all will come 
relationships between the reliable manufacturers and the 


dependable dealers. W< 


that can be done and many of the things which can’t be 


have learned some of the things 


Let us profit by the experience 
f it all is that we have suffered so many 


done 

“The bitterness « 
needless losses, heartaches and sleepless nights because of 
the lack of proper organization and the consequent merci- 
less competition and pitiless price-slashing whereby only 
the smart buyers profited and the trade has been slaught- 
ered 

“Any effort on y« 
be highly appreciated by each of us. 

E. L. Isaakson of the Verstegen Printing Company, 
Sioux City, Ia., makes some interesting statements. He 
years ago he sold his business which oper- 


ur part to help us see the light should 


says that three 


ated under the name of the Office Service Company, to 


the Verstegen Printing Company. This sale included the 
Erbe products, 
C. Smith 


and Corona typewriters and a limited line of stationery 


t 


agency for such lines as Yawman and 


Leopold desks, Johnson and Milwaukee chairs, L. 
After the sale was completed, the company moved to a 
new location where a full line of commercial stationery 
was added which included the National line of loose leaf. 

Mr. Isaakson states that they have added to their lines 


recently the Elliott addressing machine, the Neo-style and 
the Ediphone. The two machines first named were given 
up later, but the Ediphone is still being pushed with vigor. 

“Whether the office equipment dealer should handle a 
broad or a narrow line depends upon the size of the town. 
In a city of fifty to one hundred thousand, a strictly office 
equipment dealer can make a good living on a typewriter 
agency and some other lines such as Mimeograph, Addres- 
like, including ribbons and carbons. We 
our own business and we include with 


sograph and the 
have this set up in 
it L. C. Smith and Corona agency 

“Considerations to be given weight in selecting lines to 
be handled in a given territory depend upon the sales 
volume which is possible and whether or not the line is 
sufficient to support one man or if it must be merged with 
some other to make a satisfactory sales volume to support 
a good salesman and make an item a paying proposition.” 

Karl G. King, president of the Office Engineers, Inc., 
South Bend, Ind., says that they added to their line every 
article of merit which they believe can be readily sold to 
offices, because of their belief that office equipment dealers 
should be able to supply all standard equipment regularly 
demanded by the trade in the community where the store 
does business. The selection of different specialty lines 
would depend upon the size and importance of the custom- 
ers who would be the users of such specialties which would 
not only bring additional revenue to the store, but a source 
of sales for other lines which are necessary. Special lines 
when and if sold will increase sales volume both directly 
and indirectly. 

“We advertise ourselves as a business man’s department 
store and believe that it is well to have the community 
understand that we supply everything which is needed 
in an office.” 

Morris Sanford, of the Morris Sanford Company, Cedar 
Rapids, Ia.: “A successful dealer will not attempt to special- 


ize on all items of equipment. Particular and personal 
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likings and aptitudes will probably govern and local sales 
possibilities will also enter into the decision as to what is 
to be handled. A specialty to be handled with profit must 
have an universal or at least a wide appeal; it should be 
salable at a reasonable price; should not require too much 
skill to understand and operate, nor should it 
To earn a profit, it must be 


technical 
demand over expensive service. 
possible to stock the specialty without over large invest- 
ment or danger of loss.” 

G. D. Barger of the Morris Sanford Company, Cedar 
Rapids, Ia., states that there has been no addition of recent 
years to their lines of office specialties except the visible 
index which has been added because there is a need and 
demand for this sort of equipment which fits in with both 
loose leaf and filing equipment lines. He believes that 
dealers should handle a rather narrow line of specialties 
insofar as the larger office machines are concerned, but a 
broad line as to the smaller devices usually found in the 
stationery store. The points which are given consideration 
in handling a specialty line are the practicability of the 
item, its price range and value, the number of potential 
customers and consideration of the problems, whether or 
not one’s organization has a sales personnel to promote 
the line. 

Charles L. Mitchell, secretary, Crane & Company, 
Topeka, Kas.: “Our friend on the Pacific Coast, to whom 
you have referred, is absolutely right in adding specialties 
to keep up his volume. We are all of us going to 
be obliged to do this in order to produce a volume of sales 
which will make it possible for us to maintain representa- 
tive stationery stores in high rental locations. It seems to 
me that with the constantly increasing infringement on our 
staple lines by chain stores and the growing practice of the 
manufacturer and jobber of selling direct to the consumer, 
it is only a question of time when it will be impossible to 


wn 
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maintain a strictly stationery and office equipment store in 
high rental areas. 

“In my judgment the only salvation of the old-time sta- 
tioner and office equipment store lies in the fact that spe- 
cialties have been added, the sale of which will bring a 
sufficient volume to offset the overhead.” 

George Hausam, president, The Hutchinson Office Sup- 
ply & Printing Company, Hutchinson, Kas.: “We cordially 
approve the policy of the J. K. Gill Company, as clearly 
described by Mr. Heppner of adding specialties from time 
to time to maintain the volume of sales. We have appar- 
ently followed about the same policy. Certainly our sales 
volume would have been a great deal less had it not been 
for the addition of a number of specialties to our lines.” 


Earl Greiner of the Pantagraph Printing & Stationery 
Company, Bloomington, IIL, tells us that they have recently 
added to their office specialty line a new smoking stand, a 
new pencil sharpener, a new type of visible equipment, a 
new stapling machine and an excellent type cleaner, to re- 
count only a few good selling items which have been added 
to the Pantagraph Company’s These items have 
abundantly proved that they will increase one’s business 
because there is a demand for them and this demand helps 
to stimulate the sale of other merchandise which one has 


line. 


in stock, 

Mr. Greiner continued “We believe that office equipment 
dealers should for a year or two handle a relatively narrow 
line. For a time there will not be a very heavy business 
in office equipment, at least until the majority of the de- 
funct banks and other concerns have unloaded their equip- 
ment. 

“The dealer should take a survey of his territory to de- 
termine what line of merchandise prospective customers 
in that territory will purchase.” 


ON THE EFFECT OF SPECIALTIES ON 
OTHER DEPARTMENTS 


R. M. Robinson, Office Equipment Company, Michigan 
City, Ind.: “Specialties do positively help the dealer’s 
other trade. Ours is a mechanical age. There are many 
wonderful devices in the office specialty line. The cus- 
tomers desired by stationery and office supply stores are 
practically all interested in office mechanical devices. 
Give people a chance to come in and look at them, watch 
them work without being obligated in any way, and cus- 
tomers will develop largely of their own accord. But right 
on the spot the dealer must have a man with personality. 
To have such a man in the right place at the right time 
spells oppoftunity. It is the opinion the prospect then and 
there formed which opens or closes the door to future busi- 
ness. 

“After thirty years of service in the typewriter and office 
equipment business I see so many tasks unaccomplished, so 
many problems yet unsolved in the field we look out upon, 
that if I were a young man starting tomorrow, I would 
take up the line, which, to my mind has the most promis- 
ing future and the greatest possibilities of any in the field 
today—office equipment!” 

E. Frank Winfield of Grand Junction, Colo.: “Special- 
ties exert several influences on other lines. If the sale is 
a high-powered proposition and poor judgment is used, it 
may result in killing the sales of staple stationery lines; 
but if the article is properly sold to the right people it will 
react the same as any other good sale. In the main, the 
sale of specialties is hard to mix with supplies selling, which 
is more of a good will type. 


“Service has an influence on sales also. Too much in 


line of service requirements is asked in some lines.” Mr. 
Winfield operates his service man on a commission basis 
on office machines of all types. 

“Specialties are more costly to sell because their use is 
more restricted. The dead time used in hunting prospects 
who do not already own a typewriter or an adding machine 
makes costs run far too high. It is evident that to sell 
specialties on a basis of twenty to twenty-five per cent is 
not profitable. Retailers with good specialty men can 
make a profit only if their men are exceptional salesmen 
and they have several lines to draw from.” 

G. D. Barger of the Morris Sanford Company, Cedar 
Rapids, Ia., is of the opinion that such items as duplicating 
machines, visible equipment and certain small specialties 
tend to draw business and benefit other departments. The 
handling and sale of specialties tends to increase sales di- 
rectly, and if the items are those which need supplies in 
order to operate them, there should be an indirect tendency 
to increase sales to perhaps more than one department. It 
is evident that the office equipment dealer and the stationer 
should carry as complete and as broad a line as his com- 
munity or trading area warrants. Service and individual 
attention to the customer’s needs are important to the in- 
dependent merchant and the more complete his line, the 
better is his opportunity of making his store the business 
man’s department store. 

J. H. Gipson, manager, The Caxton Printers, Ltd., Cald- 
well, Idaho: “Beyond any doubt the sale of a good spe- 
cialty helps the sale of other items, for not only do many 

(Turn to page 92, please) 
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ACCO ORIGINATE S iN D DEVELOPS 








Donv Furr Wirn THE FLAME! 


The bright flame dazzled the foolish moth. And fine shelf arrays of similar products 
or frequent sales of insignificant items lure the stationer, often, away from the true 
facts and into losses. CONCENTRATE on fewer brands—on broader lines with 


“group selling” opportunities. This is no time to experiment. 


Vow, al TRANSFER TIME, concentrate on ACCO Products. The sale of one Acco 
Item suggests the sale of at least one other co-related Acco Product. Acco Fasteners, 
Folders, Covers and Punches all tend strongly to sell each other. Add to this fact 
the advantage of consistent national advertising—of liberal sampling, and volume 
use in thousands of offices for many years and you have the answer to why Acco Products 
are asked for by name and sell io the public as a LINE. You can sell a number 
of Acco Products, not a single one, during the same sales presentation—in almost 


the same sales lime. 


Immediate shipments now—still in time for you to cash in on transfer-time business? 


ACCO PRODUCTS, INC. 
39th Ave. and 24th Street, Long Island City, N. Y. 









Canada: Europe: 
Acco Products, Ltd. Acco Company, Ltd. 
King St., W., Toronto. 18 Whitefriars St., London, E. C. 4 











Unlimited 
Capacity 
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ACCO COVERS are made of the same ACCO FASTENERS bind pa ACCO FOLDERS are made of 
durable pressboard as Acco Folders pers firmly, yet allow sheets to be heavy pressboard in all standard 
They are cheap, loose leaf binders of removed or inserted in a jiffy sizes of correspondence and record 
large capacity and take the place of For all standard gauges of sheets. Hold 1” and 2” volume of 
expensive screw post binders Ideal munching, and any capacity. papers. Each folder contains an 
for holding inactive as well as active jound Papers are Safe Papers. Acco Fastener which makes it tm- 
papers. Made in all standard binder possible for papers to p or tear 
sizes, punched for all standard gauges out of the folder. 


of round and slotted holes for any 


aa ACCO 


FASTENERS, FOLDERS 
AND COVERS 
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CLEAN IMPRESSIONS 


HERE’S a real lesson in those letters! They are 


typed with a Remtico ribbon . . . and then magni- 
fied many times! Yet notice how evenly the ink is 
distributed, how sharp the outline, even when enlarged 
so greatly. Only expensive long-staple Egyptian cot- 
ton woven into fabric finer than a linen handkerchief 
could produce so perfect a result. And only in Rem- 


tico ribbons do you geta combination like that. 


There’s a Remtico ribbon at the price and quality 
needed for every kind of typing job. Remtico carbon 
paper too, is made to measure for specific types of 
All may 


be ordered in attractive colored packagings for private 
} gin; 


work . .. no less than 357 different grades. 


brands if you desire. 


And remember this . . . your profit on typewriter sup- 


plies depends on the repeat business you get. So sell 


Remington 


87 


MEAN REPEAT SALES! 





the ribbons and carbons you know will make customers 


come back for more. Sell Remtico! 


Keep them from “shopping around”’ 
You can sell a genuine Remington typewriter for less 
than $20 retail! 
gets the customers who are looking for an inexpensive 


This sturdy low price Remie Scout, 


machine — keeps them from shopping around. At the 
other end of the Remington line, is the Noiseless Porta- 
ble—a real champion — offering the outstanding 
features of a noiseless office model, in the price range 


of a portable. You sell it for just $69.50 retail. 


Remember what successful merchandisers say, “To get 
your full share of today’s business, you must offer a 
complete selection of goods.” Only Remington can 


offer you so complete a line of portables. 


Typewriter 


Division of Remington Rand 
Buffalo, N. Y. 

















: No. 9606-17 , 


No. 50.56 File Stool 
and No. 50-60 File and 
Vault Table 


True Values 


| N ST kK “ 
1 » 4 kK L 
f_i ‘urni 
office furniture 

Wherever UHL furniture goes in use, 
there is a service permanently pro- 
vided for. Whims of fashion do not 
affect it for altho of graceful and bal 
anced design, UHL furniture is_ pre 
dominately utilitarian The UHL 
**Postur-Chair’’ was scientifically 
formed for correct anatomic support, 
conservation of health and reduction 
of fatigue—similarly, other UHL fur 
niture following long periods of study 
and experiment was produced to pro- 
vide the highest degree of working 
comfort and convenience, with life- 
long durability and good service 
Now, at the threshold of a new year, 
beset with uncertainties all about, the 
retail trade needs a strong sales policy 
and merchandise of known and proven 

No. 7206-28 business value to support it. Dealers 
who feel the need of a distinctive line 
of high grade equipment giving power 


and direction to their sales effort, are 
No. 9014 
Stool 


invited to write us for details. 
No, 671 


Typewriter 
Stand 







The TOLEDO 
METAL 
FURNITURE 
COMPANY 


1518 Hastings Street 
Toledo, Ohio, U.S. A. 












No. 7800 TS 
Typewriter Stand 
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NEXT TO THE TYPEWRITER THE 
MOST USED OFFICE APPLIANCE 


HOTCHKISS 
STAPLING 
MACHINES 


Usefulness is the thing 
these days—luxuries are 
out. And next to type- 
writers Hotchkiss Stapling 
Machines are the most use- 
ful office appliances. That’s 
why Hotchkiss Staplers 
have been selling steadily 
right through the depres- 
sion—that’s why Hotch- 
kiss dealers are making money—that’s why you 
should play up Hotchkiss machines now. 





Model 2A 





From the handy, economi- 
cal little Hotchkiss Stapling 
Pliers to the large capacity 
standard or specially built 
foot or power operated 
fastening machines there 
is a Hotchkiss model for 
every business and every 
stapling need. With Hotchkiss your customers have 
the largest and most complete line of fasteners to 
choose from. 





Model 1A 


Every home, office, store, school and factory needs at 
least one Hotchkiss Stapling Plier. Every desk in 
every office should have a Hotchkiss Model 1, 1A or 
2A for every day, every hour paper fastening. File 
departments, legal departments, places where larger 
capacity is needed should use a Hotchkiss Model 2 
or HL40. Shipping offices want the Hotchkiss Tacker. 


There is business for you now in filling the demand for 
Hotchkiss Fasteners—and there is a constantly grow- 
ing repeat order business for you in supplying Hotch- 
kiss Staples for 
Hotchkiss Ma- 
chines. Do better 
this year by put- 
ting more emphasis 
on the usefu/items 

Hotchkiss Sta- 
pling Machines and 
Hotchkiss Staples. 






Stapling Pliers 
H 54 BW 





Write for details. 


THE HOTCHKISS SALES COMPANY 


NORWALK CONNECTICUT 
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VARITYPER> cuanceasie type 






Here's another 


STRING FOR THE BOW 
you re now using... 


ONE that will increase the volume of your 
business . . . strike a new and higher note in 
the scale of profits. 


Dealers now handling stencil duplicators, hec- 
tograph and off-set machines, are now finding 
it good business to add the Varityper to their 
line. Varityper fits perfectly into the duplicat- | 
ing picture. Itschangeable type, variable spac- 
ing, perfect alignment, and mechanically con- 
trolled impressions produce the finest master 
copies for all types of duplicating machines. 

With the Varityper your cus- 


tomer can get better, cleaner, 
sharper results. He can obtain 
greater condensation, more va- 


riety in the handling of his head- 
ings and text, uniform margins, 
uniform color in every word, line 
and page. 


A useful, adaptable, economical 
machine to use, the Varityper is a 
machine you can sell with real 
enthusiasm. It gives you a new 
story to tell to customers already 
on your books; it is the finest sort 
of an entering wedge into new 
business. For terms and territory 
write or wire. 


VARITYPER, INC. 
Chrysler Building. New York 
Telephone VA-nderbilt 3-2590 


Varitypers are used by many leading corpora- 
tions including New York Telephone Co., Gen- 
eral Electric, Johns Manville, International 
Paper Company, Chrysler Motors, National 
Cash Register, International Business Machine. 


VARITYPER: variaste spacinc 


VARITYPER + unirorm TYPE IMPRESSION 





| Firm. . 














It Looks Like a Lot of Money 
AND SALES BEAR OUT ITS 

LOOKS! 
PEERLESS TYPEWRITER 


HE new KEY 

PACKAGE has value written all over it. You can 
see it and your customers will, too. As a final quality 
argument it will make you more sales than ever for the 
profitable Peerless line. 


More than ever it will pay you—as it does hundreds of big city 
stores with expensive display space—to show Peerless Rubber 
l'ypewriter Keys in your windows and on your counter. The 
sparkling new black, green and silver, cellophane-wrapped 
package will draw the eye, arouse the curiosity, suggest the pur- 
chase, convince of the quality and efficiency of Ia * Keys. 
More typists will want them, more employers will buy them. 


And nobody will be disappointed—the girls who use Peerless 
Keys will find new pleasure, new ease, less fatigue, in their ;work. 
Their employers will get more speed, more efficiency, greater 
economy. You will make more sales, larger sales, bigger profits 


| and the repeat orders will be automatic. 


If you aren't already one of the four out of five stationers selling 
Peerless Rubber Typewriter Keys write for the Peerless proposi- 
tion. Better still, let us send you, on memorandum, a set of 
Peerless Keys in the beautiful new Peerless display package. 


LY 
PEERLESS KEY CO., Inc. 


The only Rubber Key Manufacturers offer- 
ing a COMPLETE LINE through dealers! 


176 Fulton Street New York City 


PEERLESS 


RUBBER 


Typewriter Keys 


ERASER SHIELDS FREE! 


One of the greatest advertisements and sales helps to dealers are Peerless 
Eraser Shields—imprinted with your name and address for distribution to 
customers. Send the coupon for details 





PeerLEss Key Co., INc., 176 Fulton St., New York, N. Y. 
Send the new Peerless Package, display stand and full details of 
your dealer plan together with a sample Eraser Shield. 


ee 


Address... 




















NOTICE 


We have acquired the copyholder and 
transcribing devices business of Error-No, 
Inc., and the Dawn Manufacturing Co., 
formerly of Little Falls, New York. This 
business will hereafter be carried on by 
the DAWN MANUFACTURING CO., 
INC., as our subsidiary with general office 
and plant at Rochester, New York. All 





correspondence should be hereafter so di- 
rected. An announcement of importance 
and interest to the trade will be made at 
an early date including details of unusual 


new models and designs. 
HALL-WELTER CO., INC. 


ROCHESTER, N. Y. U. S. A. 











ELECTRIC 
BULB 
CLEAR GLASS 


AIR CHAMBER 
GROUND GLASS 


REFLECTOR 






the STENCILSCOPE 


for tracing on stencils or master papers 


Hundreds of satisfied users acclaim the Stencilscope 
an entirely new idea in portable scopes. 

Note the details in the illustration. The full en- 
closure eliminates the distracting and tiring glare. 
The double glass with a dead air space between pro- 
duces a soft indirect, diffused light and prevents 
heating of the stencil. A specially ground and 
shaped metal mirror distributes the light from any 
standard electric light bulb evenly over the entire 
writing surface. 

The Stencilscope is light, compact, yet durable and 
sets new standards for portable scopes. 


Retail price, complete with celluloid writing plate 
and two styluses, $10.75. Be the first to introduce 
this proven product in your territory. Regular 
dealer discounts. Detailed information on request. 


W. S. SMITH COMPANY 


1011—62nd St. Brooklyn, N. Y. 
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CONTINUOUS FORM STATIONERY 
ROLLS OR FOLDED 


A New Reduced Price and their business maintained 


elie ; > through quality printing, 
List is now available. Easy prompt service and Golden 


Rule treatment. 

Territory is available in many 
sections. Let us tell you about 
the HANNA Line of 18 dif- 


ferent sized registers. 


HANNA REGISTER COMPANY, Inc. 
603 E. Washington Street, Indianapolis, Ind. 
Manufacturer of the famous HANNA Midget Register 





to understand 
discounts to 


to read, easy 
with attractive 
dealers. 

The foundation of HANNA 


Business rests upon Dealers 








FREE $ 
OFFERe 


With every order of 
3 dozen bottles of 


MIMEO 
Correction Fluid 
we will give you one 
dozen bottles of MIMEO 

Type Cleaner Free. 


MIMEO Correction Fluid makes perfect correc- 

tions on all kinds of stencils. Just a drop applied 

with the special camel's hair brush attached to the 

red cap, and the correction is made. Dries in a 

jiffy. Will not cause the stencil to stick to the 

backing sheet. 

Dealers and users tell us this new fluid is the best 

yet. 

Attractive 2-oz. bottle fifty cents retail. Also fur- 

nished in one-ounce bottles. 

Try the Red Cap Twins on your customers today. 

Take advantage of this special introductory offer. 
Regular dealer discounts. 


Mimeo Service Bureau 











132 Nassau Street, New York, N. Y. 
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MAKING A GOOD 
IMPRESSION 





A PATENTED PRODUCT 
MADE IN U.S. A. 


THE NEW 
HESCO DRY STENCIL 


IS MAKING A GOOD IMPRESSION wherever 
it is introduced. 

It produces a good impression of drawings and hand 
writing with stylus—cuts easily on any typewriter— 
with excellent legibility, giving carbon copy on 
backing sheet. 

Dealers and users are enthusiastic. 

Sells itself on test. 

We manufacture a complete line of supplies for 
Rotary Duplicators—Elliott and Rapid Addressing 
Machines. 


WRITE 
FOR SAMPLES 


The H. E. SMITH Company 
137 S. 15th Street 
Newark, N. J. 























SCORE BY 


IBEIRINAIRID 


With } The 
STAPLE \ EXTRACTOR 


ANOTHER 


( 
\ A 4 
\ io) ie 





When dealers were think- 
ing of Christmas — and 
only ordering enough to 
get by till after the Jan- 
uaty inventory — we 
brought out our staple ex- 
8 tractor. @ And orders 
piled in from all over the 
country—showing a won- 
derful acceptance of our 
new item. € Order now 
—they retail at 75c¢ each. 











THE WM. SCHOLLHORN CO. 
NEW HAVEN, CONN. 





In Popular Demand 


STEEL AGE 


Personal Reeord File 





Transfer season emphasizes the need for 
systematizing personal records. The 
STEEL AGE Personal File with superior 
patented features and new attractive low 
prices, will sell readily if properly displayed. 


SleclyAge 


The Ne. 700 
STEEL AGE Line 
261,” Deep 





High quality materials 
—construction designed 
with heavy upright 
channel members and 
corner reinforcements 
giving extra strength 
and rigidity — drawers 
operating smoothly and 
quietly on a progressive 
ball bearing roller sus- 
pension—finger tip op- 
eration — positive com- 
pressors — solid bronze 
hardware, concealed 
fastening, no unsightly 
rivets or screws — each 
case complete in itself, no extra finished 
end panels needed. 





Style No. 701 


Corry-Jamestown Mig. Corp. 
Corry, Penna. 
Export Dept. 
5713 Euclid Ave. 
Cable Address 


Cleveland, Ohio 
CORJAM 


Warehouse stocks carried at 


NEW YORK CHICAGO PHILADELPHIA 
BOSTON LOS ANGELES SAN FRANCISCO 


Corry-JAMEstown 


STEEL FURNITURE 
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(On Effect of Specialties on Other Departments—Con- 
tinued from page 85) 


specialties require supplies, but the dealer who handles 
specialties and shows them properly is bound to awaken 
a surprising degree of interest among the people who pass 
Inevitably, one who comes in to see a specialty, 
Even the outside man 


his store. 
sees other things that he needs. 
who may be pushing a specialty exclusively, may often 
bring in orders for staple lines from those who remember 
when he calls that they need this and that. 

“It costs about the same to sell specialty items as it does 
to sell regular lines.” 


Cless O. Burras of Oak Park, IIl., is of the opinion that 
the question whether specialties help or hinder the other 
line is largely up to the dealer. They can be of distinct 
advantage, giving the dealer an opportunity to call on a 
different class of trade than he would call on in the reg- 
ular routine and he could thus be the means of opening up 
many new accounts. Then again, there are always slack 
seasons where there is ample time to profit by specializing 
on certain items for given periods. “In my opinion,” says 
Mr. Burras, “present conditions must be solved by the in- 
dividual who must use his own program so that his efforts 
show a profit however small that may be.” 

William E. Davis, Sioux City, Ia.: “Yes, specialties help 
other branches of the trade. The needed items are ordered 
for the office as a result of our business-like attention to 
all orders received. Supposing each month only a few 
extra items are purchased by each customer. Neverthe- 
less this amounts to quite a sales total when figured from 
all the customers on one’s books. The way to get business 
is to be alert, and think who ought to buy, sell and use 
this or that. At the proper time of day send your sales- 
man or go out and sell.” 

M. W. McCarty of Eckdall & McCarty, Emporia, Kan.: 
“Our special lines have always aided our volume. This 
help is not at all confined to the present so-called distress- 
ful times, but became a big asset in times of prosperity and 
We have hinted that specialties d> 
It is certain that nationally 


are still a saving grace 
help the other lines of trade. 
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known and nationally advertised articles for which our 
store is noted, give the public a confidence in us that no 
other detail could bring us.” 

E. L. Isaakson, office service division, Verstegen Print- 
ing Company, Sioux City, Ia.: “If properly handled and 
backed by experienced mechanics, it is certain that the po- 
sition of office specialties by the merchant in that line 
possesses certain powers both directly and indirectly to 
draw trade to the store and thus to benefit all other de- 
partments.” 

A. O. Washburn of Whitlock’s Book Store, Inc., New 
Haven, Conn.: “A suitable stock of office machines and 
other specialties establishes prestige and creates good will. 
Each and every good item helps to sell other good items. 
Thus the influence of a good specialty is always favorable 
and helps the sale of other goods in the same store.’ 

Earl Greiner of Pantagraph Printing & Stationery Com- 
pany, Bloomington, Il, says that have the 
power to draw trade to the store, benefiting all depart- 
ments. Thus the handling of specialty lines tends to in- 
crease sales volume both directly and indirectly. 

Selma Stationery Company, Selma, Ala.: “Undoubtedly 
the possession and active pushing of specialty machines has 
a favorable influence on the sale of other and more staple 


specialties 


types of merchandise.” 

George Hausam, president, The Hutchinson Office Sup- 
ply & Printing Company, Hutchinson, Kas.: “The handling 
of specialties assuredly helps our business in several ways. 
Often the specialty itself requires auxiliary supplies and 
the selling of a specialty item creates an easy entreé for 
the sale of additional items from other departments of the 
business. The different lines intermesh and we could 
hardly feel our business to be a complete entity were it 
not for all of the different lines we carry.” 

H. L. Feld, assistant sales manager, Santa Fe Book & 
Stationery Company, Inc., Santa Fe, N. M.: “We have 
found that a good way to present the economy argument 
is to stress the savings and advantages of quality merchan- 
dise over cheap, second-grade or imitation articles. This 
argument bears weight in normal conditions as well as in 
those of the present day.” 


ON SPECIALTIES SELLING PROBLEMS 


H. D. Duffy of the S. G. Adams Company, St. Louis, Mo.: 
“We find that the general salesman who consistently makes 
planned calls for several weeks will be kept busy for the 
next week or so making request calls, that is, calls that 
the customer phones in thereby throwing the salesman 
completely off his schedule. However, these request calls 
soon diminish and it becomes necessary for the salesman 
again to resort to consistently planned calls. 

“In order to help our salesmen accomplish this work, we 
devised a form known as the Executive’s Data Control. 
By the use of this form, which is ruled, we have the name 
of the salesman under the heading, Things to Do Today, 
the date and the territory. In the first column is a series 
of numbered lines under the heading, Whom to See. Beside 
each is space for planning the call. Two columns are re- 
served for follow-up and other data. The back of the 
card has space for name, address, name of buyer, type of 
business, etc. 

“The data control card supplies classified data which 
can be instantly found. It is a condensed and well con- 
sidered piece of work which, taking one fold, fits com- 
fortably into the coat pocket. The salesman may plan his 
work in advance either at home or in the office and jot 
down the result of his calls and also the date of follow- 


ups. The back of the card also provides room for two new 


accounts, providing necessary headings for the informa- 


tion desired, always in case the salesman makes two new 
contacts that day. 

“On the right hand side at the top of the second page is 
a blank space. This is used to list the leading sales points 
regarding any specials that the firm may be pushing. These 
are stamped on the card with a rubber stamp and as these 
special sales usually last a week or two, the salesman be- 
comes familiar with their different points. The reports 
are turned in on the morning following their date and the 
office makes a memorandum of the items to be followed 
up and puts it in a bring-up file, later to be given to the 
salesman on the day previous to the follow-up date so 
that he can plan for it in arranging his calls. 

“When the salesman makes his call, he refers to this 
card, which he carries in his pocket to refresh his memory 
on the item he wishes to use for an opening. If he cannot 
get an order during that interview because the customer is 
not ready to buy, he finds out the approximate date when 
the customer will be interested and indicates it in the fol- 
low-up date column. In the last right hand column the 
salesman enters a check, X or O, meaning, check, inter- 
view, X, is out, unable to see and O, an order 

“This system works out very successfully and we are 
glad to pass it on for the use of other dealers.” 

J. W. Beckham of the Business Equipment Company, 
Charlotte, N. C.: “We sell adding machines, typewriters, 
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calculating machines and cash registers, and each man 
It is not practicable to train a staff to 
A man selling everything may 


sells his specialty. 
sell all lines successfully. 
pick up a few sales here and there, but he really does not 
sell anything and his sales are always below normal. 

“Our typewriter man carries with him a portable type- 
writer. Specialties cannot be successfully sold without 
showing them. The salesman who wishes to succeed as a 
specialty man should know his line and understand its ap- 
plication to every phase of work to be encountered in the 
prospect’s business. 

“Tt is essential to prevent drifting, that outside men 
should plan their work. It is almost better not to work 
at all than to work without a definite plan, for unplanned 
work is usually non-productive. We assist our men in 
analyzing their fields and the customers therein. In this 
way we prevent a good many errors and save opportunities 
This is on the prin- 
The ac- 


which otherwise would be overlooked. 
ciple that two heads are always better than one. 
cumulated experience of the office may sometimes material- 
ly assist a salsman in increasing his sales records. 

“The economy argument when it involves an initial ex- 
penditure is not so powerful as before. These arguments 
are pretty well known and many of the concerns called 
upon are virtually broke, notwithstanding the fact that 
they have bought the economy devices as they came along. 
As to guarantees, machines should be warranted only in- 
sofar as workmanship and materials are concerned. No 
should be given outside of that necessary to 
take care of the guarantee. 

“T believe that the adding machine, the posting machine, 


free service 


the calculating machine, the cash register and billing ma- 
chines will always remain specialties. Each involves a 
great deal of work and study to be properly demonstrated 
and applied. Unless they are fitted to the user’s interest, 
they may be positively detrimental.” 

J. E. Gaffaney, president of the Office Specialties Com- 
pany, Fargo, N. D., is of the opinion that the salesman 
should have a clear conception of what he wants to do be- 
fore he starts. He must also have knowledge of his goods 
to the extent that a creditable presentation of the articles 

Every prospective customer in a 
should be contacted at least once a 


shown can be mad 
salesman’s territory 
month even if it is only a very formal call to check on 
service, which amounts to twenty calls a day. 

“Today,” says Mr. Gaffaney, “the cold canvass is the 
only way to sell.” 

“We service office machines,” 
there are no ifs or ands about it, even though the customer 
may be broke. All of our men,” he continues, “are spe- 
cialty salesmen whom we are now trying to train as sales- 


said Mr. Gaffaney, “and 


men of staple stationery lines.” 

R. L. Ruhle, McKee Printing Company, Butte, Mont.: 
“Adequate preparation involves thorough familiarity on 
the part of the salesman with the lines he is selling. Sec- 
ond: Unless he has had experience in selling and under- 
stands the basic factors, the salesman should be taught 
the proper approach. He should arm himself with infor- 
mation as to the hobbies and peculiarities of the prospect 
before attempting the approach, and should be ready to 
demonstrate in detail the savings which will result to the 
customer who uses the product he is selling. 

“Preparation in selling involves planning the work. This 
applies particularly to outside men. We insist upon it. 
We lay out their route list with route cards so that we get 
a daily report on how many calls they make, from whom 
the prospects are buying, when they will be in the market 
for our lines, etc. Our sales manager meets with our men 
as often as possible, analyzes their fields, and discusses the 
possible customers therein. 

“We employ specialty men to call on prospects in spe- 


93 


cialty lines. To sell specialties requires knowledge of the 
machine and what it will do to promote economy and pay 
for itself in a reasonable time. With a thorough under- 
standing of what the specialty will do for the prospective 
customer, plus enthusiasm, plus courtesy, plus persistence, 
a man ought to do well selling specialties almost any- 
where. 

“Our experience has been that it is impossible to train 
a staff to sell all lines successfully. So much depends on 
personal attributes. 

“Our salesmen carry samples of practically all our lines, 
even to the heavier articles such as school seating, lockers, 
etc. It is almost impossible to sell specialties without 
demonstrating them.” 

William Schmiederer, manager of the stationery depart- 
ment of the Buxton & Skinner Printing & Stationery Com- 
pany, St. Louis, Mo.: “We have specialty men for the fol- 
lowing lines: the Neostyle, office furniture, loose leaf, and 
a special man for ribbons and carbon papers. However, it 
is possible to train a staff to sell all lines successfully. 
Our men when they go out carry samples of some of the 
lighter specialties. It is not possible to sell specialties 
successfully without showing them. The salesman should 
learn all about the item he is selling, how it is constructed, 
how it is used, how it applies to certain businesses, and 
he should know how to convince the prospect that the pos- 
session of his goods or his machine will result in profit to 
the purchaser. Our outside men are required to plan their 
work and list an array of prospects but not in every in- 
stance. We give every assistance possible to our men in 
analyzing their fields and the possible customers therein. 
Today the economy argument is more powerful than here- 
tofore.” Mr. Schmiederer declared that he could not an- 
swer the question as to free servicing because service is 
given free up to a certain point. Beyond that it must be 
charged for. 

“When our special salesmen come across prospects for 
machines we do not carry, we turn them over to the com- 
pany agents who handle the deal. Thus we are doing 
something for the other fellow who will thereafter be will- 
ing, perhaps, to do something for us. Our men handle 
letter opening machines, letter sealers, duplicators, stamp- 
ing machines, etc., while stapling machines, punches, pen- 
cil sharpeners and the like are handled by general sales- 
men. The loose leaf department takes care of the visible 
indexing.” 

R. D. Latsch of Latsch Brothers, Inc., Lincoln, Neb.: 
“Those who intend and expect to sell office specialties suc- 
cessfully should prepare themselves by special schooling 
from manufacturers’ representatives, if possible, going out 
with such a man and studying his manners of approach, 
his statements and his manner of closing his deals, not 
with a view to copying his methods, but with a view to 
understanding principles along which he works, 

“We require our outside men to plan their work and 
help them to list and arrange prospects so as to economize 
time. We assist our men in analyzing their fields and the 
possible customers therein. 

“We depend upon our regular outside men to handle 
specialties as well as staple lines. We find that they do 
quite well in discovering and closing new business. It is 
not possible to train a staff to sell all lines as successfully 
as a man specially trained on one line. The man who di- 
vides his energies is always at disadvantage in competition 
with the trained man who concentrates on a definite thing. 
One cannot sell specialties successfully without showing 
samples.” 

R. M. Robinson, Office Equipment Company, Michigan 
City, Ind.: “A specialty salesman need not have a great 
amount of technical training. Up to a certain point the 
manner of his speaking is more important than the sub- 
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stance. Of course, he must know his machine, what it 
will do and what it won’t do, that he may keep himself 
from getting cornered. That thing called personality, with 
enough penetration to discern the weak joint in the other 
fellow’s armor without making it evident that he knows it 
is compensation for a certain lack of technical informa- 
tion. Personal appeal and the establishment of confidence 
is a bigger factor in salesmanship now than ever before. 
The strongest of us want fellowship and good cheer.” 

William E. Davis, Sioux City, Ia.: “A specialty salesman 
should know his goods, should have an understanding of 
how to approach his customer, should be able to give a 
clear statement as to his sales items and be sure to get out 
when the time comes for his moving.” 

M. W. McCarty of Eckdall & McCarty, Emporia, Kan., 
is of the opinion that the specialty salesmen in typewriter, 
adding machine or cash register lines should have factory 
mechanical experience as well as practical sales experience 
as a background for his sales efforts 

H. L. Feld, assistant sales manager, Santa Fe Book & 
Stationery Company, Inc., Santa Fe, N. M.: “One who 
sells specialty devices or any other item, for that matter, 
before he can succeed must absolutely understand and be- 
lieve in the merchandise he is selling. He must also know 
and be able to demonstrate why and how his article will 
be of value to the prospective customer. Salesmen should 
be prepared along the following lines: Training—being 
able to tell how a product is manufactured, what it does, 
how it does it, how properly to approach a prospect, how 
to apply the device to a customer’s needs. I hardly need 
stress the value of neatness in personal appearance and 
attractive personality. 

“It is useful to plan the day’s work by arranging on 
cards names of prospects to call upon in as close order as 
possible to insure the greatest number of calls possible 
per day. Each card should bear information as to what 
the prospect is most interested in, giving the salesman an 
opening which may lead to other sales. Calls are checked 
by notations made on cards. 

“Our men carry samples of the smaller devices, as well 
as of new items. Cold canvass calls are successful in the 
long run. 

“The approach to a prospect involves first learning his 
name, position, etc., after which the salesman introduces 
himself, gives tersely his reason for calling before appeal- 
ing to the prospective buyer’s reason by demonstrating the 
saving which will be effected by new equipment. The 
salesman should be brief and to the point without being 
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too brusque. He should see the person who has charge of 
the buying for the department where it is intended to 
If he is unable to close the sale, 


Our 


install the equipment. 
the salesman should then go to the person higher up. 
regular men handle all specialty sales.” 

George Hausam, president, The Hutchinson Office Sup- 
ply & Printing Company, Hutchinson, Kas.: “We have 
found that our men with proper training can sell some 
specialties about as well as the specialty man. During 
the depression we have added to our general commercial 
line of stationery and office equipment such specialties as 
typewriters, Mimeographs, staplers, janitor supplies, book- 
keeping machines, continuous form bookkeeping ma- 
chines and forms and a rubber stamp department. We 
have also added to our bindery and advertising leather 
goods and manufacturing department. These additions 
have served to keep up our volume and help in maintain- 
ing the stability of the business. I imagine that our ex- 
perience in this respect is not unlike that of others. 

“The training of the specialty salesman I regard as the 
vital part of the whole situation. We make it a rule that 
no new article of any kind whatever can be brought into 
our business unless the buyer of the article or the manu- 
facturer’s representative is thoroughly familiar with the 
article himself and its sales possibilities in our particular 
territory. Before the article is offered for sale, these sub- 
jects are thoroughly discussed with the salesmen and they 
are instructed so as to have a complete knowledge of the 
new goods. Our entire sales force goes through a sales 
training period and merchandise study for an hour and a 
half each and every week. We hold a sales meeting for 
the store, city and country salesmen every Saturday even- 
ing from 7:30 to 9:00 o’clock, at which time any new goods 
or new articles taken on during the week are the subject 
of first discussion on the program.” 

Charles L. Mitchell, secretary, Crane & Company, 
Topeka, Kas.: “Specialty sales certainly do help our other 
trade, and customers who come to our store to purchase 
specialty equipment or to have such equipment demon- 
strated to them, invariably see our other lines and while 
they may not purchase at the time they call, many will 
remember seeing the items in our store and later on orders 
will come. 

“Then there is the disposition toward consolidated estab- 
lishments where customers ordering any specialty supplies 
or equipment will add to the order other items in the 
stationery and office equipment line of which they may 


be in need. Thus additional sales are made.” 


ON THE ECONOMY FACTOR OF 
SPECIALTIES 


G. A. Carnegie of the Carnegie Office Appliance Com- 
pany, Norfolk, Va.: “In the present market the average 
buyer is first interested in price and then service, economy 
and efficiency. True, one must know how to serve in order 
to sell, but the primary necessity today is to learn how to 
overcome the price argument. To successfully meet this 
price complex the salesman must invest more than the 
average time and thought in his sales effort. He must be 
forever in search of means for making it easier for the 
prospect to buy. Manufacturers are aiding in this respect 
by putting less expensive products on the market. A 
method that has had its effect on the timid buyer in this 


section of the country is stretching terms and the time 


for payment 
“More than ever before buyers are shopping over the 


telephone for a price. Because this seldom results in an 
order, the wise salesman gets the name and telephone num- 
ber of the inquirer, promising to give him the price infor- 
mation as soon as possible. The salesman then goes to 
call on the prospect without delay, and frequently lands 
the order. 

“Caution should be observed in handling these phone 
calls so as to prevent a negative note creeping into the 
conversation. 

“Over the phone it is rather difficult to explain convinc- 
ingly that there may be a difference between low price and 
The 


price complex encountered by salesmen everywhere is an 


economy. In the prospect’s presence it can be done. 


outgrowth of the need for economy. Any machine or de- 
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vice that saves time or effort introduces economy Fre- 
quently there is not much difference between what the 
prospect considers a high price and an acceptable price, so 
that if the matter of economy is approached from the stand- 
point of use and service of the machine or device, the pros- 
pect can often be changed into a customer.” 

R. D. Latsch, Latsch Brothers, Inc., Lincoln, Neb.: “The 
economy factor is more powerful today than heretofore. 
Today most men have time to talk to salesmen whereas 
three or four years ago everyone was too busy to give 
more than the minimum time to sales representatives. If 
your representative can convince a man that the purchase 
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and use of the machine will effect economies which within 
a reasonable time will pay for the machine and make its 
subsequent years pure velvet, he will have made a sale 
provided the prospect can arrange terms of payment sat- 
isfactory to himself.” 

R. L. Ruhle, McKee Printing Company, Butte, Mont.: 
“In my opinion the economy factor is more effective today 
than heretofore. Today every individual, company and 
corporation must practice economy not only in buying, but 
in office practice. The machine which soon pays for itself 
is logically bound to receive consideration if the message 


can be got over properly.” 


ON THE ADVANTAGES OF THE EXCLUSIVE 
AGENCY 


M. W. McCarty, of Eckdall & McCarty, Emporia, Kan.: 
The Sherwin-Williams paint agency, which they have had 
in Emporia for twenty-eight years, has proved an excel- 
lent example of profitable restricted agency production. 
This is apart from office appliances, of course, but serves 
to illustrate the fact that an agency of an exclusive char- 
acter can accomplish a great deal in point of satisfaction 
The house of Eckdall & Mc- 
Carty have the exclusive agency, sometimes including six 
Smith and Corona 


and profit to all concerned. 


counties, for the following lines: L. C. 
typewriters; Underwood typewriters; 
machines; Neostyles; Milwaukee chairs; 
office desks; 
come tax records; 


Sundstrand adding 
several makes of 
several filing cabinet concerns; certain in- 
several lines of typewriter ribbons and 
carbons; Wilson-Jones index devices; several lines of steel 
safes and a line of cash registers. 

“It has been our experience,” continued Mr. McCarty, 
“that while we are supposed to have exclusive agency on 
certain lines as indicated, we have not as a matter of 
fact, for a dealer up the street will be showing in his win- 
dows all the typewriters we think we have the agency for 
and those of another exclusive agency in our city. These 
goods are sold at the same prices we sell ours and they 
are not bootlegged. Another phase of the exclusive agency 
business is that there are two sides to it, and while we have 
had at various times several different agencies, when some 
one would come to us and ask for a make of file, for in- 
stance, that we did not handle, we would obtain it for him, 
and thus, in a sense, would be violating our own exclusive 
contract. On the other hand, Topeka and Kansas City 
trespass upon our territory and what are we to do for it, 
so it is tit for tat. A really exclusive agency gives a firm 
the prestige which divided sales outlets fail to give. Take 
Sundstrand adding Milwaukee 


chairs, Ohmer cash registers and Neostyles as well as the 


for instance, machines, 
several typewriters we endeavor to exclusively distribute— 
we constantly receive from headquarters for this district 
leads upon whom to call and this has brought in quite a 
sum for years past for customers for these items purchase 
other equipment when they enter our store for these spe- 
and to show you what we 


cials. Along this same line 


think of standard makes, even though they may be only 
for five years we endeavored to 


There 


semi-exclusive with us 
secure an agency for Eastman Kodaks in Emporia. 
were two agencies here. Finally, we landed the proposition 
and for years it was one of our chief departments and is 
For years, too, we have asked for the 
Sundstrand event the local was 
changed. This year it was offered to us and we were glad 
to secure it, and now find it one of our best hard-time 


still doing well. 


agency in the agency 


items. For an exclusive agency to prove lucrative, it must 


have an article of outstanding national reputation national- 
ly advertised.” 

If prices can be maintained among several dealers han- 
dling the same equipment, it is the opinion of Mr. McCarty 
that in most cases just as many sales would be made as 
though the agency were exclusive on some item, for in 
some cases he thinks the publicity given by competitors 
aids sales. Take stapling machines, for instance. If the 
three local competitors all handled Dennison, Ace, Bostitch, 
etc., staplers and each one actively advanced one or all of 
them we feel that by reason of such work on the part of 
our competitors, it is easier for us to sell these goods in 
this territory, for the goods are all advertised by competi- 
tion and more readily sold if proven satisfactory. Hence 
the work of all aids the work of each. To make an agency 
exclusive is difficult. The goods are always obtainable by 
some one else somewhere and a real exclusive agency is a 
rare animal in these days of keen competition. 

R. M. Robinson, Office Equipment Company, Michigan 
City, Ind.: “We sell all makes of standard and portable 
typewriters, new and used; all makes of adding machines 
and three new models thereof; used duplicating machines, 
scales, staplers, check protectors, etc. For a small town 
dealer we carry a long line of specialties, 

“Exclusive territory, if properly covered, is the only de- 
sirable method for handling a field. This applies to the 
agent as well as to the manufacturer. The latter must 
have proper representation, while the former must have 
protection. The agent is thus assured of enough profit to 
enable him to give sufficient time and effort to the product 
so as properly to present it to the buyers, and the manu- 
facturer is assured of the proper representation of his goods 
in the territory covered. No manufacturer can profitably 
send two or more salesmen into the same territory to pre- 
sent the same product to the same buyers. 

“In the bottomless price competition of the present I do 
not see any office specialty that could be sold with profit 
in an open market. The only fellows who are getting the 
price and making a profit are the ones who have exclusive 
sales rights. It would be tough to have your competitor 
walk into your store and offer your customers his merchan- 
dise at a less price than you could part with yours, yet 
your prospect’s office is your salesroom when you walk in 
to sell him and the price cutter has an equal right in there 
with you.” 

William E. Davis, Sioux City, Ia.: “The advantages of 
an exclusive agency for any line given us for sale in this 
section results in our going after the business. We con- 
stantly circularize our principal items and as a result build 
up a business for ourselves and the manufacturers. We 

(Turn to page 102, please) 














NEW PRICES 


[U. S. A. Only] 


on 


Remington 
Noiseless 


Rough 
Challenge Grade 


and 


PREMIER REBUILT 


You can Sell At A GOOD 
PROFIT the Machine Every- 


body is asking for 
Send for Price List 


PLATENS 


We couldn’t improve the PLATEN 
So we improved the WRAPPER 
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UNCONDITIONALLY 
GUARANTEED 


for satisfactory service 


AMERICAN 
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Not affected by atmospheric conditions 


LOOK FOR THE GREEN WRAPPER 


The NEELY An 

SHEET COLLATER Outstanding 

* Sales 
Opportunity 





AMERICAN 


WRITING MACHINE COMPANY 
374 BROADWAY NEW YORK CITY 


Offices in Principal Cities 
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A unique item of exclusive service, in demand wherever 
typewriters and carbon paper are used, sales possibilities 
now extend beyond any other product in the office equip- 
ment industry. Heretofore, the stenographer’s speed has 
always slumped during insertion and removal of sheets 
from the typewriter. Now, the NEELY SHEET COL- 
LATER speeds up this work to the standard of the other 
operations and the typist goes on, hour after hour, fatigue 
lessened and production increased. Letterheads, carbons 
and second sheets drop to the typewriter almost auto- 
matically, properly faced and arranged. Estimates based on 
scientific tests have indicated as much as 50% saving in 
time. 

DEALERS AND AGENTS interested in a new and 
greater opportunity for prestige and profit in this field, 
write for details. 

FRED W. NEELY 
37 West Jackson Bivd., Chicago 














PELICAN-0O-TYP 
STENCILS 


are generally known for 
UNIFORMITY 

EASY CUTTING on any typewriter 
VISIBILITY when typing 


They produce long runs of clean, sharp 
copies without the use of a cushion sheet. 


Anumber of choice territories still open 
DEALERS: Ask for price list and samples. 


4; Pf 
Manhattan 
‘Stencil Corporation 


401 BROADWAY Ss NEW YORK 
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Is it any wonder 
that it has found 
favor everywhere? 







The ‘'5-in-1" is one of the most 
beautiful numbering machines on 
the market today. IT GETS THE 
EYE. The 5 movements take 
care of practically 95% of all 
hand numbering requirements. 
The “5-in-1"' is built strong, in- 
cluding steel wheels and drop 
ciphers for hard work and the 
price is low! Is it any wonder 
that it has found favor everywhere? 


12345 


Fac-Simile Impression 


5 movements in 1 machine 


retailing for $7.50 


Model 110—5 wheels $7.50 N 


Model 111—6 wheels $8.50 


ll 


AMERICAN NUMBERING MACHINE CO, 


Brooklyn, N. Y., U. S. A. Chicago Los Angeles 





The Post Office Department now permits a variation of only five 
grains instead of one-thirty-second of an ounce as heretofore. Old 


scales will not weigh to that fine precision. It is found in the new 
improved Triner Model 9 T Beam Postal Scale for weighing and 
— air mail, foreign mail, and general mail. The United 
States Post Office Department has placed an initial order for 11,250 
and since we received an additional order for 7,500 of these scales 
for use in various post offices. 
Air mail with insufficient postage goes by rail. Many letters which 
apparently require eight cents according to old scales, will require 
an additional thirteen cents because of new government exactness. 
This new scale will save costly delays and embarrassments. 

A LIVE OPPORTUNITY FOR STATIONERS 
This improved model is the finest as well as the only one which will 
meet the new requirement for accuracy within five grains. Impor- 
tant refinements which will appeal at once to intelligent business 
men have made this accuracy possible. 
Inform your sales staff of the new government accuracy in postage 
and build new friends now by featuring this new Triner product. 


Triner Scale & Mig. Co. 


2714 W. 2ist Street, CHICAGO 
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a sensation in the 
visible equipment 


field 





AUTOMATIC-VANDEX 


—the fastest, most flexible, most compact 
of all visible card indexes, at the lowest 
price per card. 


— it combines the speed and the advantages 
of all existing visible card record in- 
dexes—with the flexibility and compact- 
ness of the vertical card drawer. 


— it is therefore replacing all forms of 
visible and vertical records because of 
its lightning speed, simplicity and econ- 
omy. 

—AUTOMATIC-VANDEX will cut 


labor costs in record keeping 50% to 
75%. 


AND THE NEW AUTOMATIC ExX- 
PANDING FILE 


—with 20% more capacity—and the low- 
est cost—per filing inch. 


—the drawer that 
automatically 
expands 9 
inches. 


—that speeds up 
filing and find- 
ing. 

—that saves labor 
and floorspace. 





— 
To 






Send for Descriptive Literature and our Agency 
Plan Covering This Improved Complete Line 


AUTOMATIC FILE & INDEX CO. 
General Offices—910 Butler Building 
427 W. Randolph St., CHICAGO, ILLINOIS 
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There is only one absolute 
guarantee of complete 


satisfaction ...... that’s QUALITY 


And when quality is offered 
at competitive prices... that’s VALUE 


Better quality—égreater 
value ... that’s WHOLESALE’S GUARANTEE 


to dealers in 1933 


THE WHOLESALE TYPEWRITER CO. 


FACTORY and GENERAL OFFICES: 155 SIXTH AV., NEW YORK, U.S.A. 


Cable: SALETYPE, N. Y. 
PACIFIC COAST HEADQUARTERS: 528 Market St., San Francisco, Cal. Cables WHOLETYPE, SAN FRANCISCO 


MASTER GRADE UNDERWOODS and SELECT ROUGHS OF ALL MAKES 








A Trouble-free Duplicator 


Offices 


Economize with time and effort as well as money. 
Thousands of clear-cut printed copies hourly. 





Wilkes-Barre, Pennsylvania 








| 
i 


| 





| placement, are large. 
| prices and discounts. 


AZORA 


Azora air cushions and twirlers, two 
highly practical accessories, are mak- [@ 
ing typewriting easier for thousands 
of users. Sales, both new and re- \} 
Write for 






AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


Above Below 
THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 








PAT. DECEMBER 21, 1918 ° 

















= PERFECT = 


D oes not deteriorate 

U niform quality always 

P erfect for stylus 

A Il sizes for every machine 
C lean, clear copies 

O n white backing sheet 


Satisfaction guaranteed 

T ested and proven 

E xceptional for long runs 
NON CELLULOSE 
C lear visibility 

| nstant proof reading 

L atest improved package 

S old by Stationers everywhere 


DRY STENCILS 








DUPLICATOR PAPER =+SUPPLY CO. 


224 WO. DESPLAINES st. UL. MAYMARKET 6525-6-7 
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IMPROVED wetero 
CONCENTRATED (KOR-R ) 
STENCIL 
CORRECTION 


FLUID 


for all 
makes of stencils 
Bakelite cap 
Cellophane Sealed 





Attractive Display 
a Liberal Discounts 


WILL NOT pee kom stenci 
KOR-RECT-O CO. 23 Beaver St. 


O coamc i 
=a 
Bed Your Stencil Worrses with [xor-nect oi STENCIL CORRE 






New York 








DANDY 
\ Copy Holder 


Moderate in size and price. 
Sturdy in build; arm pre- 
vents leaves falling forward. 
With THE DANDY EN- 
VELOPE SEALER, a 
profit maker for every dealer. 
Liberal discount and terms. 





$250 retail 


THE OFFICE APPLIANCE COMPANY 
191-195 Devonshire St., Boston, Mass. 





Redigrap 





‘he New PORTABLE Duplicator — 


}| © LIBRARY © OFFICE 
| OR SHIPPING ROOM 








~—J 
— Tl Better copies... 
Minimum 


of Effort 





$1 Qo0 
complete 


The business world welcomes this forward 
stride in duplicator service. Makes a hundred 
or more copies direct from original writing of 
pencil, pen, typewriter or a combination of 
all, and reproduces as many as seven colors at 
one operation. Any grade or weight of paper 
can be used. Redigraph is unc onditionally 


guaranteed against mechanical wear. No stencils, no 
typesetting, no gelatine rolls required. 


Agents and Dealers. For choice territory and exclusive 
franchise, communicate with us at once. 


Redigraph Duplicator Co. 


9-15 East Third St., Cincinnati, Ohio 








They tell the exact amount 
of postage, in cents, re- 
quired on all mail matter, 
including parcel post ff 
rates by zones. War- ff 
ranted accurate. Beau- 
tifully enameled in the 
new ‘‘Duotone”’ finish. 


= x “STANDARD” 


I) MADE IN SEVERAL 


STYLES @ INTENDED 
FOR INDIVIDUAL DESK 


Dealers supplied 
through leeding 


Made in Two Sizes: 


No. 2 “Standard” capacity 2 pounds. 
No. 4 “Standard” capacity 4 pounds. 


PELOUZE MANUFACTURING CO. 
232-249 East Ohio Steet & CHICAGO, ILLINOIS 


yr. 2 YOUR 
le Fo" COPY 
RELIABLE & 


NEW WHOLESALE CATALOG 
AND REFERENCE BOOK ... 


y No. 700 '’ 
52 of inf tion in 
oo ‘ormation incl a Se eae 


aes eee as mossincs Ser accuracy, etc., anal « eae 
price of only 25c 
Send fer your eopy today! 


RELIABLE 


aoe TYPEWRITER & ADDING MACHINE CORP 
303 W MONROE ST... CHICACO, ILL 

















An Honest Specialty... 
Consistent Repeat Sales 


Order your first dozen from this advertise- 
ment. There is no gamble. Clarotype has 
been a profit-maker for more than eleven 


ROTI 


dern type cl 


It has national acceptance. It gives 
your customers honest, full value. It 
repeats because it cleans type better, 
easier, and quicker than any other 
method. More than 3500 dealers re- 
order Clarotype each year. That is 
Clarotype’s best recommendation to 
you. Clarotype is a “depression” 
profit-maker. Order from us or 
through your jobber. 


THE CLAROTYPE CO., INC. 
16-A Hudson St. New York 
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— CONSOLIDATE 
— YOUR 


watt SHIPMAN-\WARD 


We are now in position to furnish parts for Underwood, 


TYPEWRITER PARTS Royal, L. C. Smith, Remington, and Woodstock 


typewriters, Sundstrand and Dalton adding machines. 


ALL MAKES We can render the same prompt service that we have 


on Underwood parts. 











e . : . 
We use a superior brand of rubber in recovering platens 


which we can supply for all makes of typewriters and 
PLATENS adding machines. On standard platens we will ship 


the same day that we receive the platens from you. 


ALL MAKES A trial order will convince you. 


TYPEWRITERS—ADDING MACHINES—ALL OFFICE 
e DEVICES—Our oven baked enamel will give you the 
best possible finish and we can furnish you with the 
following colors: bright black, black crinkle, bright 


ENAMELING olive green and olive green crinkle. All our nickel 
NICKEL PLATING plating has a copper base. High quality, quick service, 


on all enameling and nickel plating. We also have 
transfers for all standard makes of adding machines. 











RETYPING 


SHIPMAN-WARD MFG. CO. UNDERWOODS, ROYALS, L. C. SMITHS 
1771 Shipman Bldg. 


4401 Ravenswood Ave. Chicago, Ill. Write Parts Department for Prices 








DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 

Speed Key Mfg. Co. Inc., 
29 Columbus Place 
Brooklyn N. ¥. 


ACME STAPLES 


and stapling machines 
The Stationer’s Livest Specialty QUALITY FIRST SINCE 1894. The ma- 


It is the ideal sales kit. Every record, every paper is in its chines and staples that guarantee not 


place, for instant reference—-no fumbling nor lost time. Is only sales but profits. Ask us how. 
it any wonder that salesmen, adjusters, etc., are universally ’ 


adopting this new and better portfolio? 
Stationers interested in a timely specialty with big op- t 
portunities, are invited to check up on the STEIN-WAY 
ZIPP BINDER. cme ap e ompany 
564-570 W. Adams St. CAMDEN p N. J. 


Stein Bros. Mfg. Co., Inc. CHICAGO. ILLINOIS 


Complete range of styles and prices 


STEIN-WAY ZIPP BINDER 


with and without handles and expanding gusset 
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Specialize on the BABE 












GE a ae 
All Speed Fasteners are y. ! 
perpetually guaranteed ey 2 
a — 
Registered U. S. Pat. Office 


Sell and Satisfy!—a safe slogan for office equip- 
ment retailers who must attract and hold their 
share of the business of the community. And 
most business has no time to waste on unservice- 
able equipment nor money to spend on things 
the cost of which is out of proportion to the 
service. That’s why it pays to specialize on 
SPEED FASTENERS. 


BABE, the office favorite, has earned a _ Rivalling the usefulness of heavier ma- 


Wire Staples For All Types Of Machines 


annnnnnnnil | 


From The Smallest To The Biggest 


place on every office desk through its light 
weight, small size, sturdy construction and 
absolute dependability. BABE can be used 
for temporary or permanent fastening or as 


chines of greater size and cost, BABE 
leads in dependability and economy 
not only among paper fastening ma- 
chines but in all known methods of paper 
fastening. 


a tacker for tags, placards, etc. 


Stationers: Why be content with less than best service to your 
trade in this line? Why take less than your rightful earnings 
from this part of your business? Ask for the SPEED FAS- 
TENER proposition. 


MAANANAnann 


From The Thickest To The Thinnest 


PARROT STAPLES—the result of years 
of development—superior in sharpness, in 
penetrating power and longevity. For 
every stapling paper fastener, in any style 
point desired. Complete satisfaction 
guaranteed. Get our price list. 


Y Parrot Speed Fastener Corp. 


388 Broadway, New 














Gelatine Duplicator 
Rolls for the trade 


Check up on the gelatine roll duplicators in use among your 
trade. The supplies business is profitable. We furnish you with 
gelatine rolls, cloth or fiber back, made to give best results on 
any particular make of duplicator and with spindles attached to 
fit the machine specified. Our price list also includes Hektographs, 
Hektograph refill and various other duplicating machine items. 
Write for it. Domestic—Export. 





Graphic Duplicator Co. 


270A Lafayette St., New York City, N. Y. 


The New Year 


Brings Greetings to You From 





MUNSON’S 





The New Hanson 
No. 1546 Postal Scale 





Correct postage cost auto- 
matically computed for prac- 
tically everything to be 
mailed, from an air mail 


letter or first-class (both do- 
mestic and foreign) to parcels 
post shipments up to 2% 
pounds. This wide range of 
automatic computing is ac- 
complished on a single scale 
by means of a combination 
of front and side dial charts. 
All figures are the 
New Rates in Effect July 6, 
and Oct. 1, 1932 
Complete details of this com- 
pact, handsomely designed 
and finished Hanson Scale, 
with trade proposition, sent 
to Stationers on request. 


HANSON SCALE COMPANY 


525 N. Ada St. 
CHICAGO 





Creator of the New De Luxe 


INTERNATIONAL TYPEWRITER 
CUSHION KEY 


ALL ARE AWAITING YOU 
For Information Clip Coupon 


Munson Suppty Co. 
348 Hudson St., N. Y. City 


Please send 
Package and Counter Display to 








A NEW fitkice -NEW PROFITS 


information abeut the New Key—New 
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(On the Advantages of the Exclusive Agency—Continued 
from page 95) 

make money by using business-like methods in selling and 
the manufacturers get their money promptly upon deliv- 
ery of the goods. With an exclusive agency, we can main- 
tain a standard price and most dealers know that price cut- 
ting often means no profit. 

“No specialties when offered to all dealers can result in 
profitable business as many will quote lower prices so as to 
get sales. A business cannot be carried on this way on 
account of the small margin of profit. 

“When they are properly put before prospective cus- 
tomers, specialty items will sell. Little money is made on 
five, ten, fifteen and twenty cent sales. Such small sales 
should be made by a clerk who is paid a small salary. 
This, of course, does not apply to regular customers who 
buy a considerable volume of goods in the larger items. 
With such customers it is well to keep their small business 
as well as their large 


Cless O. Burras, Oak Park, IIL: 


dled specialty items and under present conditions it shall 


“We have always han- 


be our purpose to devote more time and effort to market- 
ing items of this character.” 

In the opinion of Mr. Burras, the exclusive franchise for 
a city or district is an advantage for the dealer, but manu- 
facturers would necessarily have to use caution because not 
all dealers can show a sufficient volume to make an exclu- 
sive franchise pay. 

“T believe that specialties of a national reputation can be 
sold by dealers profitably in an open field, but articles of 
limited sale would not make a satisfactory showing. Mr. 
Heppner of Portland, Ore., is using good judgment in add- 
ing to his specialty lines during the present difficult period. 
As to the items themselves, some would require little or 
no training for the salesman to be able to sell them. Others 
sold without a complete understanding of 
Many 


would require little or no special training to assist manu- 


could not be 
their uses and possibilities very desirable items 
facturers in finding new markets.” 

A. O. Washburn of Whitlock’s Book Store, Inc., New 
Haven, Conn.: “I believe that the exclusive agency system 
favored by specialty manufacturers and the sales methods 
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employed by specialty manufacturers enable the retailer to 
The dealer sells an economical service 
This is the reason 


sell at a fair price. 
and not just so much merchandise. 
why he can get a proper price for his machines, for he sells 
them on the basis of what they will do by way of paying 
for themselves in economies.” 

George Hausam, president, The Hutchinson Office Sup- 
ply & Printing Company, Hutchinson, Kas.: “An ex- 
clusive agency for a city or district assuredly operates to 
the mutual advantage of both dealer and manufacturer if 
the product is worthy, the sales possibilities sufficient, and 
Also, if 
other manufacturer competition does not interfere. In 
such a case, the dealer can afford to and is glad to make 
a special sales effort and spend time and money on creat- 


the manufacturer and dealer closely cooperate. 


ing and maintaining a demand for the exclusive article, if 
he has assurance that he will not be encroached upon by 
the manufacturer himself or by the jobber or direct whole- 
saler or other agency help. If he cannot have this assur- 
ance, he is likely to be robbed of the results of his creative 
work, 

“Specialty fields open to all dealers in the past few years 
have been unsuccessful because of the varied competitive 
and unprofitable prices some one always makes. We find 
our efforts are more profitably directed to protected lines 
and articles. In other words, let’s get the Capper-Kelly 
bill through.” 

Charles L. Mitchell, secretary, Crane & Company, 
Topeka, Kas.: “The specialty lines we sell include the 
Edison-Dick Mimeograph and supplies; L. C. Smith & 
Corona typewriters and supplies; rebuilt typewriters; 
Kodaks; moving picture machines and supplies, and in 
furniture, the Shaw-Walker Built-Like-A-Skyscraper line; 
Leopold desks, etc. 

“There is a distinct advantage in the exclusive agency 
for city or district where a duplication of a certain line is 


Johnson chairs; 


ordered by the customer. That is why we work so hard 
for first installations with our exclusive agency lines. Un- 
der present circumstances, very few specialties can be 
profitably sold where the field is open to all dealers be- 
cause when conditions are as they are, there are those 


who simply cannot help but let the buyers set the price.” 


ON SELLING THE TRADE-INS 


Nott 


most dealers 


Profitably moving trade-ins is a knotty problem for 
It encompasses such phases as allowance on 
machines traded in, methods of figuring resale prices, the ad- 
visability of holding special sales to move trade-in stock, etc. 
Some thoughts on the subject are appended below. 

Paul M. LeBeuf of the Tampa Office Supply Company, 
Tampa, Tex.: “The entire problem of ‘selling the trade- 
ins’ can be successfully and profitably solved through serv- 
ice and salesmanship. Through over-usage these words 
have begun to lose much of their significance, yet in them 
is resident the power and means to solve practically any 
merchandising problem. 

“From coast to coast and from Canada to the Gulf there 
are cities of all kinds, each with a situation peculiar to its 
locality. Likewise stationers everywhere are confronted 
with individual situations requiring individual handling 
However, office specialties are sold the country over with 
more or less of the same pleasures and difficulties, the same 
problems of turn-over and trade-ins. Some stationers may 
have battles with purchasing agents of large corporations 
while others may know nothing of this kind of sales re- 
sistance. Yet basically, the problems are the same. 

“Here in our little city of 10,000, out on the wide-open 
plains of Texas, we strive to create absolute confidence 


through our knowledge of the specialties we sell, and of 


the service these specialties will render. In all our selling 
we endeavor to maintain an attitude toward our customers 
and our products that will create confidence and engender 
the desire to buy. When the trade-in problem comes up we 
proceed on the principle that too much stress cannot be 
applied to the thought of educating the prospective buyer 
as to the fairness of deducting the full depreciation from 
the original value of the turn-in, in payment for the service 
the machine has rendered. This can be tactfully accom- 
plished during the process of selling the new appliance and 
it permits the salesman to place a fair valuation upon the 
old machine. 

“Earnest and thoughtful selling will hurdle any danger 
of allowing too much on machines or equipment turn-ins. 
We do not confine ourselves to any set amounts or values 
on used items but deal individually with each and every 
case, knowing from experience the cost to put the piece 
into A-1 condition and as to what value it will have after 
the needed repair is made. Consequently our retail prices 
are fixed by the service the machine or the equipment will 
render after its renovation. Obviously this policy results 
in a profit on the trade-ins. 

“The necessity for holding a special sale to move a stock 


We do 


of used machines has never been forced upon us. 
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not believe that a dealer in a small locality such as ours 
will find it profitable to hold such a sale. There is always 
a student, or an individual or firm opening up a small busi- 
prospect who afford to purchase new 
However, an overstock of any one make of 


ness—a cannot 
equipment. 
machine or kind of equipment calls for all the resourceful- 
ness of the dealer and a special sale may prove the outlet. 

“Pursuing the thought, in some sections of the country 
a certain make of appliance may predominate in all sales in 
this class. The turn-ins of the minority makes would con- 
sequently be dead timber on the dealer’s shelves. It is 
therefore imperative that the dealer guard against the ac- 
cumulation of this type of appliance and turn to every nook 
and corner in his potential sales list to move the less pop- 
ular machines as they arrive in his stock and are put into 
good shape. Perhaps a special sale would be the only way 
out, but we believe that such action should be taken only 
as a last resort. 

“One of our best good-will builders and means of adver- 
tising our used specialties is our monthly house organ 
called “INK DROPS.” We run off about 500 copies of 
this four-page bulletin on a duplicator each month and 
have our salesmen distribute them personally to both man- 
agers and office workers. In each issue of the little mag- 
azine attention is called to a specialty we sell or to an espe- 
cially good value, which is often a turned-in machine. A 
good proportion of our house organ is devoted to humor. 
In fact we offer a prize each month for the best joke sub- 
mitted. In this we have created a wide interest in 
our little publication and consequently are able to make 


way 


our advertising more effective. 
“Through the medium of our house organ we have very 
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cautiously yet persistently called our trade’s attention to 
the loyalty due local firms—a loyalty that might even be 
termed an obligation. Like all dealers in small towns we 
compete in quality and price with larger organizations lo- 
cated in larger metropolitan centers. This competition 
can be met by purchasing direct from reliable manufactur- 
ers and, obviously, by taking a smaller margin of profit. 
Our slogan, ‘Educate the trade to the service to be found 
at home,’ has worked out effectively. This educational pro- 
gram has helped us to circumvent the salesman with a car 
full of used typewriters or other appliances who comes 
along occasionally with the hope of ‘unloading.’” 

M. C. Bair of the Office Supply & Equipment Company 
Inc., South Bend, Ind.: “We do not have much trade-in 
business except in our duplicating machine department. 
There it is our practice (under our agency arrangement) 
to trade in machines at a figure that will allow us to re- 
build and recondition each machine, and after adding the 
cost of this work, together with the new parts used, to sell 
it at a price that will net us as large a margin of profit as 
We believe this is the proper way to handle 
the situation. After a machine is traded in it becomes a 
a purchase and the selling expense naturally is the same 
and the overhead the same as on new equipment. 


a new sale. 


“The man in charge of our duplicating machine depart- 
ment is so familiar with this phase of the business that he 
is quite able to ascertain just what price can be had for 
used machines and quote a trade-in figure that will enable 
him to meet this situation without any guess work, 

“As we usually have a waiting list on trade-ins, the mat- 
ter of market is largely eliminated.” 


AND DISPLAY OF 


SPECIALTIES 


Earl Greiner of the Pantagraph Printing & Stationery 
Company, Bloomington, IIl., refers to the Ace stapling ma- 
chine as an example for his suggestion of an effective dis- 
His company gives window space to 
week a month, running the display 
They specialize on this item for 


play of a specialty. 
this item during on 
for three days at a time. 
the three days and fill the windows with nothing but 
staples and stapling machines. 

“We find,” continues Mr. Greiner, “that this idea sells a 
very satisfactory number of machines.” 

Another way in which the Pantagraph organization ad- 
vertises by display is to select a certain item and make up 
a special envelope stuffer using it through the mail and in 
all packages that leave the store, provided it can be sold 
to all kinds of business houses. Otherwise a selected list 
of twenty-five or fifty names is made up and a personal 
letter is written to the purchasing agent of these concerns 
accompanied by literature, followed by a follow-up letter 
and a call. This is a very effective way to increase sales 
by advertising. 

L. B. Divelbiss, Victor Adding Machine Agency, Colum- 
bus, Miss.: “Just as the eyes are indicative of the character 
of a person, so are windows indicative of the character of 
a store. The observant passer-by can look into a store 
and read the character of the store, its proprietor and sales 
force, therefore, a well balanced, well arranged specialty 
window is one of the greatest silent salesmen an office out- 
fitter can have 

“Tt is always practical to trim a specialty window with 
items of allied use, for if only one item is placed in a win- 
dow, the passer-by has nothing in mind except the article 
displayed, whereas if there are allied lines displayed, each 


suggestive of the dependence of one upon the other, many 
sales will result, where they otherwise might be lost. 

“Time is one of the most important factors in our of- 
fices today, as well as utility which includes the instincts 
of constructiveness, convenience, necessity and desire for 
time saving devices and benefits to be derived therefrom. 

“A demonstration of office specialties is ever a good ad- 
vertisement for it has the advantage of accumulative point- 
ing out of different needs through successful demonstra- 
tion of allied services, which has the effect of impressing 
upon the customer his need for each device. 

“The background of a window plays an important part in 
a successful display. It must always harmonize with the 
article displayed, must in no wise detract therefrom, but 
must be an integral part of the entire display. Any poster 
or placard placed in a window must be printed in large type 
or any picture must be large enough to be easily discerned 
from the point of view of the passer-by, otherwise, the 
prospective customer loses too much time and effort on 
reading. 

“It is impossible to figure in dollars and cents the value 
of a good window display, for it is accumulative, paying 
dividends for years to come. Sales may be consummated 
months or years after the display which are direct results 
of the display. 

“Every office outfitter must be a salesman and his store 
must be sold to the buying public. Advertising is our very 
best method of putting our stock on the market, and our 
windows are our very best advertising medium. There- 
fore, they must tell the world what we have that is of use 
to it. 

“Fundamentally, the object aimed at in advertising is to 
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set in motion the interest and imagination of the buyer so 
as to bring him to the successive stages of interest in the 
article displayed in our windows and the decision to buy it. 

Successful displaying is successful only through accom- 
plishing these ends. 

“Good window displays are the outcome of the ability 
successfully to take advantage of or to adapt one’s appeal 
to the prevailing or customary mental process of a given 
class of persons. Each window display must be planned 
just as carefully as the copy writer plans his most appeal- 
ing advertisement. The decorator must have a knowledge 
of the wants, desires, prejudices, likes and dislikes and 
vanities, the disposition to self-indulgences, etc., of those 
to whom he proposes to sell his merchandise, and the 
decorator who can adapt his display to such knowledge is 
the one who successfully “sells” his display. 

“Inasmuch as the specialty window is the method by 
which the merchant displays his specialty stock, from the 
day of the first trader that ever lived down to the time 
of the latest representative of scientific salesmanship, it 
has been known that the successful salesman must under- 
stand intimately the general laws of human nature and the 
special workings of the minds of the class or classes to 
whom his goods are to be sold. 

“A window display is a sales talk reduced to inanimate 
objects. Scientific principles must underlie any kind of 
successful sales talk, and a sales talk takes on the per- 
sonality and magnetism, personal qualities, etc., of the 
talker, therefore, the display of office specialties must not 
be thought of as a mere filling-up of the window space with 
articles with a price tag attached which the passer-by may 
buy if he likes, but as direct means of selling. 

“Each window display must be suggestive, persuasive, 
and impelling, and must create a good impression, must at 
all times attract attention, excite interest, induce a desire 
to see and examine at close range each article displayed, 
arouse a desire to own each article and induce purchase. 

“The task of the office specialty window display is to win 
your public.” 

E. L. Isaakson of the Verstegen Printing Company, 
Sioux City, Ia.: “We give up one window to office ma- 
chines and equipment ideas one week each month. We 
also use mailing pieces once every six months. 

“In the larger cities,” he continues, “where a satisfac- 
tory volume can be secured on such lines as typewriters, 
dictation machines and several other major lines, which 
will support the set-up of an office and a salesman, there is, 
of course, a different picture, but I feel that in a town such 
as Sioux City, which has about ninety thousand people, the 
office equipment machines are in the best hands as a de- 
partment of a successful stationer and office equipment 
firm.” 

Karl G. King, president of The Office Engineers, Inc., 
South Bend, Ind., states that it is their practice to display 
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some line of mechanical office specialties in one of their 
windows at all times and where possible to have motor at- 
tached in order to run the device, making the display an 
animated exhibition. “We would consider our service,” 
continued Mr. King, “very incomplete, if we did not have a 
good source of supply for such specialties as adding ma- 
chines, typewriters, check writers, duplicating machines, 
numbering machines, sealing machines and all modern 
equipment used in an office.” 

R. M. Robinson, Office Equipment Company, Michigan 
City, Ind.: “If you want to liven up a moribund stationery 
store, put a line of office mechanical devices in the window, 
with good, big price tags or cards on them, and place a man 
who knows how to demonstrate them behind the window 
let him be a man with a smile—and you will stop more 
people than would pause to look at a bathing beauty con- 
test. We carry over 40,000 items in the book, stationery 
and office equipment lines, and we find that nothing draws 
quite the interest that is manifested in office specialties 





well displayed in the window.” 

G. D. Barger of Morris Sanford Company, Cedar Rapids, 
Ia.: “Our practice is to display loose leaf, visible index ma- 
terial in connection with our loose leaf goods and the steel 
type of visible index with filing or equipment displays and 
all other specialty items in connection with office supply 
displays. We find the mixed display more interesting and 
productive than the single item displays.” 

James E. Feeley, president, Springfield Office Supply 
Company, Springfield, Mass.: “With regard to the display 
window as a promoter of specialties sales there is a good 
deal to be said quite altogether on the affirmative side. 
Articles connected by use should be shown together, such 
as typewriters and typewriter supplies; stencil duplicators, 
such as the Mimeograph, with appropriate ink, paper, etc.; 
mailing machines should be shown separately along with 
appropriate devices. 

“It is suggested that a window might be trimmed with 
machines, cards and signs to suggest the idea of economy 
through greater output at minimum cost of operation. 

“A backround contrasting with the display usually makes 
for easy visibility and effectiveness. We have our windows 
closed in, with neutral tinted background. 

“Rather than attempt to demonstrate specialty machines 
and devices in the show window, would it not be better 
occasionally to invite the manufacturers’ representatives to 
come into the store and demonstrate their products? 

“We have been especially successful with window dis- 
plays of Mimeographs, typewriters, popular priced office 
desks, etc., using price cards. We consider our windows 
so valuable that they constitute about the only advertising 
expense we have. We change our windows every Satur- 
day, and insist that they be kept clean and well-lighted. 
Popular-priced goods should be tagged with the price of 
the respective articles displayed.” 


ON PRICE COMPETITION 


E. Frank Winfield of Grand Junction, Colo., sells Royal 
typewriters, Sundstrand adding machines and cash regis- 
ters, Uarco autographic registers and forms, Dictaphones, 
loose leaf devices, a few visible systems, General Fire- 
proofing files and equipment, duplicating machines and 
Mr. Winfield is emphatic in stating that special- 
sold. Each sale is a transaction in itself. 
repeat supplies, it seldom 


printing. 
ties have to be 
Unless it carries orders for 
brings enough profit to make it possible for us to sell it, 
except for the fact that we are covering the same field 
with other lines which share in the traveling and selling 
the X adding machine representative 


cost. For instance 


has not made a profit in this field for several years. His 
Specialties, however, offer plus sales 
A really good mixed line 


line was too narrow. 
if the salesman can sell them. 
salesman is hard to find, and when he is found, he seldom 
can sell as much as the factory thinks he should. On the 
other hand, the factory man himself could not make good 
selling the same field with one specialty. 

Charles L. Mitchell, secretary, Crane & Company, 
Topeka, Kas.: “Unless some protection is given to the 
honest-to-goodness stationer and office outfitter by jobbers 
and manufacturers operating at a lower overhead than the 
home-owned stationery store, either through the selling 
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of the home brands or of special brands of like quality at 
chain store organizations to sell 
stationer can, I believe it to be a 
matter wholly of time as to just how long standard sta- 
tionery and equipment stores can stay in business. I be- 
lieve the time is coming when the individual merchant is 
going to realize his condition and ask those whom he repre- 


lower prices enabling 
more cheaply than the 


sents to choose their outlet. 

“The solution of the whole situation lies in the hands 
of the manufacturer and jobber primarily, but eventually in 
the hands of the retail dealer who realizes today more 
keenly than ever, the demoralizing effect on our industry 
caused by errors in distributive policies.” 

J. H. Gipson, manager, The Caxton Printers, Ltd., Cald- 
well, Idaho: “We handle all of the standard specialty lines 
including such portable typewriters, adding 
machines, check protectors, visible indexes in tray and 


articles as 


loose leaf form, posture chairs, scales and staplers, etc. 


ON FREE 


R. D. Latsch, Latsch Brothers, Inc., Lincoln, Nebr.: 
“Service which creates sales, such as filing service and 
record keeping is about as far as one can go in offering 
service Any 
caused by the user should be charged for. 

“Selling specialties takes specialized, intensive work and 
the items which are more emphatically specialties often 
It is not often possible to 


gratis. repairing of injuries or breakages 


require considerable service 
charge enough for this service to pay for the actual cost 
of running a service department. To make a charge large 
enough to offset the expense is to risk the ill-will of the 
customer. We do not carry the large items any more, 
but we do push the smaller items such as pencil sharpen- 
These are usually considered 
There is plenty 


ers, stapling machines, etc. 
as a part of the general merchandise stock. 
of business in the 
bending our efforts to securing our share of it as well as 
that our trade receives the top merchandise and 


general merchandise line and we are 
to see 
the best of service.” 

R. L. Ruhle, McKee Printing Company, Butte, Mont.: 
“The only free service we attempt to offer is on the high- 
priced machines we sell, such as Addressographs, Ditto, 
and the lines of the A. B. Dick Company. This free serv- 
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Our lines include also wood and steel filing devices, office 
In no line do we find im- 
munity from severe price competition. This sometimes 
makes the way difficult but we find ourselves able to make 


furniture and loose leaf goods. 


progress nevertheless.” 

Selma Stationery Company, Selma, Ala.: “Office spe- 
cialty machines and devices are at least partially immune 
from the severe price competition on staple lines. Our 
leading specialties are typewriters, adding machines and 
check protectors, on all of which we do a satisfactory 
business.” 

A. O. Washburn of Whitlock’s Book Store, Inc., New 
Haven, Conn.: “We handle typewriters and adding ma- 
chines among our specialty devices. We find these lines 
partially immune from the severe price competition of 
staple stationery lines. This, of course, is of signal ad- 
vantage.” 


SERVICE 


ice is for a limited time, until the persons handling the 
machines are absolutely familiar with the use and opera- 
tion. After this we make an hourly charge for service 
rendered.” 

H. L. Feld, assistant sales manager, Santa Fe Book & 
Stationery Company, Inc., Santa Fe, N. M.: “We keep 
office machines that are sold by us in condition for the 
entire length of the guarantee period. Sometimes we give 
free service on duplicating machine equipment, since we 
get the supply business arising from such equipment.” 

Selma Stationery Company, Selma, Ala.: “Our service 
department—an important adjunct of the business—almost 
pays its way directly, and indirectly it is of indispensable 
advantage. 

“We find the cost of selling specialties about the same 
as that of selling the staples.” 

A. O. Washburn, Whitlock’s Book Store, Inc., New 
Haven, Conn.: “We do repairs and adjustments and main- 
tain a service department which is almost self-sustaining. 
As we consider repairs and adjustments a necessary part 
of our service, we are happy to realize that it does very 
nearly pay its own way. I believe that specialties are more 
costly to sell than staple stationery lines.” 


Here Endeth the Office Specialties Section of Office Appliances 


for January, 1933, wherein the views of twenty-nine men, 


prominent in the office equipment field, are given. 


The publishers of this journal entertain the 


belief that 


this section will be found 


helpful by the readers hereof, and 


that it may aid in lighting 


the way to more sales 


and greater prof- 
it in 1933 
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UFFICE APPLIANCES 


TANNING 
UPHOLSTERY 
LEATHER 








A Useful Book on Upholstery Leathers 


This book presents simple, straightfor- 
ward facts about upholstery leathers. Eighty 
pages of valuable information useful to 
maker, seller and user of upholstered furni- 
ture. Information on why and how hides are 
split, how colors are impregnated into the 
leather, how the graining is applied, where 
the different types of leather should be 
used, and how to care for them. This is 


EAGLE-OTTAWA LEATHER CoO. 





the first time that such information has been 
reduced to useable form. A Chart simplifies 
the characteristics and uses of the different 
leathers. Glossary of technical terms and 
index make it a valuable reference book. 

Eighty pages, 5% by 7% inches bound in 
leather together with separate examples of 
upholstery leathers. Price $1.00 Post- 
paid. Paper covered edition 35 cents. 


GRAND HAVEN, MICHIGAN 
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Blau & Sons Take Big Court House Installation 

Max Blau & Sons, 101 Branford Place, Newark, N. J., 
were awarded the job of installing the complete court room 
furniture and furnishings for the Montclair, N. J., court 
house. At the recent completion of the work many gov- 
ernment officials were present. 


smntginsllienamich 
American Embossing Company Changes Name 
Recently the American Embossing Company of Buffalo, 
N. Y., changed its name to Engraved Stationery Buffalo, a 
more descriptive title. The company’s address has also 
been changed from 192 Seneca street to 35 North Division 


street, Buffalo. 


ee 
Addressograph-Multigraph Moves London Office 

The head office of the Addressograph-Multigraph, Ltd., 
is now located at Edgware road, Cricklewood, London, 


NW2. 





ROYAL DEALER USES WINDOWS TO HELP EMERGENCY RELIEF 
DRIVE Frank J. Haberle, Royal typewriter dealer at Allentown, 
Penna., recently donated one of his display windows pictured above to 
the Allentown Community Chest. This striking appeal for the drive 
brought in many dollars for the fund much to the satisfaction of all 
those interested in relief of suffering and still further advanced Mr 

Haberle’s standing as a public spirited citizen 
entesiliiibaatliil 
What An Atlanta House Is Doing to Overcome 
Present Adverse Conditions 

John M. Cooper, vice-president of the Foote & Davies 
Company of Atlanta, Ga., writes Office Appliances that in 
order to overcome the recession in business which has af- 
fected everyone in the country, they are putting all of the 
thought and hard work they can muster into the effort to 
advance their business. While they have not been able en- 
tirely to escape the clutches of depression, they are still 
able to paddle hard enough, if we may change the meta- 
phor, and intelligently enough to keep their heads above 
water and take care of practically all the people who have 
been sticking to them so well in the past. Mr. Cooper 
said that they believed in the South as well as in other 
sections of the country the turn 
definitely come and while the upward curve has been small 
The com- 


for better business has 


so far, they believe it will persist and increase. 
pany has shortened its lines, strengthened its redoubts, in- 
creased its resistance and is ready to move forward on the 
slightest show of weakness in the ranks of the enemy. 


cunpuntitiiiietitaiin 
Rosenberger Has Woodstock at Baltimore 
Harry Kempton Rosenberger is the newly appointed dis- 
tributor for Woodstock typewriters in Baltimore and vi- 
Mr. Rosenberger will operate as the Woodstock 
Typewriter Agency at 122 East Center street. 


cinity. 
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THE New LEATHER LINE 


The Right Chair at the Right Price 


Graceful lines, fine workmanship and superior finish distinguish 
this new line of leather upholstered chairs . . . correct balance, 
thorough comfort, pleasing outline . . . a highly attractive and 
inviting appearance, at a very special price. 

You'll find a heavy demand for chairs of this pleasing type. 
The growing tendency toward designs of this kind can be proven 
by showing a number of these chairs on your floor. We recom- 
mend that you place an order for display, being confident you 
will quickly realize the advantage of a representative stock. 
Handsome illustrated booklet with full details mailed on request. 


JASPER CHAIR COMPANY 


Jasper, Indiana 










Sales Representative 
for metropolitan Chi- 
cago territory, William 
H. Brown, 4504 S. 
Wells St., Chicago, 
phone Boulevard 7957 
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One Idea—One Aim 


The Scripto Mfg. Co. makes and sells nothing but 
low priced mechanical pencils and their supplies. 
Every effort is concentrated on promoting the general 
use of this type of pencil. Scripto alone is vitally 
interested in building for the stationer a permanent 
and profitable business on the low priced mechanical 


pencil. 











No.33 DuoponrtT 

Retail price—25c. 
Writes in TWO colors. 
Made with red and 
blue ends, red and 
black ends, blue and 


No. 4Scripto 
Retail price—10c. 
Loads with a 4 inch 
lead. Round or hexa- 
gon barrel in black, red, 
blue, green, yellow or 
purple. black ends. 

No. 5 Scrrrro—Retail price—15c. The world’s most efficient 
pencil. Writes 25% more words without reloading than any 
other mechanical pencil. Uses 5-inch leads. Round and hexagon 
shape in the same colors as the No. 4. 

SCRIPTO SMOOTH WRITING LEADS—10 DEGREES 
OF BLACK, 15 COLORS. A LEAD FOR EVERY PUR- 
POSE. LEADS AND ERASERS AVAILABLE IN PACKS 
OF VARIOUS QUANTITIES. 





Manufacturing Co. 
Atlanta , Ga. 
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“Corona Keys to Contract Bridge” Revised 

“Corona Keys to Contract Bridge,” originated about a 
year ago by the L. C. Smith & Corona Typewriters Inc., 
has been revised, including the addition of the new official 
rules of contract bridge. This popular folder has proved 
one of the best advertising accessories developed for the 
The new issue gives dealers 
clubs, 


use of the typewriter dealer. 
an opportunity for repeat 
luncheons, tournaments, etc., where because of the interest 
in the new rules, of the game, the folders will be received 


distribution through 


gratefully. 

Well over 1,000,000 copies have been distributed. When 
displayed in dealers’ windows they bring people into the 
stores. The folders secure automatic distribution of the 
dealer’s name and advertising to people who are typewriter 
prospects—thus eliminating wasted advertising One 
bridge fan tells another about “Corona Keys,” and then 
dealers get requests for extra copies. 





A PAIR OF WESTERN STATIONERS WHOSE BUSINESS MOTTO 
Is, “UP BOYS, AND AT 'EM.’’— By arts of persuasion known 


only to salesmen, E. J. Mitchell, who travels for Levison & 
Blythe, induced the two men here pictured to come within the 
range of his kodak. Should the publication of these pictures de- 
velop a mess of inquiries from Hollywood, we shall disclaim all 
responsibility. John Rasmussen, on the left, is manager of the 
stationery department of the Omaha Printing Company He's 
wondering why he let that smooth salesman get him out in the 
sun, anyhow. On the right we have Sam Mannschreck, who lives 
down in St. Joseph, Mo. (‘‘ S'n Joe,"’ for short) and is regarded 
with high favor by the populace because of the civic and chari- 
table work he has done for many years. He owns Mannschreck’'s 
Book Store, where stationery lines as well as books may be had 
He has built a fine organization 


nieimaiiieases 

Chicago Branch of Eberhard Faber Is Moved 

N. L. Pearce, 
Eberhard Faber Pencil Company, announces that January 1 
sales offices were moved Suite 3120 to 
Civic Opera building, 20 


Chicago district sales manager of the 


the district from 
Suite 850 in the same structure 
North Wacker Drive. The telephone number is unchanged 
—Randolph 1638. 
a 
Summers Takes U. E. F. and Sundstrand Agency in 
Near Northwest Territory 

J. J. Summers, formerly of the Duluth and Superior 
Typewriter Company, and one time branch manager for 
the Underwood at Duluth, has been appointed by the Un- 
derwood Elliott for the 
sale of Underwood and Sundstrand products for the cities 
and Duluth, Minn. and adjacent terri- 


Fisher Company as sales agent 


of Superior, Wisc 


tory 


a 

Bookshop Adds Stationery and Office Equipment 

The Bookshop, 109 Third street, Baton Rouge, La., have 

added an office equipment and stationery department to 

their business. The store would like to receive catalogs 
and price lists from manufacturers and wholesalers. 
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Franklin County 
Court House 
Greenfield, Mass. 
































In the Franklin County Court House is a complete 
installation of stock and special Steelcase equip- 
ment. 

Note the swivel sloping-top racks on the counters in 
the Register of Deeds Office in the upper picture. 
The lower view is in the Clerk of Court's Office. 


STEELCASE AGAIN TRIUMPHS! 


HE enviable reputation which Steelcase Business Equipment has attained is merited. 
Installation after installation, large and small, in every section of the country, demon- 
strates the popularity of this complete line of office equipment. 


In the Franklin County Court House, Greenfield, Mass., in addition to stock Steelcase desks, 
files, cupboards, lockers and shelving, there are many interesting examples of specially designed 
furniture. Reference tables with revolving tops, cabinets with drawers six feet long, movable 
ladders, document file cabinets—these prove the value of the drafting service maintained by 
Steelcase for the benefit of dealers and users. 


Dealers are realizing more and more the advantage of representing a line of steel equipment 
which is complete and varied. Such a line permits them to quote on the products of a single 
manufacturer for all of the prospect’s equipment requirements. The profit possibilities are 
greater—orders are easier to secure. 

The Steelcase Line will make money for you. Dealers who are interested in knowing more about 
Steelcase are urged to write for complete information. Now is the time to get the facts. 


METAL OFFICE FURNITURE CO. 


GRAND RAPIDS oS: MICHIGAN 
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A Message of Interest to the Trade... 


Repeated requests have been made by our dealers to broaden the “Ever 
Ready” calendar line. Up to the present time, ethical considerations im- 
pelled us to avoid such a course. These factors have been removed, leav- 

ing us free to offer new calendar numbers which are distinctive in de- 
sign—easily identified as “Ever Ready” products. 

We offer these new “Ever Ready” designs to the trade with full confi- 
dence that all dealers will support our efforts to introduce quality 
merchandise which will sell on merit. 

The policy of protecting dealer interests and selling through le- 
gitimate channels will be continued without deviation. 

This is an opportune time for us to express our thanks to the 
dealers who have given us their support and to advise pros- 
pective dealers that the trade has never lost money on un- 

sold “Ever Ready” merchandise. 














DO NOT PLACE YOUR ORDER FOR 1934 CALENDARS UNTIL YOU HAVE SEEN THE NEW “EVER READY” LINE 


NM 


“EVER READY” 


SMALL SIZE DESK CALENDARS 


Manufacturers and Distributors 


TYPO TRADING COMPANY / 65 DUANE STREET Z NEW YORK, N. Y. 
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“Sight Saver” Type for Smith-Corona Users 

A new type face which finds many uses, is now available 
on the Smith-Corona portable, according to the L. C. Smith 
& Corona Typewriters Inc., Syracuse, N. Y. This is a 
face of high legibility, considerably larger than great 
primer, but presenting a very pleasant and neat appear- 
ance. The spacing is six characters to the inch. “Sight 
Saver” cuts a sharp, clear stencil. 

While especially adapted to preserving vision, the new 
face has many other applications; not only in the class- 
room, but in the school office for notices, labels, bulletins, 
etc. Specimen pages of “Sight Saver” will be supplied 
gratis by the manufacturer 


ee 
“Ask Dad—He Knows” 

Under the above heading in the December issue of Bates 
Brevities, published by The Bates Manufacturing Company, 
Orange, N. J., appeared the accompanying illustration and 
the following statement: “Back in the Gay Nineties when 





IN THE DAYS OF THE OLD HIGH WHEELED BIKE 


Dad and his gang were high-wheel biking, the Bates num- 
bering machine was selling at exactly the same price that it 
is now.” 

This is an interesting way of acquainting customers and 
friends with a fine record of price stability. Forty years 
without a price variation, in both boom periods and lean 
times, is an exceptional record. 

Cohen Visits Woodstock Home Office 

H. A. Cohen, who travels for the Woodstock Typewriter 
Company in continental Europe, recently spent a few 
weeks in the United States, principally at the home office 
of the Woodstock Typewriter Company and with rela- 
tives in Michigan. He reports the upbuilding of a satisfac- 
tory business for the Woodstock throughout European 
countries. 

Mr. Cohen has now returned to his territory, terminating 
an agreeable visit. 

———E— 
Harrisburg Dealer Visits Mimeograph Plant 

H. C. Brubaker, of the Brubaker Office Equipment Com- 
pany, Harrisburg, Penna., spent several days in Chicago 
during November. He represents the A. B. Dick Com- 
pany at Harrisburg, and went to Chicago to familiarize 
himself with the most recent advancements in Mimeo- 
graphs and their application. 

— 8 $$ 
Notes from the Midwest Travelers 

Secretary R. C. Moore of the Midwest Travelers Club, 
Kansas City, Mo., states that John H. Ellis is now cover- 
ing Kansas and Oklahoma in conjunction with the north- 
ern territory, representing the F. S. Webster Company. 
Mr. Ellis’ associates are glad to welcome him in the Mid- 
west Club. 
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BusHNELL 


ENVELOPES 


Do Not Vary 
in Quality 

















nywhere, anytime—pick 
up a BUSHNELL EN- 
VELOPE and you will al- 
ways find it the same... No 
ups and no downs with the 
paper market and no scaling 
down in quality to meet mo- 
mentary competition. 


Our policy in this respect 
approaches its 56th year. 





ALVAH BUSHNELL CO. 
13TH AND WOOD STREETS 
PHILADELPHIA 





Expanding Wallets 





“Vertex” File Pockets 
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It’s the Tangible 
Evidence that sells 


KEEP UP YOUR STOCK 
AND DISPLAY OF THE 





No. 720 
60 x 32 inches 


MeLEOD 
700 SUITE 







These fine desks, made in combination walnut 
with rails and posts of select gum and panels 
and tops of full sliced, striped veneers ex- 
pertly finished in Duco, are responsible for 
some very fine records by dealers taking it 
for sale on a regular basis. But all these dealers 
invariably emphasize the importance of having 
a good stock and display of the most wanted 
sizes and styles ready at hand for prompt 
demonstration and delivery. Don't let the 
times affect your better judgment. These most 
remarkable values are furnished 60x32, 36x24, 
32x40’ and 50x30 inches in flat top, as well as 
42x30 and 50x30 typewriter desk sizes, one 
60x32-inch secretarial size and two office 
tables, 60x28 and 36x24 inches. 


Dealers who are determined to get their office 
furniture departments back on a sound basis 
are invited to send for prices and details of the 


McLeod 700 line. 


MeLeod 
Furniture 
Company 


Laurel, Mississippi 
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Items from the Northwest Travelers 

L. E. Friedman, first vice-president of the Northwest 
Travelers Club, presents the following news items: 

Jack Grey will represent the Smead Manufacturing Com- 
pany, Hastings, Minn., commencing January 1 

Ed. Hanson of the Miller-Davis Company, Minneapolis, 
and Arthur Grayston of Thomas & Grayston Company, 
Minneapolis, were the guests of Roy Clarke of the F. S. 
Webster Company, on a recent duck-hunting trip. 

Gordon Barger, buyer for the Morris Sanford Company, 
Cedar Rapids, Ia., recently underwent a surgical operation. 
Last reports are to the effect that he is advancing toward 
recovery satisfactorily. 

Phil Ackerman of the Farnham Printing & Stationery 
Company, Minneapolis, was married on October 8 to Miss 
Odelle Tischer. They spent their honeymoon in Canada. 

W. W. Gonser of Koch Bros., Des Moines, Ia., recently 
achieved the distinction of being the city golf champion 
in a field of 500 contestants 


Chamberlain Moves to Toledo 
R. F. Chamberlain, sales agent for the Multigraph at 
Pittsburgh for some time, has been transferred to Toledo, 
Ohio, to be sales agent there. He takes the new job on 
January 1, 1933. The Toledo Multigraph Sales Agency is 


at 327% Sixteenth street. 


— 





THE N. J. TYPEWRITER SALES COMPANY, EAST ORANGE, N. J 

are featuring a new delivery truck It has some novel ideas. The 

body is black and grey with orange lettering. Five typewriters are on 

display and a map of the territory served. J. C. W. Reed, proprietor, 

says he is hooking up the truck with direct maii and all other pro 
motional plans 


——————— 
Rochester Typewriter Service Moves 

Gilbert Kroubalkian, who has conducted the Rochester 
['ypewriter Service from his home in Rochester during the 
last two years, is now established at 12 North street, 
Rochester. Mr. Kroubalkian has been identified with office 
equipment for twelve years, five years with the Royal Type- 
writer Company and four years with the Crown Ribbon 
and Carbon Company. He deals in new and used type- 
writers and adding machines as well as typewriter supplies. 

nae Soca 
“Education Via the Typewriter” 

The L. C. Smith & Corona Typewriters, Inc., Syracuse, 
N. Y., has reprinted “Education via the Typewriter” from 
The Parents’ Magazine; an eight page publication for dis 
tribution to prospects. In this article Helen Follett showed 
the charm of a typewriter in the home, and the educational 
values developed in its use by children. The pictures of 
childish enthusiasm over a typewriter, which embellish 
the booklet, should convert many parents to the value of 
a typewriter as a gift. 

~~. 
Dixie Press in New Location 

The Dixie Press, New Braunfels, Tex., has moved to 
new and larger quarters at 311 West San Antonio street. 
[The company will handle a complete line of office and 
school supplies, typewriters, etc., in addition to continuing 


the operation of a modern printing plant. 
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To make January “Prosperity Month” 


you give a Duofold Pencil 


with every Parker Duofold Pen 
sold at the full price $5 to $10 


(without trade-in allowance) 
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Give 50% to 75% Extra Value in Standard 
Merchandise worth $37 to $5 


Parker's Amazing Plan Doesn't Cost the Dealer One Cent 


Here is the most liberal, most marvelous 
offer ever made. It is possible because we 
are changing the mechanism ofthe Parker 
Duofold Pencil so it will handle the Parker 
lead cartridge, the same as other Parker 
Pencils. A full color page on the first in- 
side cover of the “Saturday Evening 
Post,’’ January 7 (out Jan. 3), announces 
“Duofold Pencils Free.” 

What this plan amounts to is for you to 
give away the Duofold Pencils you have 
in stock (new or old styles) and get free 
from Parker, brand new, latest style, 
Parker Duofold Pencils or even Parker 
Vacuum Filler Pencils, to replace the pen- 
cils you give away when you reorder pens 
to replace the pens you sell. Reorders must 
be received, however, before February 10. 

You can sell two ways in January—and 
reach two great groups of prospects. Duo- 
fold Pencils Free with Duofold Pens at 
Regular Price (no trade-in) appeal to 
people who have no pen to trade. Trade-in 
Allowances on sales where you do NOT 
give free pencils appeal to people with old 
pens to trade. 

Whichever way you sell—Parker pays 
you back in free pencils or in trade-in al- 
lowances—but NOT BOTH—as follows: 

Option 1—You charge customer Full 
price for any Duofold Pen and give a Duo- 
fold Pencil to match Free. (No trade-in al- 
lowance.) Then to replace the Duofold Pen 
you have sold, reorder either a Duofold 
Pen or a Vacuum Filler Pen and we will 
include, no charge, a pencil to match the 


pen you order. If you reorder a Duofold 
Pen, you get a Duofold Pencil free. If you 
reorder a Parker Vacuum Filler Pen, you 
get a Vacuum Filler Pencil Free. 

(Do not give a Free pencil with sale of 
a Vacuum Filler Pen—we replace pencils 
only when a Duofold Pencil is given with 
the sale of a Duofold Pen at the full price 
for the Pen.) 


Option 2—You accept from customer 
an old pen (any make with gold point) as 
part payment for a new Duofold Pen, 
allowing the amount shown in our printed 
list of allowances, (no free pencil goes with 
this sale.) Then send the old pen to us and 
we will credit you on the retail list price 
with the amount you allowed your cus- 
tomer for the old pen. Same method ap- 
plies to old pencils accepted in trade on 
new Duofold Pencils, according to our 
printed scale of allowances. (No trade-in 
allowances given on retail sales of Parker 
Vacuum Filler Pens or Pencils.) 


Will You Join Us and Other 
Parker Dealers in making 
January “‘Prosperity Month?”’ 


Dealers know it is a fact that Parker is 
outstanding in the pen industry for suc- 
cessful and original merchandising ideas. 
This January offer of a Duofold Pencil to 
match the Pen is the most liberal, most 
marvelous ever made. The only thing like 
it was when we gave an obsolete gold 
crowned pencil free with a Duofold Pen, 





in the summer of 1931. 
Dealers who pushed the plan 
sold literally dozens of pens 
in a dull season. Dealers who 
did not push the plan had 
only fair success. In other 
words, your returns are in 
direct ratio to the amount of 
steam that you put behind a proposition 
such as this. 

Nevertheless, now that we are giving— 
not an obsolete Pencil, but our very finest, 
and one that matches the Pen to perfec- 
tion, you can expect 10 times the response 
received to that previous offer. Running 
alongside of the Trade-in Plan, you have 
a SPECIAL for everyone,—the person 
with an old pen to trade in, and the person 
without it, too. 

Please be sure to fill in and mail the 
coupon below at once, so we can enroll you 
in this sale, send you window displays and 
see that the pencils which you give away 
are replaced at the proper time. The 
Parker Pen Company, Janesville, Wisc. 





ACCEPTANCE—MAIL AT ONCE 


THE PARKER PEN COMPANY 278 
Janesville, Wis. 

Gentlemen: We will join you in offering a 

Duofold Pencil Free with every Duofold 

Pen sold at the regular price during Janu- 

ary. Please send us enrollment blank. 
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A Profitable Resolution 


to make and to keep for 1933 is to feature 
the ever increasingly popular Graffco 
Line. Among the many time-saving 
items are: 

VISE SIGNALS Used on card files for 


all sorts of follow-ups, such as checking 
on credits, collections, stock, time pay- 



























ments, etc. 

VIZ SIGNALS Do the 
same work on visible equip- 
ment. 





Talk . . . Demonstrate 
. . « Display these items. 
It’s profitable. 


Samples on request. 
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ROCKWELL-BARNES COMPANY 


1511 WEST 38th STREET 


A most complete line, comprising three distinct qualities, 
in a range of weights to answer all Filing requirements. 


STOCK FOLDERS—Standard letter or cap sizes. Guide 
height letter or cap sizes. Straight cut or tab cut. 


SPECIAL FOLDERS—Special sizes and tab cuts. 

Folders re-enforced at fold or top, where most wear is 

given. Prong folders—fluted folders—printed folders. 
Send us your special inquiries. 


A complete set of samples, neatly boxed, and Pricelist F-431 are now 
ready for mailing. 


MAY WE SEND THEM TO YOU? 








CHICAGO, ILLINOIS 
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Savings from Waste to Offset Sales Volume 


Earnings from waste rather than sales volume . . . sales 
tax must come... three-cent postage must go and so 
must the two-cents check tax ... these were major ob- 


servations of E. Don Ross, of the Irwin-Hodson Com- 
pany, Portland, Ore., and president of the National Asso- 
ciation of Credit Men, who recently returned from first- 
hand contacts with business and trends all over the country. 
He revealed a brief summary and commentary of his survey 
and extensive trip across the country to members of the 
Portland Association of Credit Men at the Hotel Benson 
of that city one December evening. From his study of 
conditions he holds the opinion that earnings for the next 
few years will have to come from savings from waste in 
industry rather than a mounting volume of sales. And 
even though defeated at the last Congress, the sales tax, 
he believes, will be enacted to provide national revenue. 
Mr. Ross has also concluded that the cotton, oil, shoe and 
leather businesses will be among the first to stage a come- 
back. Concerning the nuisance of three cent postage and 
two cent tax on checks, he pointed out to the credit gath- 
ering that he has found both of these forms of national 
revenue-raising to be very unpopular among business men, 
and believes that the Congress now in session will remove 
both from the réle of revenue-raisers—CML 
ee 


New Edition of “My Little Manager” 

The American Educational Institute of New York City 
has just published a new edition of “My Little Manager,” a 
personal guide and diary by Irving Caplan. This new edi- 
tion in pocket size has simplified charts with daily budget 
entries added, It is bound with a flexible cover and retails 
at $1.00. 

The little book contains a multitude of blanks covering 
every activity of each day and evening so that one can 
grade oneself and determine whether one is advancing or 
not. Blue pages are bound into the book, bearing succinct 
philosophical statements as guide posts apparently to cheer 
one on the way. For instance, “Far better a shack by the 
river lane, than a house on a hill made by ill-gotten gain.” 
“Watch your tongue. Think twice before you speak and 
you will have no regrets.” 

In back of the book is a weight table and several pages 
for notes. There is also a calendar for 1932 and 1933 with 
notes concerning different special dates. Then there are 
two pages devoted to the United States Government Stand- 
ard Food Table of Analysis, giving the protein, fat, carbo- 
hydrate and calory percentages in the different food stuffs. 

This book in its present size is easy to handle and well 
worth the price. 

——— os 
Davis Returns from Europe 

Comptroller A. E. Davis of the Royal Typewriter Com- 
pany, Inc., recently returned home from a trip to Europe. 
He arrived in New York December 2 on the Leviathan of 
the United States Lines. During his stay abroad, Mr. Davis 
visited England and the principal countries of the Conti- 
nent, making a general survey of the European typewriter 
situation and analyzing business conditions with Royal 
dealers in the several countries. 

———E 


Speedy Typewriter Repair Service 

Eight hour typewriter repair service is featured by the 
University Mimeo & Typewriter Company, University 
Way, Seattle, Wash., as a special service for the college 
students and co-eds, as well as residents of the university 
district of the city. Rapid repair of typewriters has been 
found of great value to students preparing for degrees 
with thesis work.—CML 
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A Lane of Files 


This lane of files forms part of an in- 
stallation made by Columbia for a promi- 
nent firm of attorneys. 


Four drawer files are stacked two high, 
yet the vertical strength for which Colum- 
bia files are noted permits them to be 
stacked even higher with perfect safety. 
In a test a four drawer Columbia file car- 
ried a total load of 4330 Ibs. or well over 
two tons. 


Easy drawer movement is demanded in 
an installation of this kind. Columbia 
construction provides it. The Columbia 
progressive roller-bearing suspension is 
simple and rugged, requires no lubrica- 
tion, and assures great ease of operation. 

An attractive catalog, fresh from the 
press, is ready for dealers who wish de- 
tailed information about Columbia prod- 
ucts. 


Columbia Steel Equipment Company 


Office and Showroom P. 0. Bex 2244 
Chestnut Street at 18th Philadelphia, Pa. 


Western Distributors: 
Associated Stationers Supply Co. 
Jefferson & Quincy Streets, Chicago, Illinois 


OLUMBIA 


THE QUALITY LINE OF OFFICE EQUIPMENT 
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4 THE IMPROVED 
Here’s the steel reinforced, collapsible cor- 
rugatedjboard storage case that has set 
new standards of quality. That others seek 


to follow is adequate evidence of ex- 
traordinary merit. 


Send for a sample and see for yourself. 
Note the ease and celerity with which you 
can set up the TRANSFILE. “It fits to- 
gether like a glove’’ without screws, bolts 
or hardware to attach. 





Angle wire interlocking for vertical stack- 
ing. When stacked the bottom drawer 
operates with the same smooth, easy effort 
of the top drawer. 








FILING 
SUPPLIES 


spell profit for every dealer. And Gussco 
dealers never fear competition. They know 
the quality of GUSSCO supplies at 1933 
prices gives them the edge. 





If you are not selling the complete GUSSCO 
line of filing folders, index guides and cards, 
etc., you will want to have the truth dem- 
onstrated to you. 


Why not send for samples and catalog along 
with the price list and discounts. Right 
now! 


GUIDE SYSTEM & SUPPLY CO. 
335 CANAL STREET, NEW YORK CITY 


“THE 
HOUSE 
THAT 

STICKS TO 
THE TRADE” 





























| 
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Toledo’s Pet Memo Calendar Again Issued 
The 1933 issue of the annual weekly memorandum cal- 
endar issued by The Blade Printing & Paper Company 
has reached us. This is an important Toledo institution, 
appearing annually, and bringing now the convenience of 
weekly pages covering the year 1933. The inside back 
cover is a special favorite of business men showing the 
last six months of 1932, the entire twelve months of 1933, 
and the first six months of 1934 
a 
Valuable Lore About Carbon Paper 
Pertinent and useful facts concerning the kind of car- 
bon paper and ribbons for various uses is to be found in 
a little booklet issued by the Pacific Carbon and Ribbon 
Manufacturing Company of San Francisco. The informa- 
tion is exact and applies to carbons and ribbons generally, 
as well as to the company’s “Grand Prize” brand. 
The book is to be had by dealers on application 





MRS. H. F. WAID.—Mrs. Waid won the first prize of $25 in a recent 
three months’ contest sponsored by the Royal Tip Club of the Royal 
Typewriter Company, Inc 
Second prize of $15 was won by L. Cherry, head of the New York 
Service Department Equal prizes of $10 each were paid to Miss J. 
Cowhig of the Royal Boston branch and Miss W. Peek of the Kansas 
City office 
The Tip Club is composed of Royal employees who have turned in sales 
getting tips There will be a fourth quarterly contest and also prizes 
for the entire year of $100, $50 and $25 
i . 


Franz Stationery Takes Larger Space 

The Franz Stationery Company, Chicago, has moved 
from 184 West Washington street to 119 South Wells 
street. The entire second floor of the building has been 
leased, involving considerable increase in the amount of 
floor space. Stock and display rooms are maintained on 
the second floor and a considerable amount of storage 
space is available in the basement of the building. 

Open house in the new quarters was held on Saturday, 
December 10. Many manufacturers representatives, cus- 
tomers and other friends were present. 

Although the new location is several blocks from the 
old, the company has retained its phone number for the 
convenience of customers. 

aie 
L. G. Bigelow Uses Fresh Air Route 

L. G. Bigelow, president of the Quality Park Envelope 
Company, visited the Chicago branch in mid-December. 
He returned to Quality Park, St. Paul, by airplane, taking 
flight the coldest night Chicago had experienced thus far 


this season. 
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MYRTLE 





The No. 2200 maintains its value 
quality and quality is always in style 
saleable—is always recognized 
ciated. That is what keeps the No. 2200 series 
always new on your floor, and that is why our 
dealers place it in the forefront of merchandising 
values on the market today. 






/ iti the QUALITY 
that i always. NEW 
inthe MYRTLE 2200 






No matter that this desk is popular priced in single and double pedestal type- 
No matter that prices have been reduced phewe ctand—cectuases—waste 
No matter that new designs have come and gone 


FOR 34 —_— 


DESKS 


by its superior 


is always appre- 





WALNUT SERIES 





No. 2267-F 66x36—Shown 

No. 3267-F 66x36—4-drawer 
pedestals 

Also made in 60", 52”, 42” sizes and 


writer styles — Clemco — table- 


basket. 


is always 





Write for the Myrtle Catalog 
and Recent Supplement 


MYRTLE DESK COMPANY 
HIGH POINT, N. C. O.A. 1-33 


Gentlemen: Please send copy of your latest 
catalog and price list. 
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You know that no 
desk can give good 
service if it cannot 
be sold—BUT, to 
sell many desks, 
all must be built 


to give good service. “ i 
No. 360 = 








id 





Prepare for your 1933 sales adventure in office 
furniture with merchandise of new, stimulat- 
ing designs, rugged, dependable structure— 
AND—at prices which enable customer cost 
to be a consideration. EDCO DESKS offer you 
more than ever before outstanding value for 


D C O the new year. Your inquiry will bring full 





details, and a brand new price list. 


S K S Evansville Desk Company, Evansville, Indiana 














II 


AMES 

MEANS i 
; EXCELLENT 
} SERVICE 


\h Is more than a slogan. It is a symbol recognized by the typewriter 








i fraternity as exemplifying the spirit and purpose of an organization 
| with a heart and a soul, with a desire, a willingness and the facilities 
to serve. 

And for 1933, will be a contributing factor in making the pros- 
perous and successful New Year we wish for you. 


t AMES SUPPLY COMPANY 
i 564-572 West Randolph St. I 
CHICAGO, ILL. 





i NEW YORK OFFICE AND EXPORT DEPT.: SAN FRANCISCO OFFICE: 
i 37-39 MURRAY ST. 583 MARKET ST. | 
i GREAT BRITAIN OFFICE: i 
wi LONG'S, LTD., 79 QUEEN ST., LONDON, E. C. 4. i 
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Trade Promotion Ship for Pacific Northwest 

One of the best salesman ships ever launched was that 
Show Boat of products for developing Latin American 
business sailing recently from the Pacific Northwest, with 
Seattle, Tacoma, and Portland business houses represented 
in the great variety of products that were exhibited ‘tween 
decks and on bridge tables—or rather tables on the bridge 
of the ship. This distinctive Show Boat—the S.S. “Point 
Ancha” of the Gulf Pacific Mail Line—with its attractive 
cargo of exhibits going to extend markets recently, stopped 
at Balboa, C.Z., where more than 200 merchants and buy- 
ers, government officials and over a thousand school chil- 
dren swarmed aboard. In December it called at numerous 
other West Indies, Gulf and Central American ports, and 
for ninety days will develop business at fifteen ports of 
call, inviting business men and merchants aboard to show 
them the latest products of the Pacific Northwest. Names 
of prospects secured by alert Spanish-speaking Americans 
in charge of the exhibits are forwarded to the manufac- 
turers direct—CML 

ee 

W. O. Davis Completes 25 Years with Remington 

W. O. Davis, foreign sales manager of the Remington 
typewriter division of Remington Rand, celebrated twenty- 
five years of service with the organization December 2. 
His headquarters are at Buffalo. Mr. Davis began his 
Remington career as a salesman with the sub-office at Erie, 
Penna. In 1909 he was made manager at Buffalo, contin- 
uing there until he was transferred to Indianapolis as man- 
ager. In 1912 he was called to the home office at New 
York, where he operated in the school department and 
educational sales division until 1924. At that time he was 
transferred to the foreign department. Mr. Davis is a 
typical Remington typewriter man, with the loyalty and en- 
terprise which the phrase indicates. 


~<a 
R. L. Furlong Joins “Chevvy” 

Russell Furlong, pleasantly remembered by the sta- 
tionery trade through his connection with Jordan & Com- 
pany, and Furlong & Son, has entered the automobile 
field. He is now connected with the Superior Motor Sales 
Company, Inc., 6943-47 South Halsted street, Chicago, dis- 
tributors of the Chevrolet motor cars and trucks. 


——_¢——— 
Edgar H. Reuter Moves to Cleveland 
Edgar H. Reuter is now agency manager for the Cleve- 
land, Youngstown and Akron territories of the Allen-Wales 
Adding Machine Corporation, with headquarters at 1900 
Euclid building, Cleveland, Ohio. Mr. Reuter was trans- 
ferred from New York. 








CATALOGUES 


Poragraphic reviews of current issues from 
the catalogue and allied fields, classified for 
convenient reference. 





From the Mosler Safe Company, Hamilton, Ohio, comes a folder des- 
criptive of a new church donation depository, which safeguards donations 
deposited in churches against robbery. 

From The Ault & Wiborg Company, Cincinnati, Ohio, comes a bulletin 
relative to the ‘‘Red Writing Hood,’’ the improved system for manifolding 
correspondence and documents, invoices and other papers. 

From The Wabash Cabinet Company, Wabash, Ind., comes a folder, 
“The New Display.’’ This shows some striking items in home desks and 
secretaries ; included is the No. 40 students’ desk, which gives space for 
a portable typewriter, has generous writing bed, a bookshelf and letter 
file. 

From the Addressograph-Multigraph Corporation, Euclid postal station, 
Cleveland, Ohio, comes a handsome bulletin describing the Addresso- 
graph-Multigraph efficiency chair. Aluminum is used extensively in these 
chairs, which are designed to secure and maintain correct posture for 
clerical workers. 

From The Globe-Wernicke Company, Cincinnati, Ohio, comes Filing 
Supplies Catalogue No. 633. All items are priced, and for quick finding 
each section is printed on a distinctive tinted paper, thus: Standard 
filing supplies, yellow; standard angular celluloid tab supplies, white; 
‘‘Safeguard’’ filing plan supplies, green; filing accessories, pink; card 
index supplies, blue. The completeness of the line, and the variety of 
applications which can be worked out, is notable. 
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L. A. PHILLIPS 


will announce very soon a 


New and Novel form of 
CARBON PAPER 


also an improved line of 


Super Wearing 


TYPEWRITER 
RIBBONS 


The Result of 17 Years Intensive Research 








Write for advance information 


Exclusive Territory 


Phillips Process Co., Inc. 


82 St. Paul St. pennies. N. Y., U.S.A. 
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NEW 
YEAR’S 
GREETINGS 


And a Word of 
Good Cheer 


To all that supose dealership whose fine loyalties have made possible, in 






this most dificult of years, the successful establishment of an American 
mw of PRYM. We pledge you a continuation, under the Made in the 
U. A. legend, the fine traditions of an ancient House. we you 


the : “adherence to_a strict DealergPolicy, unswervingly_and without com- 
prom 

The crisis IS passing. The clouds ARE lifting. The skies are aflush 
with the'dawn of the new era. Let us march, with’a’new hope, to meet it. 
We bring you New Year’s Greetings and this word of cheer! 





WILLIAM PRYM OF AMERICA, Ine. 


4728 37th Street, Long Island City, N. Y. 223 W. Jackson Bivd., Chicago, Iilinols 


Wholesale Distributors 
Bainbridge, Kimpton & Haupt,Inc., Associated Stationers Supply Co., Division 
New York of Horder's, Inc., CHICAGO , 
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OFFICE CHAIRS 


| Pleasing in design | 
and ornamentation / 
| 


Proportioned 
to encourage 
correct 
posture 
















Send for our catalog 
























showing many popular 
designs, well built, sub- 
stantial chairs at moderate 
prices. 
No. 2500 
genuine 
walnut 
| JASPER SEATING CO. 
| JASPER, INDIANA 
Chicago Representative: LOUIS H. FARBER, | 
7300 South Shore Drive (phone Saginaw 8785) 





Repeat Orders 


Come easier to the individual or 
distributing organization that 
stresses quality. Crown Ribbons 
and Carbons have the quality 
which makes satisfied customers. 
Your city may be on our “open 


for representation” list. Inquire. 


Crown Ribbon & Carbon 
Mf. Co. 


Rochester, N. Y. U.S.A. 














BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OrrFict 
APPLIANCES, are tangible business opportunities. 

Added Office Machine Lines Sought.--The Rochester Typewriter Service, 
12 North street, corner of Franklin, Rochester, N. Y., is interested in 
new and used typewriters, adding machines, carbon papers, typewriter 
ribbons and other office supplies. The company has been established four 
years. Correspondence should be addressed to Gilbert Kroubalkian 

Direct Salesman for Chicago Territory..-An energetic salesman with 
both retail and manufacturing experience can serve several additional 
manufacturers in the Chicago territory. He is now selling a line of cast- 
ers direct to large users in Chicago He has established direct contacts 
with many large business organizations in Chicago, and can handle some 
other items adequately Address Sem 44, care of Office Appliances, 417 
South Dearborn street, Chicago, Ill 

Equipment and Stationery Catalogues Wanted.._ The Bookshop, 109 
Third street, Baton Rouge, La., wishes to receive catalogues of office 
equipment and stationery items. The company is expanding its lines 

Lines Wanted for Central U. S.—H. 8S. Kelsey, 320 Wrigley building, 
Chicago, lll., wishes to acquire additional lines, to supplement those now 
carried He is well known to the trade of the middle west, and makes 
regular calls throughout the territory Mr. Kelsey covers the entire 
region from Minneapolis and St. Paul to New Orleans on the south, and 
from Pittsburgh to Kansas City If the propositions warrant it, he will 
consider more restricted territory within the area covered by him 

Manufacturers Representative at Louisville.-R. E. Ryan, 609 Monad- 
nock block, Chicago, Ill., plans to establish himself as a manufacturers 
representative at Louisville, Ky., where he lived formerly and is ac- 
quainted He spent fifteen years selling bookkeeping machines, most of 
the time as combination sales and repair man, and for two years was 
manager of one of the smaller branches He has had his own business 
in Chicago about four years Mr. Ryan desires to obtain two or three 
non-competing specialty lines, and sell direct to users According to 
present plans he will establish himself in Louisville early this year. 

Office Appliance Salesman for Chicago.—-Stewart Alden, Arlington 
Heights, Ill. (Chicago suburb), plans to establish himself as a manu 
facturers representative, handling office appliance and stationery items 
and selling direct to large users, or to the trade. He has been successful 
in calling on large users 

Salesman Open for Connections at Tulsa...M. L. Poundstone, 32 North 
Zunis street, Tulsa, Okla., plans to re-enter the office appliance field after 
an absence of several years in another line He is trained as a specialty 
salesman. His plan is to open an office in Tulsa and sell perhaps two 
or three specialty items direct to users in Tulsa Mr. Poundstone is fa- 
miliar with various classes of systems work 

Stationery Catalogues Wanted.— Philip Schleslinger, 183 Smith street, 
operating a stationery and office equipment store at Perth Amboy, N. J., 
requests that manufacturers of both commercial and social stationery send 
him catalogues 





——————— 


New Enterprises 


Following are new concerns reported in further detail elsewhere in this 
issue. They offer possibilities of additional outlets for manufacturers in 
this field. 

Office Equipment Business at Duluth.—-The Taylor-Weygant-Goodspeed 
Company has opened at 319 West Superior street, handling office equip 

ment, including the Shaw-Walker line 
———— 


Commerce Department Trade Opportunities 


Inquiries sent to the U. S. Commerce Department from represen- 
tatives abroad. Recognized business establishments can secure 
names and addresses on application to the Bureau of Foreign 
and Domestic Commerce at Washington, or to the district and 
co-operative offices, mentioning the file number of the trade 
opportunities wanted. 

Bins, adjustable, for displaying merchandise in stores, and price tag 
holders, Wellington, New Zealand No. 2349; purchase contemplated. 

Equipment, metal, for stores, Montreal, Canada.—-No. 2553; purchase 
contemplated 

Machines, duplicating, lithographic, Stockholm, Sweden No. 2096; 
purchase and agency contemplated 

Paper, writing, Geneva, Switzerland.—-No. 2094; agency desired 

Paper, writing, for commercial and personal use, Mombasa, British East 
Africa No. 2134; agency desired 

Shelving, steel, Strausbourg, France No. 2152; purchase contem- 
plated 

Supplies, drafting room, Toronto, Canada.—No. 2204; agency desired 

- i 
Nicaragua Increases Import Duties 

Commerce Reports] <A Nicaraguan congressional decree effected in- 
creases in duties on imported products, including certain wooden and 
metal furniture, and stationery 








TYPEWRITER S 


Baltimore, Md.—The Woodstock Typewriter Agency, 122 East Center 
street, has been organized by Harry Kempton Rosenberger, to distribute 
Woodstock typewriters 

Binghamton, N. Y.——-The Office Equipment Company has been opened 
at 69 Henry street by Allen H. Mahar, who has been connected with sev- 
eral local office machine houses of this city 

Buffalo, N. Y.—-W. O. Davis, foreign sales manager of the Remington 
Rand, celebrated the twenty-fifth anniversary of his connection with the 
Company December 2. 

Buffalo, N. Y.—E. G. Williams, who had been comptroller of Reming- 
ton Rand Inc., has taken a similar position with the American Type 
Founders Company, Jersey City, N. J 

Chicago, I1.—J. FP. Ward, Jr., sales manager of the Shipman-Ward 
Manufacturing Company, made a business trip to Toronto and Montreal 
in December 

Chicago, I11.—The *Star Typewriter Supply Co., conducted by Robert C 
Goldblatt, has moved to Room 411, 189 West Madison St., where more than 
double the floor space is occupied 
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make 
this 
fest 


Compare FIBERTEX value—the quality of 
stock, the accuracy of cutting, folding and 
cementing, the thickness of fronts and 
backs, the gussets and reinforcements. Then 
consider prices and terms. Get one of your 
customer friends to try out FIBERTEX 
service. Illustrated price list and full de- 
tails will be sent on request. 


* 

J 
JOSEPHSON 
MEER. MANUFACTURING 


Expanding, flat mailing and CORP. 


penel wallets . . Vertical 622 BROADWAY 
file pockets, containers, etc. NEW YORK 
UTILITY expanding files, b 

Bankers’ Cases and Vertical Chicago Office and Stockroom 
Files. MERCHANDISE MART 





The only line made with 
cloth reinforced flaps — an 
exclusive patented feature. 
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BLACKBOARDS 


SELOC GLASS 


BLACKBOARDS 


Guaranteed for the 
Life of the School 


. 
SELOC SLATE 
NATURAL SLATE 


Framed or Unframed 
Hanging Type 
or on Rollers 


BLACKBOARD 
CLOTH 


iti 
Book Slates 
CORK 
BULLETIN BOARDS 


Oak finished frames or unframed—AIlll Sizes: 18x24 inches and up 


N.Y. SILICATE BOOK SLATE CO. 
20 VESEY STREET: - + - - NEW YORK CITY 
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“We'll standardize 


on these cards” 





HE reaction to business cards done on Wiggins 
Scored Card Stock and carried in a Wiggins Compact Binder, is one of 
quality regardless of what they cost. No matter if they be elaborately 
engraved or humbly printed, the feeling is that they could not possibly 
have been done better for the money. 

Quite naturally any executive who receives one of these cards thinks 
of their application to his own firm. Very likely he will tell his secretary 
to ask the stationer about them on her next visit. 

Through communication with any paper merchant listed here, or with 
us, you will receive samples and full details for filing of the cards that 
tear from tabs with perfect edges. 


The JOHN B. WIGGINS COMPANY, 1165 Fullerton Avenue, Chicago 
(Originators of Scored Cards) 


New York City: Richard C. Loesch Co St. Louis: Tobey Fine Papers, Inc. 
Pittsburgh: The Chatfield & Woods Co grans ssnggee Cospenter Paper o. 

; _ . ea ouston: L. S. Bosworth Co., Inc. 
on The Chatfic ld Paper Co Fert Werth: Southwestern Paper Co 
etroit: Seaman - Patrick Paper Co Los Angeles: Fine Paper House, Inc. 


Washington, D. C., Baltimore: The Toledo, Dayton, Columbus, Cleveland: 
Barton, Duer & Koch Paper Co. The Central Ohio Paper Company 


WIGGINS 


BOOK FORM CARDS 
COMPACT BINDERS 
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ALMA No. 1-KH 





Top 44x24 





... and because of its many uses 
ut makes many sales 


A Knee Hole Desk especially designed for 
professional offices, lobbies, secretaries and 
Home use, such as the Alma No. 1-KH, finds 
its own market readily wherever displayed. 
Many of our dealers are promoting this item 
successfully because its excellent design, con- 
struction and finish offers an obvious value, 
plus real quality which they can conscien- 
tiously recommend. 


ALMA DESK COMPANY 
HIGH POINT, NORTH CAROLINA 
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Indiana Desks can be shipped in pool cars 

with New Indiana Chairs, reducing freight 

and improving the service. We shall be glad 
to quote figures. 


INDIANA 


» LOUIS 
XVI 


Our 800 Line 


DESK COMPANY, 






JASPER, 


This series embodies all that is desirable; style, material, 
construction and workmanship at a price that will in- 
fluence your customer to purchase it. 
folder showing complete line. 
It will increase your sales and profits. 


Send for new 
Adopt it as your leader: 


INDIANA 











STATIONERY ITEM 


e 9 
Little’s 
COBWEB and 
SATIN FINISH 


Carbon Papers 


Hil 


A PROFITABLE COMMERCIAL 








QUALITY 


CARBON PAPER | 


¢ ¥ ~ 


Little’s 
SATIN FINISH 
and GOLD SEAL 
Typewriter 
Ribbons 


It has great 
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Never neglect your ribbon and carbon department. 
possibilities both of earning power for you and of service to 
your trade in promoting efficiency and economy in office practice. 


“Little” brands typewriter ribbons and carbon paper offer a 
high degree of quality and variety for every writing and copying 
need. “Little” quality is the standard of comparison, effective 
in the attainment of a commanding position in the field. Sta- 
tioners interested in developing this business, are invited to 
write us. 


pete 


| . 

A, P. LITTLE. IN c. 
ROCHESTER, N. Y. 

New York Office: Bible House, Astor Place 
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1933 Calendars 


Our 1933 calendars are ready now. Pads 
in all commercial sizes and made to fit 
all stands. “TODAY’S APPOINT- 
MENTS,” size 5 x 8, and “TODAY IS” 
wall styles are popular numbers. Full 
stock of refill pads of “EVEREADY” 


style. Immediate delivery on full line of 
patented stands, all styles, 
sizes and finishes. 


A sample of any number in 
our line, along with 
quality, price and 
delivery, is our best 
salesman. Our price 
schedule in- 
cludes no com- 
missions or 
other 
heavy 
overhead 
expense. 















Perfect Peerless Calendar Co. 
203 S. Dearborn Street CHICAGO 


Established 1915. Doing a national business seventeen years. 
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Chicago, Il1.—-M. G. Gable, who had been connected with the Minne- 
apolis branch of the L. C. Smith & Corona Typewriters Inc., has joined 
the Chicago branch sales staff. 

Chicago, t11.—The general offices of the Woodstock Typewriter Company 
entertained eastern branch managers in December. They were Messrs 
Carow and Rich, of Philadelphia and Detroit respectively 

Chicago, !!!.—H. A. Cohen, European traveler for the Woodstock Type- 
writer Company, came to the United States to spend a part of December 
with relatives in Michigan, and to confer with home offices here. Mr 
Cohen has returned to his duties in continental Europe 

Chicago, !ii.—J. H. Robinson, manager here for Varityper, Inc., said 
that the new metal faced shuttles for the Varityper have made a very 
favorable impression, both on users and prospects They give much 
cleaner and clearer impressions for both typing and stencil cutting. The 
new type varieties are very popular with Chicago users of the Varityper 

Dayton, Ohio.—Harry Wilson and Buss MacKay have joined The Gem 
City Typewriter Company as salesmen. 

Denton, Texas.—The Woodstock Typewriter Sales Company, conducted 
by E. S. McKay, is a recent link in the Woodstock chain of distribution 

Flint, Mich.—-The Underwood Elliott Fisher Company has opened at 
650 Harrison street, under the management of C. L. Ryan. This merges 
local branches of the General Office Equipment Corporations and the 
Underwood Typewriter Company. 

Honolulu, H. !.—Alexander Brothers (Fred and Earle) has succeeded 
the Waterhouse Company as distributor for the Underwood Elliott Fisher 
lines. They will continue the use of the name, Underwood Typewriter 
Agency, 180 Merchant street. 

Jackson, Miss.—The Office Supply House, distributor for the Royal 
Typewriter Company, Inc., has moved into a new store, in the center of 
the business district. 

Madison, Wis.—Stanley Stemp, dealer here for the Royal Typewriter 
Company, Inc., secured a 235 pound buck in a December deer hunt near 
Glidden, Wis. 

Milwaukee, Wis.—The Globe Typing Machine Company has been char- 
tered; capital stock, 500 shares common, no par value; incorporators 
Frank Radeck and Frank Radeck, Jr. ; Business and Credit Builders, Inc., 
charter representatives, Room 400, 709 North Broadway. 

Mobile, Ala.—-Alford’s Business Machines Service Company, operated 
by William Alford at 18 Dauphin street, has joined the Woodstock family 
of distributors. 

Navasota, Texas.—George T. Sears, Jr., has become a distributor for 
the Woodstock Typewriter Company 

Newark, N.J.—A. F. Esler has been appointed 
Remington Rand, succeeding the late E. H. Shureman 

New Braunfels, Texas.—The Dixie Press has moved to 311 West San 
Antonio street. 

New York, N. Y.—The Midtown Typewriter Company has leased the 
store at 100 West Forty-second street The company was chartered in 
November, with capitalization of 100 shares of common stock. 

Portiand, Ore.—The Portland Typewriter Company has increased the 
space it occupies in the Railway Exchange building 

Rochester, N. Y.—The Rochester Typewriter Service has moved to 12 
North street. 

Sheboygan, Wis.—-Andrew J. Scherer, 722 Center 
typewriters and adding machines, has been declared 
$404.60 ; liabilities, $3,014.13 

Tampa, Fla.—E. F. Valentine, formerly of Atlanta, Ga., has become 
dealer here for the Underwood Elliott Fisher Company. 

Winter Haven, Fla.—-B. A. Harris has been appointed distributor by 
the Woodstock Typewriter Company 


manager here for 


7 street, dealing in 
bankrupt; assets, 








ADDING MACHINES. 


Chicago, t1!.—W. F. Bourne, head of the mechanical service department 
of the Marchant Calculating Machine Company, visited the local branch 
in December. 

Chicago, Hl.—D. J 
salesman, has joined R. J 
viga and Rapid calculators. 

Cleveland, Ohio.—Edgar H. Reuter has become agency manager here 
for the Allen-Wales Adding Machine Corporation, 1900 Euclid building 
He had been transferred from New York. 





Harney, an experienced adding and office machine 
Smith, who distributes the Add-Index, Bruns- 








OTHER MACHINES 





Chicago, !!!.—Bert Bell, who has been with the western office of the 
Addressograph-Multigraph Corporation, has been transferred to the Chi- 
cago branch. 

Cincinnati, Ohio.—The International Business Machines Corporation 
has leased the first floor of the building at Reading Road and Eggleston 
avenue for ten years. The entire front of the building is to be modern 
ized 

Columbus, Ohio. 
lished at 168 Columbian avenue, by J. M. Cline. 
chines are handled 

Dallas, Texas.—G. D. Smith has succeeded Frank S. Ward as manager 
of the local branch of the Dictaphone Sales Corporation. 

Memphis, Tenn.—C. F. MclIlwain has been transferred by the Interna- 
tional Business Machines Corporation to the factory at Endicott, N. Y., 
where he will have charge of the new inspection bureau. He had been 
district service supervisor here the past three years 

Newark, N. J.—The Addressograph Sales Agency, formerly at 287 
Washington street, has leased a Broad street store in the Industrial office 
building This lease makes it possible to consolidate the Addressograph 
and the Multigraph agencies in the store leased. 

New York, N. Y.—Dan Steible has returned to the U. 8S. Postal Meter 
Corporation, in charge of advertising, general promotion and education. 

Philadelphia, Penna.—The Bankers Protective System has been regis- 
tered as a commercial title in the common pleas court by Sven A. Eibe, 
4247 Locust street. This concern repairs check protectors. 


The United Dictating Machine Service has been estab- 
Rebuilt dictating ma- 
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Keep Vul-Cot on display! .. Because it is standard in 87 per cent of 
business offices in America. Because it is made of National H.A.R.D. 
Vulcanized Fibre.. guaranteed for 5 years.. And again because the 
Vul-Cot policy assures good stationers a good profit on every sale. 


NATIONAL VULCANIZED FIBRE CO, 
Wilmington, Delaware, U.S. A. 


Guaranteed 


RING METALS 


The manufacturing stationer, bookbinder, and 
leather goods manufacturer are united in their 
praise of the Tenacity line of ring metals. Here 
are ring metals that are priced right and guar- 
anteed to operate perfectly. 


Tenacity carries a complete line of sturdy ring 
metals for use in price books, one-piece leather 
ring books, student notebooks, visible record ring 
books, and slide-fastener ring books. 


THE TENACITY MANUFACTURING CO. 
CINCINNATI, OHIO 


Write at once for our latest list of 
popular ring metal prices 
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, WE OFFER THE FINEST 
LINE OF 

ii CARBON PAPERS 

4 

F 

$ | TYPEWRITER 

B RIBBONS 

43 EXCLUSIVE FOR 
THE DEALER 

43 AND STATIONER 

| } Allen & Company 

Pp 11-13-15 Vandewater Street 

P New York 
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Call the New “‘Plays’’ 
with the New Signal 


These are days of rehabilitation—of replac- 
ing obsolete equipment and methods with 
newer, more efficient, time-saving devices. 
Card visibles are rapidly growing in favor, 
owing to their compactness, convenience, and 
economy. 

The ideal signal to use with 

them is Cook’s new No. 30 

Series for Card Visibles ( pat- 

ented). 

Look at these cuts—note the 

“V" neck for easiest attach- 

ing, “bow legs” for firmest 
contact, and heaviest stock. 
And they’re made of thinnest stainless steel, 
defying moisture and hard usage. 
You can also sell lots of our famous No. 20 
series for book visibles and No. 2 series for 
vertical records. 12 colors, plain or printed 
with numbers, days, months and alphabet. 
Samples and prices from any dealer, or The 
H. C. Cook Company, 14 Beaver Street, An- 
sonia, Conn. 


COOK’S 
FILE 
Signals 

















RIBBONS AND CARBON 








Chicago, I1._-F. S. Cooper, of the Codo Manufacturing Company, made 
a trip to the Minnesota twin cities late in December 

Rochester, N.Y.—The Phillips Process Company, Inc., has been estab- 
lished at 82 St. Paul street, to manufacture a new line of carbons and 
inked ribbons. Mr. Phillips has been engaged many years in this field. 

Seattle, Wash.—J. Thomas, of the H. & M. Ribbon & Carbon Company, 
was elected president of the Washington Typewriter Dealers Association 
at the annual meeting December 6 








FURNITURE 


Augusta, Ga.—-The Holleman-Miller Company, 116 Eighth street, has 
been organized to conduct an office equipment business, handling the 
Shaw-Walker lines. Blue Holleman, formerly in the stationery business at 
Dublin, Ga., is associated in the new store with Dessie F. Miller, Jr., who 
had been with the Georgia Power Company. 

Baltimore, Md.—-The Metal Office Furniture Company, Grand Rapids, 
Mich., has appointed the Meyer-Thalheimer Company its representative 

Baton Rouge, La.—The Bookshop, 109 Third street, has added office 
equipment and stationery lines 

Chicago, !!1.—Mutschler Bros., Nappannee, Ind., have leased space in 
the Merchandise Mart 

Chicago, Ili.—J. W. Strong and J. B. Montgomery, executives of The 
Berger Manufacturing Company, were December visitors at the local 
branch. 

Chicago, tl.—-The Fred Medart Manufacturing Company has moved its 
Chicago branch from the fifth floor of the building at 326 West Madison 
street to Room 722 in the same structure 

Cincinnati, Ohio.—-The headquarters of Wood Office Furniture Associ- 
ates, Inc., have been moved from 420 Lexington avenue, New York, N. Y., 
to 318 Walnut street, Cincinnati. John Dornette, Jr., is counsellor of the 
organization 

Jackson, Mich.-The assets and business of the bankrupt Johnson Office 
Equipment Company are to be sold by order of the court January 4 

Johnstown, Penna.—-The Johnstown Office Supply Company, 414 Locust 
street, has remodeled its store 

Los Angeles, Calif.——The Office Equipment Company, 1234 South Main 
street, is a consolidation of the Loomis Office Furniture Company and 
Samuel Stebb, the latter specializing on printing stock certificates. 

New York, N. Y.—-The Gotham Desk Company has been established at 
327 West Fifty-ninth street. This business had operated previously at 322 
West Fifty-ninth street 

Oakland, Calif.—J. A. Parsons, Inc., has been appointed an agent by 
The Metal Office Furniture Company, Grand Rapids, Mich 

Seattle, Wash.—-Lester L. Geil, who represents The Wabash Cabinet 
Company on the coast, has added the products of the Aurora Metal 
Cabinet Company, Evansville Desk Company and Jasper Chair Company 
Mr. Geil contemplates to move to California early this year. 

St. Louis, Mo.—M. W. Wintermute has succeeded the Prufrock-Lytton 
Company in the manufacture of leather upholstered furniture 











PENS AND PENCILS 


Chicago, I!1._-The Autopoint Company reports that the incoming mail 
December 5 showed the greatest number of orders for one day during 1932 

Chicago, ti!|._Joe D. Hale, sales manager for the C. E. Bradley Corpora 
tion, Brattleboro, Vt., has taken on the sales management for the Rite 
Rite Corporation, handling saies for both concerns. 

Chicago, t!.—-The Chicago district offices of the Eberhard Faber Pencil 
Company have been moved from Suite 3120 in the Civic Opera building, 20 
North Wacker drive, to Suite 850 in the same building. The same tele 
phone number is used—Randolph 1638 

Chicago, tt!.—The American Prosperity Circle, Inc., Room 1408, 8 
South Dearborn street, has been chartered to manufacture and deal in 
pencils and fountain pens; capital stock, $2,500 common ; incorporators 
John P. Sullivan, J. C. Berman and B. E. Tonn 

Chicago, Hil. Ham’’ Kendrick, territorial manager for the American 
Lead Pencil Company, covered the Detroit territory in December. His 
next important hejira will be to the Minnesota Twin Cities, where he will 
partake in the annual dinner of the Northwest stationers 

Detroit, Mich.—David M. Smith has succeeded H. 0. Atwood in the 
sales territory of the Eberhard Faber Pencil Company embracing Mich- 
igan, Indiana and Illinois Mr. Smith had represented the Eberhard 
Faber line in western Pennsylvania seven years previous to this transfer 

Los Angeles, Calif.-C. B. VanLeer, of the Spencerian Pen Company, 
made a visit some time ago with Bert M. Morris, who represents the 
company on the coast 

Newark, N. J.—-W. B. Wilson, Inc., has been chartered to deal in 
fountain pens; capital stock, 500 shares no par value 

New York, N. Y.—-Edward Todd & Company, 100 Sixth avenue, has 
gone Into bankruptcy 

New York, N. Y.—-The American Lead Pencil Company has amended its 
corporate charter, changing the capitalization from $4,000,000 to $2,148, 
100 











LOOSE LEAF 








Chicago, tli._-F. L. Coggin has returned to his work after a siege of 
quinsy. 

Chicago, tl1.James D. Pryor and Harry L. Murdoch have established 
a manufacturers agent business at the Stationers Mart, 328 South Jeffer- 
son street. Both have had years of experience in stationery lines, special- 
izing on loose leaf devices in the past 
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TIP-TOP 
The Quality 
Posture Chair 


for fine offices 






A seEnsE of well 
being, of ready power and 
easy concentration results 
from the use of TIP TOP, 
the Gunlocke Posture Chair. 
Like other Gunlocke furni- 
ture, TIP TOP is of first 
quality, regarding both of 
what and how it is built, 
and further in regard to the 
general design in appear- 
ance, all around comfort, 
matching, finish, etc. 


Besides this Gunlocke reputation of many long 
years’ standing for genuine, substantial quality, 
TIP TOP offers correct body support in the shape 
of back and seat and the simple, effective adjust- 
ments and an improved chair iron eliminating play 
and wabble. In this better quality chair is a 
worthy leader for the office furniture department. 
Full details and prices on request. 


The W. H. Gunlocke Chair Co. 
Wayland, New York 


New York City showroom: 138 Grand St. (phone Canal 6-5931) 











CLIP-ON 


PAPER FASTENERS 
The Popular Choice 


Ever growing in general use, CLIP-ONS af- “~ 

ford the Stationer a source of excellent earn- f 
ings wherever properly introduced. Made in 
three sizes, brass or nickel finish, CLIP-ONS © 


present a trim, business like appearance, can 


be used hundreds of times over or, by bend- 3 
ing down the prong with the finger tips , 
make a sealed, permanent fastening. CLIP- % 
ONS are packed 10€ to the box—ten boxes 

to the carton. CLIP-ONS are profitably in- bh 
cluded in every stationery display; the carton oy 


adds an interesting touch of modern design. 
Write for sample and prices. 


Clip-On Corporation 


OSWEGO, NEW YORK oy 




























—the Ideal 
binding device 
for record copies 


Ask the Stationer who handles them—ask 
what his record shows. In popular demand 
by reason of pure merit. No other transfer 
binder enjoys such enthusiastic repeat 
business. For F. B. not only applies uni- 
versally to all sizes of records and distances 
between centers but it is also readily 
adapted to various capacities as desired, by 
means of interchangeable posts. Retailing 
at $3.50 per dozen sets f. o. b., New York, 
the F. B. Loose Leaf Holder offers the great- 
est economy and effective construction as 
well as high quality of material in work- 
manship in every detail. Send for sample. 


The F. B. Manufacturing Co. 


1228 Intervale Ave., New York City 


dads 


THE LINE OF QUALITY AT A POPULAR PRICE 


THE ASCO “200” SERIES 


of vertical filing equipment is complete with 
standard, counter and desk height units in 
legal, letter and all combinations. Solidly 
constructed to stand the daily grind. Note 
the high price features in the illustration below 
yet this line sells in the low price range. 


Standard finishes. 























Get a sample four- 
drawer file for your 
floor today. Here's 
value that every buyer 
will appreciate. 


ART STEEL 
COMPANY, Inc. 


300 East 145th St., 
New York, N. Y. 
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SENECA 


SENECA 


PENCILS 





A BETTER Pencil 
for dealers interested in PROFITS 
as well as QUALITY. Ask for 
Samples. 


Mohican Pencil Company 


(Formerly United States Pencil Co.) MANUFACTURERS 
PHILADELPHIA PENNSYLVANIA 
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For Over Thirty Years . . 
THE LEADERS .. 





GEM JUMBO GEM 





PERFECTION No. 50 


PERFECTION No. 70 


“Perfection,” “Gem” and “Jumbo Gem” Calen- 
dars are the original desk calendars. Standardize 
on the GENUINE. Manufactured solely by 


Defiance Sales Corporation 


72 SPRING STREET NEW YORK 
































Our Tab-Edged 
Carbon Paper 


(PATENTED) 
continues to show a steady growth! 


We give exclusive agency on this item to 
a dealer who will push it as his ** Leader.” 


Phillips Ribbon & 
Carbon Co., Inc. 


Factory and Executive Offices 


61 HALSTEAD ST., ROCHESTER, N. Y. 


BRANCHES 
NEW YORK BOSTON 
82 West Broadway CHICAGO 115 Purchase St. 
PHILADELPHIA 209W. Jackson Blvd. CLEVELAND 
1033 Chestnut St. 1002 Leader Bldg. 


MILWAUKEE 
SAN FRANCISCO 114 Plankinton LOUISVILLE 
203 deYoung Bidy. Bldg. 227 Citizens Bldg. 




















TRANSFER 
CASES 


Made of Wood with Steel Cover. 


It does not sag, crack or break and costs no more than the 
cheap cardboard case. 


It is built to last a lifetime. 





Furnished in Letter, Legal and Bill sizes. 
Packed 3 to a carton. Order a dozen today. 


IMPERIAL METHODS CO. 
FOREST PARK ILLINOIS 


Western Wholesale Stationers, Ltd. 
307 East Third Street 
Los Angeles 


100 Worth St. 
New York City 








Gerard D. White | 
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STATILIOWNER ? 





Arlington, Mass.—Philip Weinberg has opened a stationery store at 186 
Massachusetts avenue 

Baltimore, Md.—E. H. Gorton, formerly with The Wahl Company, has 
become sales manager for the Baltimore Sales Book Company, Balti- 
more, Md. 

Berea, Ohio.—The Berea Book store has retired from business. 

Brooklyn, N. Y.—S. Sacher has leased the store at 40-20 Eighty-second 
street, Jackson Heights, where he will conduct a stationery store 

Chicago, I11.—The Vail Manufacturing Company, 1752 East Seventy- 
fifth street, suffered a fire loss of $20,000 December 17. 

Chicago, 111.—The holiday spirit was emphasized in the Stevens-Maloney 
store in December by several cages of canary birds. It happens that one 
of the young men in the store raises the birds, and brought several to the 
store to give customers the benefit of their songs. A number of sales 
was made to stationery customers during the holiday selling season. 

Cleveland, Ohio.—The Olav N. Allen Shop, stationery, has opened for 
business in the Old Arcade, Superior street entrance 

Gloucester, Mass.—-The Jeffery Stationery store, 14 Pleasant street, 
suffered a fire loss November 24. Quick work by the salvage men pro- 
tected the stocks against water loss. 

Green Bay, Wis.—The Reliance Printing Company has been chartered 
to do a publishing, printing, binding, office supply and book business ; 
capital stock, $2,000; incorporators—Emil Buehrer and Emily Elizabeth 
Buehrer. 

Grantwood, Hoboken, N. J.—The stationery store of Henry Ackerman, 
368 Anderson avenue, was gutted by fire December 2. 

Kenosha, Wis.—The Barr Furniture Company, Inc., has been chartered 
to do a general business in all kinds of furniture; capital stock, $15,000 ; 
incorporators—Harry Barr, Zena Barr and Alexander Cohen. 

Los Angeles, Calif.—George D. Nelson, who represents the Weldon 
Roberts Rubber Company on the coast, has opened an office at 127 East 
Sixth street. 

Madison, Wis.—Blied Office Supplies, formerly at 124 East Washington 
avenue, has moved to 114 Washington avenue, which had been the loca- 
tion of the Blied Printing Company, an affiliated business. 

Memphis, Tenn.—The assets of the Farrell-Sexton Company, filed on an 
involuntary bankruptcy petition, were $9,074.18; liabilities, $19,015.90. 

Milwaukee, Wis.—The Wisconsin Bank Supply & Stationery Company 
has been chartered to deal in blank books and paper specialties; capital 
stock, $10,000; incorporators—P. A. Porter, T. A. Nast and E. J 
Carrigan. 

New York, N. Y.—The New York Stationery Company has leased the 
store and basement at 237 East Thirty-fifth street. 

New York, N. Y.—Abnik, stationery and novelties, has been chartered ; 
capital stock, 100 shares common; S. M. Lazarus, charter representative, 
8 West Fortieth street 

New York, N. Y.—The Distinctive Specialty Company has been char- 
tered to deal in stationery; capital stock, 100 shares common; A. H. 
Brown, charter representative, 2 Lafayette street. 

New York, N. Y.—Schwartz & Feinman have been chartered to conduct 
a stationery and confectionery business; capital stock, $10,000; Bergman 
& Bergman, charter representatives, 10 East Fortieth street. 

Ocean City, N. J.—William F. Gardiner, Inc., has been chartered to 
conduct a stationery, cigar and confectionery business ; capital stock, $25,- 
000; Andrew C. Boswell, charter representative, Ocean City 

Orlando, Fla.—William Howell has joined the Davis Office Supply Com- 
pany, Pine street. 

Philadelphia, Penna.—-A. Rovner & Sons, 531 Market street, has been 
petitioned into involuntary bankruptcy. 

Philadelphia, Penna.—-The Fine Art & Book Shop, conducted by Ida 
Sokolick at 421 South Fifth street, has been petitioned into involuntary 
bankruptcy. 

Princeton, N. J..-The Amoeba Stationery Company has been chartered ; 
capital stock, $2,000; Molloy, Levy & Herwitz, charter representatives, 
New York, N. Y. 

San Francisco, Calif.-A. L. Jones, Inc., has rearranged its merchan- 
dise displays at 149 New Montgomery street with special electrically 
illuminated fixtures. Among the lines shown are The Hotchkiss Sales 
Company, Chas. M. Higgins & Company, George B. Graff Company, 
Scripte Manufacturing Company and the Binny & Smith Company. 

Sioux Falls, S. Dak.—-Brown & Saenger have resumed business in the 
remodeled store, which has been damaged severely in a fire August 10. 

Troy, Ohio.—-Morrill Allen has purchased the W. E. Boring Office Sup- 
ply Store from W. H. Albaugh, assignee, and is continuing the business 








MARKING DEVICES 


Chicago, Ill.—Louis Melind, of the Louis Melind Company, made a 
western trip in December 

Chicago, Ill.—The Active Stamp & Seal Works, conducted at 189 
North Clark street by the late Milton A Pardi, is being continued by his 
sons, A. A. Pardi and Wm. V. Pardi. 


Schenectady, N. Y.—The Union Printing & Stamp Works, 112-20 South 
Church street, is an amalgamation of the Union Stamp Works and the 
Superior Printing & Box Company. Harry F. Miller conducts the stamp 
business, and Robert D. Flood the printing business. 


eH 
Identification Badges for Machine Service Men 


Due to the frequency of holdups, many banks have opposed the admit- 
tance of service men for office machines to enter the cages and security 
departments. The tool kits have been reminiscent of the portable artillery 
of hold up men. So several of the bank and office machine manufacturers 
have provided their inspectors and repair men with official badges, to 
facilitate entry to the departments where machines are to be inspected 
or serviced 





— —>——_—- 
“Eureka” Registered in Spain 


Application has been made in the name of Ramon Roviroso Parellada, 
Villafranca, Spain, for the use of the name, ‘‘Eureka,’’ as a trade mark 
in Spain, to cover stationery in general. Under the Spanish law the first 
user of a trademark is entitled to its registration, which becomes conclu- 
sive after three years of uninterrupted possession. 














And be sure that your stocks of Higgins’ Drawing 
Inks are ample right now. Our Higgins’ Drawing 
Contest for high school students is now entering its 
final stages and Higgins’ Drawing Inks are selling fast! 


CHAS. M. HIGGINS & CO., Inc. 
271 Ninth Street Brooklyn, N. Y. 


HIGGINS’ 
Inks & Adhesives 











Price-cutting cannot increase your sales vol- 
ume—so why not get a larger profit 
on the existing sales? 


This Can Be Done by Selling 
the Standard of Quality 





in either 





Paper Gusset or 
Tan Cloth Gusset 
Styles 











PAT. 1734642 
Double Thick —Glue-Welded Fronts and 
Backs With Interlocking Gusset Tops 

Reinforced at Every Point of Wear 


QUALITY PARK ENV. CO 


11-116 MERCHANDISE MART 
—CHICAGO— 


Where your orders are shipped immediately 
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vited to send 











CANTON @Q@uality STEEL FILING CABINETS 
Make fer safe, accessible business records 


Dealers interested in a genuine, exclusive proposition sive line covering all office filing equipment and 
for steel — equipment in their territory, are in- furniture needs o large and small business, and for 
or the Canton proposition. An exten- personal use. Full in 


THE CANTON ART METAL COMPANY 





Seld thru Dealers 


_— 
—s 
—— 
—. 
_ 
— 


j 


ormation sent on request. 


CANTON, OHIO 




















Sales Books 


Keep blank sales books on 
hand always. Big, steady 
demand; long margin. Get 
our prices before you buy. 








Also ask for liberal dealer agency 
on printed sales books, manifold 
books, cafe checks, etc. Orders 
easy to get, easy to handle. Bet- 
ter quality, icker service, 
closer co-operation. 




















Let us quote on books for your 
own use, too. 
ADAMS BROTHERS 
COMPANY 
Sales Book Makers Since 1890 
TOPEKA, KANSAS 









































The “Aluminum” Pocket Seal 
and other MARKING DEVICES 








POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 
Cooke Self - Inking Numbering 
Rotary Dater Rubber Stamps Machines WAX SEALS 





NAME PLATES 


METAL CHECKS 
MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 
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Stanley R.Bristow 
24 Central Ave.West Orange,N.J. 


Made of heavy colored Kraft, to identify 
Contents, permit coins to slip in easily 
whether used by hand or on counting ma- 
chine. 


The “Steel-Strong” line includes also Old 
Style and Automatic Coin Wrappers, Coi 
Storage Trays, coin bags, coin bag seals 
and seal presses, bill straps, currency racks, 
etc. Sold exclusively through dealers. 
Proposition and catalog on request. 


Q a The C.L.DOWNEY CO. 


941-943 CLARK ST. 
CINCINNATI, OHIO. 


Have You 


a Frie nd—o business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with 

our compliments. 


THE OFFICE APPLIANCE COMPANY 
417 S. DEARBORN STREET, CHICAGO, U. S. A. 


Os ss 





®@s 


Efficient and economical. 
Will keep correspondence 
and papers always on hand 
and properly arranged. The 
most efficient desk file on 
the market. Made in four 
sizes. A very profitable 
item for stationers. 
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ra FREE FOR 700 YEARS THE WORLD'S 

é GREATEST MARKETS 
wood furniture; 218 exhibit leather goods and traveling requisites; 164 
In addition—out of a special fund, which is in no way a hidden sales 
Trade Fair applies to your business. 


a ROUND TRI PS T* Spring Fairs of 1933 open March 5th. In one week’s time you 
manufacturers show machinery for making paper, paper products, and 
tax—you earn a refund up to 100% of your roundtrip transportation 
LEIPZIG TRADE FAIR, INC. 10 E. 40th St., New York City 





over the offerings of 8,000 manufacturers—from 25 different coun- 
TO THE tries. 678 firms exhibit paper, paper goods, stationery, office supplies 

LE | L I G mye om 
Through this intense competition for the buyer’s favor, you enjoy all 
costs, an offer so popular in 1932, that ic is repeated tee 1933. To 
secure rebates, you must register with our New York Office before sail- 


and equipment, pictures, books and graphic arts; 426 show wicker and 
: TRADE F Al RS the advantages of first showings, newest developments in standard lines, 
profitable novelties—and the most favorable prices in the world today. 
ing—write for details and for further information as to how the Leipzig 














Make 2 Sales from One 
Beginning ! 


Who ever thinks of selling a 
rubber dater without a stamp 
pad? When you sell one, you 
can invariably sell the other. 
Fulton daters and stamp pads 
—_ together for you this way 
ive you two profits at oncel 
Or ya Tittle work on your part 
is necessary to start these greater 
profits coming! 
Fulton Specialty Co., Elizabeth, N. J. 


FULTON 


“SERVICE”AND FULTON DATERS 
DRI-KWIK STAMP PADS 


Nothing Else But... 


PENS 


of distinctively good quality 


TURNER & HARRISON PEN MBG. CO., Inc. 
1211 Spring Garden St. 
PHILADELPHIA, PA. 








Specializing on Imprint Lines Since 1876 



































Loose Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated 
Paper FIVE SIZES 





Inside Diameters 
14"—1.35 Per 100 








—— vis INDEXER STRIP 
Securely . 1a 2 « TRANSPARENT 


For loose leaf books, binding reports, blueprints, etc. 


Write for information Loose Leaf Metals 


on our line of...... 


The E. W. Carpenter Mfg. Co. 


Bridgeport, Conn. 





MARKILO uveloges ors of af book 
MARKILO INDEXER Sup (bla (biank label -feady toc 
on oom. 


ns tee vs. Dotinele’ Be Booklet Mathamerica 2 
Markilo Co., Mfrs.,936c W. peace 'S. A. 














RIBBONS - CARBONS - DUPLICATING INK 


A line that is distinctively different in The Tybon Ribboner Tybon Duplicating Ink 
its superior quality, uniformity and Machine New and Better 
completeness. = _ 

: ‘ : Reel Ribbon Economy Quick drying—non-smearing. Clear, 
Ribbons in Reels, Boxed, Unboxed or 4 proven method of reducing ribbon sharp reproductions. Will not harden 


under — a. Carbons for cost used by dealers and jobbers on the pad. For all types 
every need and condition. everywhere. of duplicating machines. 


(Ask for our Special Offers) 


f= 


Send for Particulars 
NOW 











l 





30 
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METALSTAND 


Ideal tor Typewriter, Kardex Cabinet, Heavy Ledger, 
Calculator, Display Purposes, etc. A BEST SELLER EVERYWHERE 


& 00 list, Olive Green finish, Maplewood top. Natural Side Leaves, 12x14 inches, 
$ 5 wood, Walnut, Mahogany and Oak in high grade can be attached to either side. 


finishes slightly higher. 
METALSTAND is 26!/, inches high, top measures 171/x14 inches. Frame is of 8 
gauge and legs of 16 gauge steel. Casters are rubber mounted. METALSTAND is 
shipped knocked down to save freight charges—shipping weight 13 Ibs. 

DEALERS: You take absolutely no risk in ordering METALSTANDS, all orders being 
shipped subject to our customers’ approval. [Illustrated folders with dealer’s imprint fur- 
nished FREE to enclose with monthly statements, etc. METALSTAND is a fast 


seller; rush your order. 


Metalstand Company, 909 Walnut St., Philadelphia, Pa. 


Liberal discounts. 




















Moore 


Your Customers want 
Products which keep 


Americans at work 


More sales of American Made goods 


Push Pins will mean less unemployment in the 
United States. More people working 

and will hasten good times. Americans 
today will buy American products. 


Push-less Get one or two of our new Small 
Displays and get your share of the 


Hangers profits. 


Write for our Descriptive 


113-125 Berkley St. 


Circular, **Timely Tips,” 
How to Hang Pictures, to give to your customers. 


MOORE PUSH-PIN COMPANY 


Philadelphia, Pa. 








Ae 


sticks firmly, but peels ... 

This special adhesive, Grippit, holds like rubber 
bands—hundreds to the square inch—as long as 
you want adhesion. If you wish to change the 
position of paste-ups, to remove articles displayed 
on windows or walls, you can peel off Grippitted 
work like adhesive tape. . . Write for newly de- 
signed, larger tube —Free—to Harriman-Welts 
Products Company, 200 Summer Street, Boston, Mass. 


SOSSSSSSSSSSSSSSSSOSOOOOOOS 





POSSESS SSSSSSSSSSSSSSOSOOOS 


Color in CODO 


Color in CODO containers helps you 
sell. Color in CODO typewriter 
ribbons and carbon papers, by re- 
taining your customers’ good will, 
helps you sell again. Strength of 
color is an outstanding feature of 
the CODO line. The permanence 
of color insures permanence of 
sales. 

CODO offers you an opportunity to 
become a leading distributor of 
ribbons and carbons. 

Full information of this up-to-date 
line will be sent on request. 


The CODO 
MANUFACTURING 
CORPORATION 
Coraopolis, Penn. 

New York Chicago 











MARTENS 


TYPE CLEANER 





with the exclusive patented ap- 
plicator (combining felt and brush) 
cleans type quickly, thoroughly and 
easily. It is a favorite among 
typists everywhere. 


A Free Introductory Offer 


Write for it and our liberal discount 
schedule. Retail price 50 cents 





oy Martens Type Cleaner Co. 
very 
' Bottle’ 120 East 28th St. New York City 











“a 





S 
Baltimore Index Mfg. Co. 


112-114 &. Calvert &St., Baltimore, Md. 


(Specialists in Metal Tab Guides) 


An assortment of five colors: Red, Blue, Orange, Green, 
Black. Your name can be stamped in the Metal Tab. 


Write for particulars 























H. A. Ink 


Eradicator 


For Over 25 Years the 
Stationer’s Old Reliable 


AAAAA 


Sell it with every quart of ink; blots 
vanish, mistakes corrected easily 
and neatly. At Stationers every- 
where—in satisfactory use every 
day. Sample with prices on re- 
quest. 

H. A. Ink Eradicator Co. 


1545-1547 West Farms Road 
NEW YORK, N. Y. 
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RIBBONS 


Sansom at Tenth Street 








ESTABLISHED 1895 


Dealers Inquiries Solicited 


CARBONS 


Philadelphia, Penna. 





RENT ONE for 1933 


Business 


in your early drive for 1933 business, 
carefully select the names of the 
people who can buy your re 
then rent an Auto-Typist and se 

The Auto-typist is a pneumatically operated them the most powerful sales message 


. at your command .. . the personal 
typewriter that types repetitive letters, in ltl, Ge Ge Acta teake wear 
dividually, at a speed of 300 a dayandre- regular typist can produce them at 
quires but a small part of a typist's time for one cent each. 
filling in names and special data. Ask us about our rental plan — 
which you can try out this method, 
epolying the rental to the purchase, 

er 


American Automatic 


Typewriter Co. 
602 No. Carpenter St., Chicago, Ill. 











MAILING LISTS 


Pave the way to more sales with actual names and ad- 
dresses of Live prospects. Get them from the original 
compilers of basic list information—up to date—accurate— 
guaranteed. Tell us about your business. We'll 
help you find the prospects. No obligation for 
consultation service. 

















60 page Reference Book and 


Mailing LIST C ATALOG 
Gives counts and prices on 8,000 lines of busi- 
ness. Shows you how to get special lists by 
territories and line of business. Auto lists of all kinds. 
Shows you how to use the mails to sell your products 
and services. Write today. 


R. L. POLK & CO, pPolt Bids. 
Branches in Principal Cities 


World’s Largest City Directory Publishers 
Mailing List Compilers. Business Statistics. Producers of Direct Mail Advertising 





STURGIS 


/POSTURE CHAIRS & 
| ALL-METAL STANDS 


Sold by dealers everywhere. 
Write for particulars on this 
| complete and outstanding line 


Sturgis Posture Chair Co. 
STURGIS, MICHIGAN 
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NDEXES 
Grineo 
ATIONAL 
FFICIENCY 


RECOGNITION 
thru 23 Years of QUALITY and SERVICE 
G. J. Aigner Co., Manufacturers 
BINDERS—INDEXES—LOOSE LEAF SPECIALTIES 

503 S. Jefferson St., Canal Station, CHICAGO 
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METAL PARTS 


FOR 
Visible Record Books 


latest type, multiple prong construc- 
tion, 1”, 114”, 2” and 3” capacities. All 
standard lengths. Two grades. Also 
parts for prong transfers, post binders, 
ledgers, catalog covers, etc. Send for 
Price List. 


The C. E. SHEPPARD CO. 


4403 Twenty-First Street 
LONG ISLAND CITY, N. Y. 




















OUT OF SIGHT—SALES STOP 
Display COIT’S Improved Lettering 


The Right Pen for Every 
Kind of Lettering 
DEALERS: Send for assort- 
ment of 12 pens 3 of each 
popular size on ial coun- 
ter display card for 30 days 

sales trial, prepaid. _ 

Dozens of stores in your 
mee need COIT’S 
PENS and will buy them 


from you when — 
ASK YOUR JOBBER 
THE BRIDGEPORT PEN 




















As pioneer desk makers of 
Jasper, Indiana, we can offer 
you the best in high quality 
desks, time tried and quality 
tested for fifty-two years. 





The JASPER 
DESK CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. 


JASPER, INDIANA 





OFFICE APPLIANCES 





New No. 800 Series Chairs in 
Solid American Walnut: A 
Pleasing Design, with a Deep, 
Rich, Durable Finish. 


The JASPER 


and CHAIR CO. 





We solicit your inquiries. 





CHICAGO REPRESENTATIVES: 


asper Desk Co., Louis H. Farber, 7300 South Shore Drive (Phone Saginaw 8785) 


For 
asper Chair Co., William H. Brown, 4504 S. Wells St. (Phone Boulevard 7957) 


For 
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NEW GENERAL OFFICE BLDG. 
SANTA FE R. R., GALVESTON, TEXAS | 


Over 600 Vertical Units, Tariff Files, Document Files and Tables—in 


fact practically all office equipment excepting shelving, lockers and a 
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THE STEEL 
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Santa Fe Railread 
Galveston, Texas 








FIXTURE MFG. CO. 


TOPEKA, KANSAS 
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Ribbon and Carbon Dealers—Stationers—ATTENTION 
“CLEAN PULL” Carbon Paper 


IS 


another business getter. It’s different—attracts attention by its 
unique appearance—sells on its merits. 


CLEAN PULL has exclusive quality, time-saving and other economy 


features. 
{ Hi 


Write for samples of CLEAN PULL CARBON PAPER. 


"Econo ever STORMTEX RIBBONS 


“The Complete Line” write like print—durable. Perfection attained in a Typewriter 
Ribbon. 


One live dealer sampled new trade about a month ago. He reports 
sales of about 100 dozen so far. 


Investigate Stormtex Ribbons. Increase YOUR sales. Get away 
from price competition and sell quality. 
RIGHT PRICES—RIGHT GOODS—AND PROTECTION FOR THE DEALER 


H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 GRAND AVE. BROOKLYN, N. Y. 














‘The Conklin ‘Pen 


Toledo, Ohio U. S.A. 


TEADILY increasing acceptance of the Conklin Nozac (no sack) 
since its introduction nearly two years ago . . . has placed this 
revolutionary new pen at the van of writing instrument lines. 

The Nozac affects the industry as radically and as beneficially as 
did the Conklin self-filler of thirty years ago. ... A transparent ink 
section, greatly increased ink capacity, more uniform positive feed, 
and the unique new filling mechanism . . . give to the Nozac sales 
appeal possessed by no other fountain pen today. 

@ The Conklin Nozac is vital to your fountain pen sales in 1933. 
It represents a forward movement in the industry that no dealer can 
afford to ignore. It represents many years of effort; is built with the 
















precision of a jeweled watch, and all its salient features are cov- 
ered by patents which have been allowed and will shortl 


come to issue. USE 
@ Begin now to stock... show... and sell th THIS 
COUPON... 


new type of fountain pen. 
‘Please send me catalog 
data on the new Conklin Nozac. 





Firm Name 





From the desk of 


NOZAC C.B. MATHES 


SUD. w.8. Sams Gor. Vice ‘Pres. and Gen. Mgr. 
SATISFACTION GUARANTEED 


Street No. 











City and State 
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For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is cnecptienally valuable 
in ite field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 


6816-6824 Arsenal St. ST. LOUIS, MO. 














SALES LETTERS 


Need the Support of 


SALES LETTERHEADS 


Your letterhead frequently is all that 
your prospective customer sees or knows 
of your business. In appearance, it 
ought to be on a par with your best 
dressed salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 

We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 


Engraved Stationery Buffalo 
AMERICAN EMBOSSING COMPANY 


35 N. Division St. Buffalo, N. Y. 
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THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE < POST FREE 


The most valuable 
moneyrmaking volume 
ever placed before the 
Stationer Trade—Con- 
tains nearly 200 hints in 
connection with every 
department of your 
business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stalioners and dealers in office equipment. 
It is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stalioner may find sugges- 
tions on the particular phase of his business thal he may be 
interested in al the time. The subjects run all the way from 
account books to window dressing and are wrillten in such a 
way that the volume is an excellent reference book. 

—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every pace. 

—The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 


It was a distinctly good idea to bring together such a series 
of approved ideas, and the volume should meet with a warm 
welcome —The British Printer. 


4 good idea in iiself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 




















JANUARY, 1933 135 








The Line of Lowest Ultimate Cost 
























An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 





Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U.S. A. 
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“Mi B 99 To us “M. B.” stands for “MON BUREAU” 
. e Toyou“M. B.” stands for “MORE BUSINESS” 











This magazine has been in France the pioneer of modern 
business methods; it is the reason why it has gained so high 
a reputation among the most progressive business men of 


MON 


this country. 
BU REAU If you advertise your goods in M. B. you are sure to reach 
LE MAGAZINE DE LORGANISATION the very public that is interested in your goods: office fur- 
SS niture and general modern office equipment of every descrip- 


tion. Not only will your ads be read by a large and 
sympathetic public but your copy stands every chance of 
being believed, as M. B. in its capacity of an expert in 
sound business methods has won the confidence and affec- 
tion of its readers. 


If you want to appeal to the most progressive French firms, 
M. B. is the very medium for your advertising. You need 
not apply to any other. Just concentrate in M. B. Remem- 
ber that its initials stand for “MORE BUSINESS” for you 
and write today for a free copy of this live wire publication. 








The Advertising Manager 


“MON BUREAU” 


186, Faubourg St-Martin PARIS Xéme Arrt. (France) 
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OFFICE APPLIANCES 








The Sales Sensation 


Last Year... 





Kf 


in 1933 More Impogfant Than Ever 














THE famous 
BAS SICK 





>». 
CASTER 











OFFICE 
CHAIRS 


Leadin g the way to complete installation 
sales of Bassick floor protection equipment 


Here is a thoroughly tested, proven LEADER for 
selling complete installations of Bassick floor 
protection equipment. The Diamond-Arrow beat 
all office chair caster sales records last year be- 
cause behind it was the first real se//ing story in 
decades. It was the story of FULL-FLOATING 
ACTION—FREE SWIVELING—NEW LIFE for 
office chairs—NEW PROFITS for office appli- 


ance dealers! 


& 


“Socket” NoMar “Drive-On” NoMar 
Furniture Rest Furniture Rest 





FOOR PROTECTION EQUIPMENT 


Oogecs = 


Round Desk Cup 
Unbreakable Atlasite 


Why not let the Diamond-Arrow lead you into 
new selling fieldssthis year? Every demonstration 
means a sale—and with it you sell a complete line 
of floor protection devices for chairs, tables, desks, 
etc. Don’t fail to cash in on this new, profitable 
business. Letus send youthe complete story. Write 
THE BASSICK COMPANY, Bridgeport, Conn. 

FACTORY REPRESENTATIVES IN PRINCIPAL CITIES 





qu are Desk Cup 
Ue n a thkable Atlasite 


Rubber Cushion 
Chair Slide 
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THE Lowest Price Ever Quoted 
FOR A ROTARY STENCIL DUPLICATOR 














NOW SPQ v0 


Complete with these supplies: 
Sheets Stencil Paper, Samples of Bond 
Paper, ' lb. Black Ink, I Ink Brash, 
I Stylus, I Postal Card Guide, I 
Superpad, I Bottle Correction Fluid, 
I Letter Size Writing Plate. 





NO REDUCTION IN QUALITY—STILL EQUALS THE WORK 








OF ANY STENCIL DUPLICATOR—REGARDLESS OF PRICE 


We have always been able to maintain the loyalty of 
our dealers with our policy of supplying the best 
quality duplicators at the lowest prices. A few other 
stencil duplicators are being quoted at retail prices 
which at first glance seem to be very nearly as low as 
the Lettergraph. Do not be deceived by this—these 
prices which other manufacturers are quoting are for 
the machine only—no supplies are included in the 
purchase price. To equip one of these machines costs 


about a third of the price of the machine. 


No other rotary stencil duplicator has the flexibility 
of the Lettergraph. Prints may be made on the Let- 
tergraph in two or three colors just as easily as in 
black because of the patented Superpad which does 
not allow any ink to contact the machine. The Let- 
tergraph is the only rotary stencil duplicator on the 
market that offers this exclusive feature. 


Dealers who have handled the Lettergraph have found 
it a most profitable item. Every Lettergraph sale cre- 
ates a customer for supplies, not only for the Letter- 
graph but for a complete line of merchandise. Every 


dealer understands this point—one time sales such as 


typewriters, adding machines, etc., help volume but 
it’s the supply business that pays the rent. 


With business in its present state there has never be- 
fore been a more opportune time to sell the Letter- 
graph. Every business man is looking for ways of in- 
creasing his sales at a low cost. When you can show 
him how he can print his bulletins, sales letters, col- 
lection letters, office forms and other items so neces- 
sary to the life of any business at a cost of 25¢ per 
1,000 copies exclusive of stationery—closing the sale 
is a very simple matter. You can readily see that 
every business right in your own territory that does 
not own suitable duplicating equipment is a Letter- 
graph prospect. 


The simplicity of operation alone will sell the Letter- 
graph. A thinking man buys a duplicator not for the 
sake of the machine itself but for what it will accom- 
plish. The simpler the mechanism necessary to ac- 
complish this end—the better satisfied he will be. 
Remember that point when selling a Lettergraph— 
sales resistance will be lessened because of our reduc- 
tion in price—but do not try to sell a duplicator—sell 
the idea of increasing business at low cost. The Let- 
tergraph will do this. 


THE HEYER DUPLICATOR COMPANY. INC. 


Manufacturers of the most complete line of duplicators and supplies since 1903 


915 W. JACKSON BOULEVARD 


CHICAGO, U.S. A. 





A REASONS 
why UNDERWOOD offers you | 


the Most Profitable 


Portable Dealership in the Country 


REASON No. I (left) 


The Underwood Standard Quiet Portable 
retains its gracetul lines, its gleaming fin- 
ish, its fast action and sturdiness. Lnder- 
wood engineers have given it new Quiet. 
Retails at.... ‘ $60.00 


REASON No. 2 (right) 


The Underwood Junior Portable is a 
genume writing machine at the lowest 
price ever listed for a complete type 
writer. Standard kevboard...42 keys writ- 
ing 84 characters...Capitals and smali let- 
ters...and many other “big machine” fea- 
tures. Lustrous black crinkle finish. 834.50 





REASON No. 3 (left) 


The Underwood Neiseles« Portable with 
its speed, easy operation and portability, 
appeals to these who place a hich value 
upon truly noiseless typing. With many 
outstanding Underwood teatures, it re- 
tails at. 869.50 


e 
REASON No. 4 (right) 
The Underwon 1 Noiseless 77 with Tabu- 


lator is the response to the thousands of 
demands for a machine with the Speed of 
the Underwood Standard, the light weight 
of the Underwood Portable and the quiet 
of the Underwood Noiseless. It is the last 
word in personal typewriter pertection. 


75.00 





UNDERWOOD would like to talk to Dealers who are weathering the present economic 


storm and who wish to take full advantage of the glowing years that are sure to follow. 


Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY 


Tupewriters Accounting Machines Adding Machines 


342 MADISON AVENUE, NEW YORK, N. Y. 


SALES A N D SERVICE EVERYWHERE 





